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Up 
MANUFACTURER'S Prorits—The net 
- income of all manufacturing firms 
the quarter ended June 30 
taled $3 billion, a 6 percent gain 
ever the preceding quarter and 15 
eercent over the 1952 period, ac- 
= eording to Securities and Exchange 
~ Commission. 
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INveNToRIES — Increased by $450 
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$650 million in July and an average 
| $700 million a month in the seco 






ed $10.6 
» billion, including military aid sup- 
plies, during the first eight months, | 
or $479 million more than a year 
_ earlier. 

Business Inpex—Stood at 110.5 
in week ended Oct. 17 against 
5 109.6 the previous week, accord- 
_ ing to Barron’s. 
| On Srocxs — Totaled 287,831,000 

barrels in week ended Oct. 24, a net 
increase of 1,668,000 barrels for the 
week. 


nee 


* * 


Down 


WHOLESALE Prices — Declined to 
110 percent of the 1947-49 average 
from 110.1 the previous week, ac- 
“cording to Bureau of Labor Statis- 
tics. 


* 


_ less a week in mid-September | 
than a month earlier, while aver- 
age hourly earnings rose by one 
cent during the month to $1.78. 
VenicLte Output—Totaled 136,966 
' units last week, according to AuTo- 
Motive News estimates, against 
_ 142,664 the preceding week, a drop 
of 5,698 units. 

- Store Sates—Were 5 percent off 
_ in week ended Oct. 17 from the like 
1952 week. 


Production 


Automotive News Estimates 
U.8. Cars, Trucks 


142,664 
136,966 _ 


Last Prev. 1952 

Week Week Week 
For complete production totals 
by makes, see table, page 51. 





million in August, compared with | 











|pared with 22.3. 
Factory Pay — Averaged $1.20 | * 


The hbcatanits of the Industry 
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a Tom Hewitt 

Staff Writer 
OUGH car production re- 
mained steady, truck turnout 
ropped to a five-month low to pull 
total vehicle output down to 136,966 










‘vehicles last week, compared with 


142,664 in the previous week. 
October output wound up with 
an estimated 552,376 cars and 88,- 
673 trucks, against 470,871 cars 
and 96,109 trucks in September. 
Scheduled for November are 494,- 
000 cars and 92,000 trucks. 


AST weeii’s cota consisted of | 


123,557 cars and 13,409 trucks, 


| according to AuTomoTive News’ esti- 
| mates, against the 123,559 cars and 
|19,105 trucks of a week earlier. 


Car output remained stable de- 
spite decreases by the Big Three. 


Studebaker, Nash and Hudson all | 
posted substantial output gains | 


to make up the difference. 

The Big Three’s share of the 
week’s output slipped measurably 
from the preceding week, totaling 
94.5 percent against 96.9. 

GM’s share was 41.4 percent, 
compared with 43.1 a week earlier; 


|Ford’s amounted to 30.9, against 


31.5, and Chrysler’s was 22.2, com- 


* * 


URING October their shares 
totaled 41 percent for GM, 34.5 


| for Ford and 20.4 for Chrysler. 


Kaiser’s expected return to the 
output roll did not occur last 
week, Operations were limited to 
filing up the production system. 


But Henry Js are due to come | 


off the line this week. 

Packard, down since Oct. 5 for 
model changeover, will not return 
until next Monday (Nov. 9). 

The Hudson production hike was 
made possible by the transfer of an 


|aircraft parts contract to Boeing 
| Airplane Co. 
* 


* * 


AST week’s drop in ‘truck pro- 

duction was caused by the 
| second week of changeover in- 
| ventory-taking at both Chevrolet 
and Studebaker, inventory work at 
International Harvester and GMC, 
and reduced Saturday work by 
Ford. 

Ford Motor took inventory at 
some of its Rouge plants last Fri- 
day and at the others there over 
the weekend. 

The task was hurried up in order 

(Continued on Page 51, Col. 1) 
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NOVEMBER 2, 1953 


| Chryslers for 1954 Unveiled with ssb-thiteepewte Regie 


By Bob Sheldon 
Associate Editor 
ITH the introduction of 1954 
models, a realignment of prices 
was announced last week by the 
Chrysler division. 

E. C. Quinn, president, said 
that retail prices of all Chrysler 
cars would be the same as, or 
lower than, prices of 1953 models 
with comparable equipment. 
Because of a changeover in the 
types of transmissions offered, it 

would be difficult to make direct 
comparisons of 1953 prices with 
|those listed for the new model 
year. Chrysler spokesmen § said, 
however, that the price tags on 
most models represented sub- 
stantial savings for the buyer. 

* * oe 


IX-CYLINDER models for 1954 
have been grouped under a 
single nameplate, the Windsor De- 
luxe, with prices on a middle 
ground between last season’s 
Windsor and Windsor Deluxe 
classifications. 
PowerFlite automatic trans- 
mission is now standard on all 
eight-cylinder models. On _ the 
sixes, there is a choice of manual 
transmission or PowerFlite, with 
the latter costing $139 extra, 
Chrysler’s price leader last season 
was the Windsdr club coupe, carry- 
ing an advertised-delivered tag of 
$2,471.75. For 1954, the cheapest 
model is the Windsor Deluxe club 
coupe, at $2,540.50. 
x * * 
Boe these prices are based on 
cars equipped with a manual 
(Continued on Page 52, Col. 1) 








| Chrysler-Briggs Deal Spurs Merger Talks 


PAN AGREEMENT for the pur- 
chase of Briggs body plants by 
f Chrysler Corp. for $35,000,000 was 

last week to-have two im- 
portant impacts on the auto) 
| industry: 


1. Improving the competitive 


position of Plymouth with Chev- | 


rolet and Ford. 


> 2. Spurring merger activities 
among the Independent auto 
makers. 
* os * 
LA STER the purchase agreement | 
Was announced, a story that 
Nash and Hudson actually had 
merged went the rounds. The report 
‘as denied by both firms, although 
Neither denied negotiations were 
epider way. 





stage, and that Hudson and Nash 
are ready for a working agree- 
ment, if details can be smoothed 
out. 

Briggs builds bodies for Plym- 
outh, while the corporation’s other 
divisions make their own bodies. 

Since more than half of Chrysler 
Corp.’s output is by Plymouth, the 
purchase should allow a substantial 
saving in costs, eliminating the 


| middleman’s profit. 


* ~ * 


(pea vans feel that if Chrysler 
Corp. can pass on any savings 
to the consumer in the form of 
lower prices, competition among 
the Big Three will be increased. 
This would increase pressure on 
the Independents. 


Some observers speculate that 


the smaller makers can improve 
| their competitive position by pool- 

ing purchasing, production and 

engineering facilities and, per- 
haps, even their dealers, 

Packard still is included in 
merger gossip, but Studebaker is 
believed willing to go it alone, at 
least for the present. 

Packard, whose bodies are built 
by Briggs, has not yet decided 
whether it’ will! kéep this work 
under the Chrysler banner, or make 
its own. 

A Packard spokesman said 

(Continued on Page 10, Col. 1) 


In n This Issue - 





Featuring the most powerful mass-produced auto engine on the road, 
week. The FirePower V-8 has been boosted from 180 to 235 horsepower for the New Yorker Deluxe (shown above), Custom Im- 
perial and Crown Imperial models. (See other photos on Page 45.) 


* * 


235 HP Chryslers Bow; 
Prices Are Realigned 


What's New: 


V-8 engine of 235 horsepower . . 
Boost to 195 horsepower on New Yorker 
» Consolidation of six-cylinder models 


into’ one series Wraparound rear 


window . . . Indicator lights for oil pres- 
sure and amperes . . . Redesigned front 
suspension. 


* * * 


| egrtge oe -LOVING motorists got 
a new champion last Thursday 
(Oct. 29) when Chrysler division 
dealers unveiled a 235-horsepower 
FirePower V-8 engine with the in- 
troduction of 1954 models. 

The new engine is used on New 
Yorker Deluxe and Imperial 
models, while the Windsor De- 
luxe continues with a six-cylinder, 
119-horsepower power plant. The 
New Yorker’s V-8 engine has 

(Continued on Page 45, Col. 1) 


9,673,000 Planning 
To Buy New Cars 





In ’54, Poll Says 


YORK.—U. S. consumers 

expect to buy more new cars 

in 1954 than the makers estimate 

they will build, it was indicated 

last week by the 1953 Crowell- 
Collier automotive survey. 

The survey indicates that 
customers expect to buy 5,673,000 
cars next year. 

A recent roundup of production 
forecasts by Automotive News (Oct. 
5, 1953) showed that the average 
of the makers’ estimates was 5,- 
575,000 cars. 

x 

HE Crowell-Collier survey was 

made June 1, shortly before the 

| turn in the car market. Tabulations 
were released last week. 

The survey also indicated 2,232,- 
000 car prospects for the period 
| June-December, 1953, and 3,348,000 


* * 


for 1955. 
Eprror’s Note: The low figure 
for 1955 is in line with past 


surveys. Apparently people are 
hesitant to project’ their 
purchases two years in advance. 

The respondents (5L5 percent) 
mentioned economy as the most 
important value in buying new 
cars, and 69 percent said they 
felt roads were inadequate. 

The survey also shows that 88.1 
percent of the nation’s 34,000,000 
car-owning homes are single-car 
homes and that 11.9 percent own 
more than one car. 

* ” 





THE service side, new-car 
dealers led in work on brakes, 
(Continued on Page 49, Col. 1) 





the new Chryslers were introduced to the public last 





GM’s Dollar Sales 
For Nine Months 
Set New Record 


EW YORK. — While dollar 

volume of all General Motors 
sales for the first nine months of 
1953 were greater than for any full 
calendar year in the corporation’s 
history, net income fell far below 
the record year of 1950, Harlow H. 
Curtice, president, and Alfred P. 
Sloan jr., board chairman, reported 
last week to 493,000 shareholders. 

Net income for the nine months 
was $453 million, well below the 
$834 million of the record full 
year of 1950. 

Net for the 1953 period was 5.7 
percent of sales, compared with 
11.1 percent in 1950. 

oe * * 

ALES for the 1953 period were 

$7,931 million. Taxes took $1,006 
million. Earnings on common stock 
were $5.08 a share. 

For the nine months, sales 
were 43 percent above those in 
the same period last year. The 
gain in the third quarter of 1953 
was even greater—dollar sales 
were 47 percent above those in 
the similar quarter a year ago. 

Defense deliveries were 31 per- 
cent greater in the third quarter 
and 36 percent greater in the first 
nine months than in the corres- 
ponding periods last year. They 
(Continued on Page 50, Col. 1) 


Top Cars 


New-car registrations for 
eight months, plus 41 states for 


1952 Pos. 
588,314— 1 
434,514— 2 
317,878— 3 
220,472— 4 
187,147— 5 
154,077— 7 


183,265— 6 
125,498— 8 


For further details see page 
42, today’s issue. 
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Pressure on Profits .. . 





AUTOMOTIVE NEWS, NOVEMBER 2, 1953 


Dealers Are Squeezed 
But Sales Pace Holds 


By Bob Lienert 
Staff Writer 
oo SQUEEZE in new-car sell- 
ing is tightening, according to 
reports reaching Automotive News 
last week. 

However, sales continue to hold 
up fairly well—and gain in some 
instances—buoyed by heavy over- 
allowances and increased pressure 
to “selling the cars at a profit if 
you can—but sell ’em.” 

Registration gains over the previ- 
ous week were reported in both 
Cleveland and Akron, although in 
both cities sales have shown higher 
weekly figures in preceding months. 

Cleveland reported 1,605 new-car 
sales last week, compared with 1,- 
403 a week earlier, Akron’s weekly 
sales figure was up from 419 to 
458. Pittsburgh also reported a 





Road Revolution 
Is Under Way, 
ATA Is Told 


By Jack Weed 
Truck Editor 
— ANGELES.—Delegates to the 
annual convention of the Ameri- 


ean Trucking Assns. were told here | 
last week that modern trucks are} 


revolutionizing the highway trans- 
portation system and that the role 
of trucks in carrying the mail is 
just beginning. 

Greetings were sent to convention 
delegates by President Eisenhower. 

His message read in part: “To! 
the thousands of men and women 
of the trucking industry who have 
so vitally contributed to our trans- 
portation facilities—in peace and in 
war—America owes enthusiastic 
gratitude.” 

In an address to convention 
delegates, W. K. Perkins, truck 
sales manager of International 
Harvester Co., said that power and 
design of modern trucks are 


quietly revolutionizing the highway | 


transportation system. 
He 
trend in truck manufacturing as 


being toward more efficient power | 
and pinpointed truck specialization. | 


* * * 


euce operators, he said, find 


specialization advantageous 
from the standpoints of economy,| 
safety and public relations. 

“The good 


knows trucks and he 


and get the truck operator the 
best on-the-job truck economy 
and performance.” 

Postmaster General Arthur E. 
Summerfield, a former Chevrolet 
dealer in Flint, traced the de- 
velopment of the trucking industry 
and predicted an encouraging 
future. 

In a statement issued during the 
convention, the Independent Ad- 
visory Committee to the Trucking 
_ (Continued on Page 47, Col. 1) 





DeVilbiss Tour— 


During Toledo's recent fourth annual 
Business-Industry-Education Day, 40 teach- 
ers were guests of DeVilbiss Co. and were 
familiarized with the firm's spray finishing 
equipment. These three nuns found that 
the sproy pattern could be adjusted so 
fine that a spray gun could be used for 
writing. 


characterized the current 


truck salesman | 
knows | 
truck jobs,” Perkins said. “He’s | 
the man who can match them up | 


| slight increase in new-car regis- 


| trations. 


+ * * 


EPORTS from other quarters 

are less encouraging, and pessi- 
mism appears to be spreading in 
dealer ranks. 

Dealers report various difficulties 
in selling, which they are inclined 
to trace to “demoralized” custom- 
ers, That condition, they say, re- 
sults from “crazy” ads, new cars 
showing up on jampacked used-car 
lots and the model changeover just 
now getting started. 

And while sales figures look 
healthy, dealers say that behind 
the scenes the picture is this: 
Customers are hard to find. Over- 
allowances are a general practice, 
and range from $100 to $800. 

Tradeins must be accepted in 

order to move new cars, although 
used-car inventories already are 
topheavy, with wholesaling y are 
at a standstill, dealers report. 
| About half of the dealers report- 
jing to Automotive News said they 
were experiencing a cleanup 
| problem, although some of those 
replying in the negative indicated | 
they were not far enough along in 
a cleanup to be able to tell how it 
eventually will work out. 

* ok 





* 


E dealer said his cleanup is 


being hampered by neighboring! ae 
dealers who already are offering) Most other discount policies | 
discounts on 1954 models which} 


icone not even been formally intro-' 


duced. 


| Dealers with 1954 models now 
on the floor report keen interest 





shoppers. They say, however, that 
potential buyers have a tendency 

| to put off making a deal until 

| they get a look at ’54 models in 

competitive lines. 

| Reports from St. Louis say 
dealers there see little prospect of 

(Continued on Page 51, Col. 3) 
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How Italian Maker Is 





Epiror’s Note: This story of the 
| Cisitalia-Ford comes from Euro- 
| pean sources which have proved 
to be reliable in the past. 





N THE absence of official an- 


|combination Cisitalia- Ford. Here, 
|for the first time, is a short report 
on what is happening. 


with the engine of the standard 
six-cylinder model to Torino, Italy, 
home of the Cisitalia works. The 


export. 
The first series of Cis-Fords 





first half. The first shipment to 


the U.S.A. should arrive there | 


around the first half of November. 


With a rate of 15 to 25 cars per| § 
month for the first few months, | 
however, many who might be will- | 
ing to pay 80 percent over the Ford | 
Six model’s price ($1,743.29 adver- | 
tised delivered) to have a snappy 
sports car with American essentials | 


and an Italian hull will have to put | 
up with a waiting period. 


The first job Cisitalia does is | 


to replace the intake manifold 
with a two-carburetor Cisitalia 
manifold. Then the valve cover 
is changed, the Cisitalia unit 
being made from aluminum, with 
the deep fins on the upper side, 
designed for better cooling,. 
marked with the name of the 
Italian manufacturer. 

The two-carb manifold permits a 
top r.p.m. of 4,350, at which time 
the peak production of the other- 
wise completely standard power 
plant reaches the best horsepower 
and torque levels. The fuel con- 
sumption rises not more than 5 
percent, Italian engineers state. 





and enthusiasm on the part of | 


nouncements by Ford, much| 
guessing is being done about the) 


Ford ships the complete chassis | 


import to Italy is not taxed, since | 
the shipment is labeled for re-| § 


was completed during October’s | 








CHARLES F 
KETTERING 


Ohio Honors Kettering and Nance— 


Two Ohioans who became leaders in the auto industry were guests of honor at the 
Ohio Sesquicentennial ceremonies in Cleveland last week. Charles F. Kettering (left), 


research vice-president of General Motors, 
share a ride in the same car. 


DETROIT.—Chrysler’s announce- 
ment of a 15 percent discount on| 
new cars to its “executive, super- 
visory and staff personnel” leaves 
‘only one manufacturer —Nash— 
| making no official provision for its 
executives to purchase cars at cut) 
rates. 





have been in effect many years, 


working on a new plan which 
| “will include an equitable policy 
| for employes of both Kaiser and 
Willys.” 


Chrysler’s discount, the first it) 


has ever offered, will be absorbed 
entirely by dealers through whom 


the cars are purchased. The new) 
policy, which went into effect Oct. | 


15, was announced to dealers in 


letters signed by the respective di- | 






Cisitalia-Ford Coming 


Turning Ford Coupes 


Into Sports Cars with Aluminum Bodies 


yo suspension system is 
changed on the Ford chassis. 
This is done both for lower frame 
position and smoother suspension 
of the car when the ultra-light 
| body is fitted later. The Ford disk 
| wheels are retained, but huge hub 
caps with center-knock-off design 
fitted on. 

The big surprise is the body— 
the main reason why Ford under- 
went all the trouble of sending 
over the chassis in the first place. 

(Continued on Page 48, Col. 3) 
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Officials « of Most Makers 
Now Get Car Discount 


while Willys has announced it is | 


and James J. Nance, president of Packard, 


vision presidents, and to eligible 
employes by letters from L. L. Col- 
bert, Chrysler president. 

Under the plan’s terms, each 
member of the “management 
group” will be authorized to buy 
;one car and one truck each model 
year at 15 percent under the sug- 
| gested factory retail price. 
Transportation costs and delivery 
jand handling charges are not sub- 
ject to the discount, and all Federal, 
|state and local taxes will be paid | 
|in full amounts. 

The vehicles may be purchased | 
only for the use of the employe, 
or his immediate family, and may 
not be sold for six months. 

A Chrysler spokesman said that 
“staff and supervisory personnel” 
would include factory foremen. 
|Chrysler, he said, is studying the 
possibility of extending the discount 
to all hourly rated workers, but is 
not firm on such a plan. 

The corporation viewpoint, he 
said, is that the discount extends 
a courtesy to executives, and at the 
same time “gives the dealer a profit 
on a presold customer.” 

An industry-wide survey by AuTo- 
MOTIVE News reveals the following 
discount practices: 

GENERAL Motors—Has a policy of 
allowing 10 to 24 percent discounts 
to supervisory and executive per- 
sonnel. The amount of the discount 
depends on the job level, and its 
application varies slightly from di- 
vision to division. 


| 








Forp Motor Co.—Does not make 
public its discount policy. However, | 
(Continued on Page 8, Col. 1) - 


Florida Association Elects New Officers and Directors— 
Here are new leaders of the Florida Automobile Dealers Assn. who were elected at the convention in Daytona Beach. Seated 


in the front row (from left), are W. J. Grant, St. Petersburg, vice-president; 


William 


*Too-High Costs’ 
End Experiment 


CHICAGO. — A “grand ex- 


periment” in auto merchandising— 


the sale of Allstate cars by Sear 
Roebuck & Co. stores in 17 cities 
in the south and southwest—hag 
ended in discontinuance of the line 
by the department-store chain. 


Robert E. Wood, chairman of 


the company, disclosed last week | 


that orders to liquidate stocks 
had gone out in July, and that 
the program had now been com- 


| pleted. The Allstate, he said, was 


unprofitable to Sears, and costs 
were too high to give customers 
a bargain. 


Fundamentally, the cars were the™ 
same as the Henry J, produced by” 


the former Kaiser-Frazer Corp. 
Allstates were upholstered dif- 
ferently, and carried a distinctive 
dashboard. 

Advertised-delivered prices quoted | 
on the two cars were identical. 
Costs may have differed, however, 
since the Allstate was equipped 
with Sears’ own Allstate line of 
batteries, tires and accessories. 


The Allstate was put on the’ 
market in December, 1951, and it 


is estimated that 2,600 cars were 
sold. 


“Our actual loss on the cars was_ 


very small,” Wood said. “The more 
important reason for abandoning 
the experiment was that 


at some future date. But if we do, 


we want to be able to offer the © 


same kind of values we do now 
on such things as washing ma- 
chines and refrigerators.” 


At the time the Allstate was first | 


offered by Sears, established auto 


dealers were taken aback by the | 
move. The industry relations com- 


(See ALLSTATE, Page 46, Col. 5) 





DeSoto Dealer Asks 
Double Quota for ’54 


ST. LOUIS. — Henry Hafertepe, — 
president of Gateway Motors and © 


one of the 46 original DeSoto 
dealers, has signed a contract 
with DeSoto asking for double his 
present allotment of cars in 1954. 


Hafertepe told Automotive © 


News that despite pessimism by 
some in the industry, he expects 
1954 to be a better auto year— 
“at least for the right kind of 
dealer.” He said he looks for 
lower production in 1954 and in- 
creased buying optimism, arising 
from a cut in income taxes and 
the possibility of lower excise 
taxes. In addition, he said, the 
weaker dealers will have left the 
business. 








Catlin, Jacksonville, vice-president; C. C. 


Harrison, Marianna, vice-president; Thomas P. Caldwell, Coral Gables, vice-president; Saxton Lloyd, Daytona Beach, NADA direc- 
tor; Ed tee, Pensacola, first vice-president; Eugene R. Elkes, Tampa, president; John F. Zeder, Miami, secretary-treasurer; Herbert 


L. Butler, Leesburg, vice-president; J. W. Sneed, Fort Pierce, vice-president; 


| Rountree, Lake City, vice-president. 


Horace Jones, Lakeland, vice-president, 


and A. J. 


Second row: George W. King, Fort Lauderdale; James L. Ferman, Tampa; M. V. Altman, Sarasota; E. H. Cochrane, Wes! Palm 


Beach; Wilson P. Turnipseed, Ocala; Emmett Gardner, St 


Augustine; Q. |. Roberts, 


Green Cove Springs; Latham Davis jr., 


Gainesville; Newman C. Brackin, Crestview, and John M. Pate, Winter Haven, all directors. 
Third row: K. Griner, Cross City; Wiley Grantham, Live Oak; M. N. Kenyon, Clearwater; A. P. Clark, Orlando; Harold C. 
Case, Fort Myers; J. H. Whitfield, Lake Wales; Marion G. Nelson, Panama City; Charles B. Tutan, Miami, and Leo J. Adeeb, 


Miami Beach, all directors. 


Other directors not shown are Stanley Peeler, West Palm Beach, immediate past president; 


Bruce S. Quigley, Orange Park, and W. Theo Proctor, Tallahassee. 


Walter A. McRae, Jacksonville; 


we- 
couldn’t give the customer a good’ 
|}enough value. 

“We’re not writing off the idea — 
of going into the auto business ~ 
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JHAT makes these blitz sales 

possible? Why can a few deal- 
ers demoralize the industry by pro- 
claiming to the public that current 
model cars aren’t worth what 
former customers paid for them, or 
infer by their offer of discounts 
that dealers’ profits are enormous 
and exorbitant? Is it not because 
the trade has attempted too long 
to fly on one wing? 

We have popularized the car by 
vast expenditures in advertising 
mediums, That is all to the good, 
but we have largely failed to pro- 
mote the other equally important 
wing — public acceptance on the 
importance of the automobile 
dealer. 

A percentage of prospects fall for 
blitz sales. But people really buy 
satisfactory miles of transportation. 
Whether they get this in full meas- 
ure depends upon the dealer. To 





Missouri Dealers 
Elect Delegates 
To NADA Group 


JEFFERSON CITY .—The 
Missouri members of the NADA in- 
dustry relations committee have 
been elected by members of the 
Missouri Automobile Dealers Assn. 
They are as follows: 

Buick—Charles McKnolly, Spring- 
field; Cadillac—Lawrence Lucas, St. 
Joseph; Chevrolet —Don F. Riley, 
Jefferson City; DeSoto — Lawrence 
Goldbeck, St. Louis; Dodge— 
Howard Wetzel, Springfield. 

Ford — J. M. Allton, Columbia; 
Hudson—Oscar Snipen, St. Louis; 
Lincoln - Mercury — Bill Gladney, 
Sikeston; Nash—Clark Compton, St. 
Louis. 

Pontiac — Lansing Thoms, St. 
Louis; Studebaker—C. C, Vandiver, 
Columbia, and Willys — William 
Stolz, St. Louis. The Kaiser repre- 
sentative has not been selected. 


Show Staff Named 


In San Francisco 


SAN FRANCISCO.—Don Gilmore 
(Chevrolet) has been appointed 
general chairman of this city’s 1954 
auto show, according to George 

_ Daniels, president of the San 
Francisco Motor Car Dealers Assn. 
_ The show will be held Feb. 6-14. 
Gilmore will be assisted by the 
following: 
_ Roger Boas (Pontiac), entertain- 
ment and decorations; Earle C. 
_Dahlem (Ford), advertising and 
| publicity; William P. Remensperger 
_ (Buick), program; L, E. von Schul- 
_ theis (Studebaker), concessions; J. 
_ W. Allen (DeSoto-Plymouth), floor 
' manager; Robert A. Waters sr. (De- 
' Soto-Plymouth), budget and fi- 
nance; M. A. Stewart (Chevrolet), 
_ trucks and trailers, and Cecil A. 
_ Whitebone (Ford), floor space and 
_ booths. 


- 
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By John 0. Munn 


|deserve goodwill, 


utilize both wings, as much money 
should be spent on dealer promo- 
tion as is spent in building product 
acceptance. Whenever this condi- 
tion is brought about, not only 
dealers but the entire industry will 
benefit. 

Goodwill is developed by a dealer 
first by running his business on 
high principles and considering re- 
peat business as a prime essential. 
The automobile dealerships that 
have been most successful in the 
past and will continue to be suc- 
cessful in spite of blitz sales are 
those who have recognized good 
public relations as a philosophy of 
business and applied its principles 
to its operations. 


+ * * 


Most Priceless Asset 


DAY, yesterday and tomorrow 

the successful dealership is one 
that keeps itself identified with 
public interest. We must never for- 
get that good public relations for 
an automobile dealer is what not 
only management but everyone else 
in the dealership does to create 
goodwill for the dealer. Blitz adver- 
tising may locate a prospect, but 
only goodwill will keep him—good- 
will and good service. 

Goodwill is the most priceless of 
a dealership’s assets. It cannot be 
bought, It is a gift from the public. 
You earn it only because you de- 
serve it. Your organization must 
work hard every day in building 
goodwill. It is an effort that must 
be sustained. Otherwise you soon 
run out of goodwill. Courtesy and 
good service are old-age as well as 
new-era essentials. They are in- 
gredients out of which is created 
the goodwill that is the foundation 
upon which any permanent dealer- 
ship must be built. 

In other words, the goodwill, 
which the dealer enjoys, is the 
other wing which must be syn- 
chronized with product accept- 
ance if the dealership is to come 
into its own and hold its posi- 
tion under any kind of competi- 

tion. 

First, as a dealership we must 
but that isn’t 
enough. We must nourish it and ex- 
ploit it. If we spend our money 
telling the product story, we only 
help sell the cars for these blitz 
operators. But if a dealer spends 
his money on telling his own story, 
he lays a condition where a greater 
percentage of prospects come to 
him first. 

. * * 


Repeat Sales Vital 


p= have a fascinating and 
dramatic story to tell. Only they 
can tell it and only they can bene- 
fit by telling it. It is necessary to 
tell it, if we are to fly on two wings. 

Automobile dealers have heard 
much about public relations re- 

cently. All of us realize that the 
more people in the community who 
know all about us, who have a clear 
understanding about the service we 
render, about our philosophy of 
business, about our ideals and about 
the investment we have made to 
back up our intentions, the better 
it is for us. 

When we, by our public state- 
ments and by our actions, create 
a friendly atmosphere, we are 
bringing about a situation that 
results in people in our commu- 
nity having the pride that we are 
a part of it. And this condition is 
the best antidote for cut-throat 
competition. 

We have emphasized the product 
so much that too few people in each 
community have an understanding 
of what goes on in a good dealer- 
ship. Until that story is told, the 
retail part of this trade will suffer. 
Certainly we must break away from 
unit sales on a day-to-day basis. 

No one in this trade can success- 
fully operate long on this method. 
Repeat business is our only insur- 
ance to permanency. Don’t get 
panicky. Sell and sell hard. But 
don’t fly on one wing. Add to your 
product wing the wing of institu- 
tional prestige. 
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Armacost Declares at Ala. Parley: 







Dealers at Crossroads 


BILOXI, Miss. — Overproduction 
of automobiles has produced an un- 
desirable situation which dealers 
will be able to overcome only 
through the highest type of 
merchandising Robert S. Armacost, 
NADA president, told the con- 
vention of Automobile Dealers Assn. 
of Alabama at the Buena Vista 
Hotel here. 


“Ethical business procedure by 
both manufacturer and dealer is 
a must for the protection and 
welfare of our industry,” Arma- 
cost declared. “We are at the 
crossroads. We can restore 
sensible merchandising on the one 
hand, or travel the road to ruin 
on the other. Naturally, the cause 
is overproduction, 


“Some manufacturers realize this 
and are attempting to gear pro- 
duction to profitable sales,” Arma- 
cost said. He added the only selling 
has been terms and trades, the only 
prospecting, gimmicks and trick ad- 
vertising. 

A highlight of the annual 
banquet was the selection of S. E. 
Mary, Chevrolet and Buick dealer 
of Troy, Ala. as “Mr. Alabama 
Automobile Dealer of 1953.” 

Dr. H. Roe Bartle, Kansas City, 
administrator of the American 
Humanics Foundation, was the 
banquet speaker, 

Fred Goad, Birmingham dealer, 
addressed the convention on “In- 
spiring a Sales Force,” asserting 
that sales executives have the re- 
sponsibility of stopping economic 
“scare campaigns” that are being 
conducted by “fearmongers.” 


An optimistic note was also 


rector of the office of product sales 
and dealer organization planning 
for Ford Motor Co. 


“For the next several years, we 
(at Ford) see broad progress and 
prosperity,” O’Neal told _ the 
dealers. “We expect that car 
population will more than double 
between 1940 and 1960.” He pre- 
dicted 55 million cars on the road 
in 1960. 


L. Walter Lundell, president of 
Commercial C.I.T. Credit Corp., told 
the assembly the American eco- 
nomic system has become the 
strongest and most productive in 
the world, and the American 








Pace Takes Over— 
The new president of the Tennessee Au- 


tomotive Assn., Chester R. Pace (left), 
Dodge-Plymouth dealer of Clinton, accepts 
the gavel from James A. Clark, retiring 
president, a Buick-Oldsmobile dealer of 


sounded by Thomas J. O’Neal, di-| Kingsport. 





“The Sales Fight Is On’ 


Florida Dealers Urged to Wage a Campaign, 
Not a Temporary Skirmish 


DAYTONA BEACH, Fla. — “The 
market is gone and you are fighting 
for sales now,” nearly 450 delegates 
to the eighth annual convention of 
the Florida Automobile Dealers 
Assn. were told last week by John 
W. Mock, Evanston (Ill.) sales and 
management consultant. 

Mock said that it’s no longer a 
luxury to own an automobile. 
“You'll have to sell them the in- 
dividual car.” 

Mock stressed there are profits 
tor those who know how to get 
them, but added that 83 dealers 
went out of business in Florida last 
year and 88 folded in the first half 
of this year. 

“I hope you consider your agency 
permanent and make your sales 
program a campaign and not a 
temporary skirmish,” he said. 

Frederick J. Bell, NADA ex- 
ecutive secretary, told the dealers, 
“We must help stimulate and 
create the will to buy new auto- 
mobiles.” Bell was introduced by 
J. Saxton Lloyd, Daytona Beach, 
former president of NADA. 

Arthur H. Motley, president of 
Parade Publications, Inc., N. Y., de- 
clared, “Right now we have the 
highest level of employment, the 
highest level of disposable income, 
we have ever had.” 

Motley said the disposable in- 


On the Lookout 


Chicago Police Alert Dealers 
To Missing Tags 

CHICAGO. — Members of the 
Chicago Automobile Trade Assn. 
last week were asked by police to 
be on the alert for missing serial 
plates. 

In a message to CATA members, 
Lieutenant Michael Shannon, head 
of the stolen auto detail, said: 

“A great many serial plates are 
being stolen from new and used 
cars. These stolen plates find their 
way onto cars that have been 
stolen and fraudulently titled. 

“It would be of great service if 
new-car dealers would ascertain if 
the serial plates are missing when 
a new car is sold or a new car is 
being serviced in their shops. It 
may be readily seen that when the 
serial plates are stolen, the owner 
rarely becomes aware of this fact.” 


come is the “leftover spending 
money that buys your product.” 

Explaining why auto dealers are 
opposed to excise taxes on new cars 
and trucks, Bell said that the excise 
taxes were devised years ago only 
as a temporary expedient to cope 
with an emergency. 

He said he was looking for a 
reduction in the excise tax in the 
spring. 

All Florida officers were re- 
elected. They are: Eugene R. 
Elkes, Tampa, president; Ed Lee, 
Pensacola, first vice - president, 
and John F. Zeder, Miami, secre- 
tary and treasurer, 

Walter C. Mallory, Orlando, 
FADA general manager, reported 
that FADA had gone on record 
that it would try to eliminate false 
advertising. 

In a _ used-car clinic, dealers 
stressed the importance of recon- 
ditioning in selling cars. They de- 
clared that reconditioning should 

(See SALES FIGHT, Page 10, Col. 5) 
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big stockholders. . 
membership drive this month. 










On the House . . 


Lincoln’s resurrected Continental ultra-plush car, when it’s intro- 
duced in a year or so, will be called just the Continental, reports AP’s 
Auto Editor Dave Wilkie. Young Bill Ford, whose father, Edsel, 
designed the original Continental, styled the new 
job, which’ll probably cost around $10,000 .. . Mis- 
dealer association has established a $500 
memorial fund in honor of Bobby Greenlease .. . 

Chicago Ford dealers report used-car stocks 
down slightly in October as sales rose . 
fense Secretary C. E. Wilson has appealed to 
Washington newsmen to “treat me a little fairly.” 
. . . Incidentally, Wilson’s right-hand man, Roger 
Kyes, will address the Detroit Adcraft Club on 
Dec. 4—his first major talk since all the con- 
troversial stories about him .. . 





the new secretary of Montgomery County (O.) 
dealer association, succeeding E. 
newspaper work . . . Ed Hayward is a new field rep for Missouri 
association, which has conferred honorary memberships on George 
Berry (Packard) and Don Fitzgerald (Pontiac) . . . Understood that 
Queen Wilhemina of Holland, owner of a large block of Hudson 
stock, has left decision on any merger up to the Chapin family, also 
. Tennessee association is holding an aggressive 


standard of living has become the 
highest in the world. 

He attributed this to what he 
described as three revolutionary 
economic devices: Mass production, 
distribution and planning. 

“Pressures on sensible credit 
policies are created primarily by 
misguided, panicky efforts to sell 
used cars,” Lundell said. “This is 
not only a disservice to the 
customer, but also is bad business 
for the dealer and harmful to 
the nation’s economy.” 

He said installment credit is the 
trigger which has made possible 
high employment, unprecedented 
living standards, and has _ con- 
tributed to the economic strength 
of our nation. 

New officers elected included: C. 
H. House (Ford), Birmingham, 
president; R. S. Hicks (Chevrolet), 
Decatur, first vice-president; F. E. 
Davidson (Ford), Demopolis, 
second vice-president; Rhea Gays- 
sous (Lincoln-Mercury), Tuscaloosa, 
third vice-president; and Rush 
Stallings (Studebaker), Montgom- 
ery, secretary-treasurer. 


Dealers Fighting 
Bid to Curb Md. 


Insurance Sales 


BALTIMORE.— The Automobile 
Trade Assn. of Maryland has 
started action against a pending 
State bill which, in the words of the 
association, “has as its ultimate 
goal the complete elimination of 
automobile dealers from the _ in- 
surance business.” 

The measure, now pending be- 
fore the Legislative Council, would 
require 200 hours of continuous 
study, or one year in the employ 
of a licensed insurance firm, before 
an individual could take an in- 
surance examination. 


The association already has ap- 
peared before the council to oppose 
the bill and will meet with the in- 
surance commissioner in the near 
future. 

“It is of great importance that 
dealers be aware of this attempt 
to cut into the legitimate profits of 
our business,” the association said. 
















Buffalo Dealers Sponsor 


Series of Radio Shows 


BUFFALO. — The Buffalo auto- 
mobile Dealers Assn. will sponsor 
a radio program called “Signal 
79” over Station WEBR here. The 
program has been prepared by 
Academy Productions of Syracuse 
at the request of the New York 
State Automobile Dealers Assn. 

“Signal 79” refers to a police 
radio dispatcher’s code signal for 
emergencies, such as auto acci- 
dents. The 39 five-minute shows 
will emphasize safety and the im- 
portance of having cars checked 
at reputable dealerships. 
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formerly with Dayton ec. of c., is 


C. Crane, who has returned to 


—Pete Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
. and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
e ™ the dealers on every used vehicle accepted in partial payment for a new 
a « car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
L overnments applied to the building and maintenance of highways. 
€ rE 4. The elimination of government and bureaucratic controls over this 
R: R industry. § 5. A return to precepts of independence and the rewards of 


applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


Capsule Comment 


“While we continue to seek new methods of minimizing 
crash injuries, the auto makers regard it as even more im- 
portant that we build cars which make it easier for the 
driver to stay out of accidents,’’ Charles A. Chayne, chair- 
man of the AMA’s engineering advisory committee, told the 
American Assn. of Motor Vehicle Administrators. 

One of the best answers we've seen to the so-called 
safety critics of the auto industry. 
* * * 


Exactly 70 days after the disastrous $80 million Livonia 
fire, General Motors turned out its first Hydra-Matic trans- 
mission Oct. 19. 

A production feat only the auto industry could perform. 


* * * 


Output of cars and trucks thus far in 1953 has already 
stamped this year as the third highest in automotive his- 
tory; at the present rate, it will take only another month 
to put 1953 in second place. 

In view of this, is it any wonder that auto makers expect 
a slight output decline in 1954? 


UAW-CIO guns appear trained on a buildup to gain some 
sort of an annual wage in the auto industry when present 
contracts expire in 1955. 

In such a highly competitive industry, which would be 
hamstrung by such a setup, the outlook is for plenty of 
labor strife in the next year or so. 

+ * ad 


Declaring that “the (auto) family is breaking up... the 
parents have a job to do.. .,” J. E. Wolfington, veteran 
Philadelphia dealer, has called for a new start in factory- 
dealer relations “with faith and respect on both sides.” 

A word to the wise is usually sufficient. 
+ * * 


A sharp upturn in dealer buying at wholesale used-car 
auctions is noted across the country, the latest report show- 
ing a new high for the year. 

Even the price slide seems to be leveling off as used 
cars approach their normal ratio to new cars. 


Auto 
Forum 


Nothing is more vital to the 
life of the state than traffic 
safety. — Eart WarREN, new 
Chief Justice of the U. 8. 
Supreme Court. 

* * * 


Korean Stalemate 


The logic of events demands 
that the United States prepare 
to withdraw all American troops 
from Korea and turn the task 
over to the military forces of 
those members of the United 
Nations which, to date, have not 
done their full duty in that area. 
For a stalemate is now certain. 
—David Lawrence in U. S. News 
and World Report. 

+ * * 


No Ill Effect? 


The growth of automation— 
the automatic handling by me- 
chanical means of parts being 
manufactured—should have no 
detrimental effect on the U. S. 
worker.—Ray H. Sullivan, 
Ford vice-president. 


* * * 


Sheep? 

Modern management cannot 
escape its responsibilities for 
leadership by merely following 
whatever trend may be under- 
way.—Merryle Rukeyser, eco- 
nomic commentator for Interna- 
tional News Service. 

* * . 


Unsinkable 
Despite pessimism, there is 
much justification for opti- 
mism. A soundly built ship 
may be rocked by rough seas, 
but it doesn’t sink.—U. S. 
CHAMBER OF COMMERCE. 
* * * 


Auto’s Needs 


Industry today demands more 
skills and ideas, more specialized 
knowledge and_ services, and 
more production to fill the needs 
of a dynamic country. The em- 
phasis, more than ever before, 
is on people ... people to think 
and invent .. . people to design 
and develop ... to build . . . to 
supply and service .. . to sell. 
So as industry grows, there is a 
growing need for more and 
more people of ability, initiative, 
of creative minds and skills. — 
L. L. Colbert, president, Chrys- 
ler Corp. 


* + * 


Good Conduct 


There is no magic formula 
for success in building good 
relations with people in any 
community. It is a matter of 
good conduct in what you do 
and say. In a large organi- 
zation like General Motors, it 
is important that every man 
and woman understand his or 
her responsibility in this 
regard. — Harlow H. Curtice, 
president, General Motors. 

+ * x 


Shutting "Em Up 
A manufacturer who offers a 
mechanical massage pillow for 
drivers adds: 

“Also recommended for 
back-seat drivers, whom it is 
guaranteed to put into a re- 
laxed non-conversational 
mood.” 


10 Years Ago... 
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© SOME DEALERS 
ONLY HOOK THEMSELVES 





— Letterbox 


‘Found . . 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Address Editor, Automotive News, Detroit 26, Mich. 





A Westinghouse 

Regarding that recent query 
about a Westinghouse automobile. 
Just received a postcard from A. A. 
Eiter, 2160 Tower Grove, St. Louis, 
Mo., who says: 

“Yes, there was a Westinghouse 
auto, manufactured in Harve, 
France, in 1906-07-08. It was sold 
in New York by Thackerer, Acton 
Garage, West 89th St.” 

Mr. Eiter writes that he worked 
on these cars as a boy. They were 
manufactured by the “Societe Mene 
Westinghouse.” — HAMILTON CocH- 
RAN, Manager, automotive division, 
Saturday Evening Post, Philadel- 
phia. 


*” * * 


Fight for Breath 

Every day of her life, 22-month- 
old Pattie Ann Lovett, daughter of 
James Lovett, has fought for 
breath. Her throat muscles are 
malformed. 

I am writing to you in the hope 
that some reader may know of a 


The Big Story 


Although cautioning against over-optimism regarding the war, Al- 
fred P. Sloan jr., chairman of General Motors, predicted postwar car 
sales will zoom 50 percent over prewar days during the first four 
years following an armistice . .. Postwar vehicles will be distinguished 
by synthetic plastics, particularly the supertransparent type now used 
in warplanes, Dr. Kenneth E. Martin, of Rohm & Haas Co., told the 


New York Institute of Finance .. 


. Lynn Black, superintendent of the 


Ohio Highway Patrol, announced that synthetic tires used on 60 
patrol cars failed to stand up satisfactorily. Faults, he said, included 
sidewall cracks, failure to stand road heat and loosening of treads... 
A total of 2,100 vehicles was released under operation of the truck 
rationing program Oct. 10-16, it was announced by the War Produc- 
tion Board . . . Cadillac employes raised $1,297,462 in the third war 
loan, which put them in first place among all General Motors 


‘divisions. 





—From the Files of Automotive News. 


hospital or a doctor that has had 
experience with a similar case. If 
that reader would write to me, I 
would run right over to the sales- 
man with the news.— Roy Brooks, 
P. O. Box 148, Atlanta, Ga. 


* + * 


Whither Auto Makers? 


It is almost a certainty that all 
automobile dealers have no ob- 
jection to selling cars in volume. 
They know that under the right 
circumstances this means maxi- 
mum profit. 

And furthermore, all dealers 
recognize that maximum pro- 
duction means maximum em- 
ployment, which in turn means 
volume consumption. This, they 
realize, is the heart of our Amer- 
ican economic system. 


But the super-stimulus to build 
motor cars beyond maximum 
normal capacity, which has oper- 
ated upon factory policy these 
last few years, no longer exists. 
I speak of the eager demand of 
the war and postwar years, 
This demand is now completely 

satisfied, and dealers find them- 
selves in a normal demand situ- 
ation. 


Therefore, to continue to produce, 
as some factories are, at an un- 
warranted high rate is resulting in 
a competitive war between dealers, 
ruinous to their profit and morale 
and to their very business lives. 

And what for? Certainly not for 
the dealers’ welfare! 

To continue to produce as some 
factories are, at the unwarranted 
high postwar rate, is certainly not 
good business practice even if it 
keeps the plants going at top capac- 
ity. To reduce production to a 
normal level, dealers realize, means 
fewer plant workers. 


Some economists say we must 
maintain top employment. So say 
(Continued on Page 42, Col. 1) 
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Becoming a STAR PERFORMER in any profession means giving 
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a consistently finer performance ... winning the applause Lae 
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and admiration of the most discriminating audience 


... year in and year out! 


For over twenty-five years the world famous BLUE 
CORAL TREATMENT has maintained the unparal- 
leled support of America’s leading manufacturers of 
fine cars .. . of America’s most progressive and dis- 
criminating dealers, Yes, by any standard, there is no 
finer way to protect and enhance the beauty of a car’s 
finish ! 


By any standard, there is no finer way to build cus- 


tomer good will and repeat business the year ‘round! 


© 1953—H.D.T. COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Dealers See Profit Periled. . . 


‘Razzle-Dazzle’ Sales 


Blasted in 


By Roland Eckman 
Staff Correspondent 

HARTFORD, Conn. An opti- 
mistic outlook for business in 1954 
and a desire to end “razzle-dazzle” 
sales were the keynotes as 550 dele- 
gates met here for the 32nd annual 
convention of the Connecticut 
Automotive Trades Assn. 

The two keynotes were closely 
connected. Most dealers saw a 
good year ahead, but a possibility 
of seeing their profits melt as a 

result of “factory-dictated sales.” 

Frederick J. Bell, executive vice- 
president of NADA, declared: “We 
say that the campaign (of “blitz” 
sales) upsets industry, hurts dealer 
morale and will help build up forces 
that could upset the nation’s 
economy.” 

Similar sentiment was expressed 
in a resolution unanimously 
adopted by the convention con- 
demning lurid ads. 

The resolution read: “Whereas 
some car dealers are resorting to 
razzle-dazzle advertising containing 
misrepresentative statements calcu- 
lated to mislead the public as to the 
true nature of the deal being of- 
fered by the dealer; and whereas 
this type of advertising destroys 
the public faith in all car merchan- 
dising and reflects discredit on all 





U. C. Inventories 
Seen Adjusting 
To Market Needs 


DETROIT.—A _ gradual leveling 
off in used-car sales and inventory 
to meet fall and winter markets 
was indicated in 
the August na- 
tionwide dealer 
survey conducted 
by the National 
Used Car Dealers 
Assn. 

Although na- 
tional sales aver- 
ages dipped more 
than 11 percent in 
August, compared 
— er with August, 1952, 
R. W. Workman inventories also 
showed a drop of more than 8 per- 
cent going into September, as 
against the same time a year ago. 

According to R. W. Workman, of 
Lubbock, Tex., newly elected 
NUCDA president, “the drop in in- 
ventories reflects dealer considera- 
tion of the market today and indi- 
cates that a leveling off has been 
realized in accordance with current 
sale trends and needs.” 

The 10-state New England area 
reported that sales for the month 
were the same as a year before, 
although inventories were up 2.5 
percent. This marked the first time 
this year that New England sales 
were not below those of the corre- 
sponding month a year ago. 

The nationwide August turnover 
also showed tendencies of moving 
into a stronger September with 
purchasers planning to take ad- 
vantage of seasonal offerings. 

Western region sales, which were 
down 50 percent in July, dipped 
only 15 percent in August, while 
inventories were down 13.3 percent 
against the previous month’s ‘no 
change’ report. 

Dealers in the 12-state midwest 
region,” he added, “showed sales 
were off less than 12 percent, while 
dealers in the 15-state southern 
region noted sales were off less 
than 13 percent as compared to a 
July drop of double that amount. 





Hannibal Dealers 


Form Association 


HANNIBAL, Mo.—A new dealers’ 
association has been formed in 
Hannibal, Mo., in compliance with 
a suggestion from the Missouri 
Automobile Dealers Assn. 


The new officers are Robert | 


Conn. 


car dealers even though the great 
|majority of the dealers condemn 
misleading gimmick advertising 
;and will not use it regardless of 
| factory or inventory pressure to sell 
cars; be it therefore resolved that 
the CATA ... go on record against 
misleading advertising by any car 
dealer.” 

Alleged factory pressure that 
leads to blitz sales was also con- 
demned by the association. Unan- 
imously adopted, the resolution 
said that car and truck pro- 
duction “had not been geared to 
the ability of the market to ab- 





sorb them at a fair price” and 
that “the factories continue to 
charge the dealers full price on 
each car while the dealer absorbs 
all of the discount loss and, in 
addition, loses potential future 
sales at a profit by taking 
customers out of the market with 
big-discount deals.” 


The convention went on record 
“against factory-dictated overpro- 
duction during the second half of 
the calendar year which cannot be 
sold in accordance with economi- 
cally sound selling methods,” and 
ordered that “a copy of this reso- 
lution be sent to the NADA so that 
through its dealer-factory relations 
committee, it can seek to convince 
the factories that it is in their own 
best interests to have a financially 
sound dealer body which should not 
be jeopardized by factory contests 
was bad for production leadership.” 

Not all comment on the factories 
was bad. Bell, talking about the 
same problem, said, “Without ex- 
ception, policy leaders in the in- 
dustry are interested in the 
business health of the dealer.” 

Bell said that NADA currently 
is working on this very problem. 

Another speaker who came to 
the support of the factories was 

Howard B. Moore, of Toronto, 
who spoke on “Factory-Dealer 

Relations — Both Sides.” As a 

method for increasing cooper- 
ation between factories and 

(Continued on Page 46, Col. 1) 
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NEW YORK. — The car of the 
future will feature a lower center 
of gravity, adequate suspension, 
improved brakes and a more 
positive steering ratio, in the 
opinion of Auto Designer Raymond 
Loewy who styles Studebaker cars. 

In an attempt to correct mis- 
quotes from. an interview he gave 
at the Paris Automobile Show, 
Loewy told Automotive News 
last week that he never referred 
to American cars as “monstrous,” 
as he was quoted in the U. S. 
press. 

“I believe it advisable to 
straighten out the facts and clarify 
the matter,” he declared. “We, at 
Raymond Loewy Associates, believe 
that the automobile of the near 
future will be affected by an im- 
portant factor, namely the trend 
to increased horsepower.” 

“More powerful engines,” Loewy 
continued, “will automatically 
tempt the operator to drive at 
higher speeds, take curves faster 
and decelerate faster. This is 


Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday ) 


Oct. 28 


(Sold 116 cars out of 150 offerings.) 

BUICK — '52 Riviera coupe, $1,025*; 
Special 4-dr., $1,300*. '51 Special 4- 
dr., $1,065*, $1,050*. °50 Super 
Riviera coupe, $925*; Special 4-dr., 
$600. '49 RM 4-dr., $470*. "48 Special 
2-dr., $435. 

CADILLAC—'49 (62) 4-dr., $1,190*. 

CHEVROLET—’'53 %-ton pickup, $795. 
‘52 SL Special 2-dr., $1,037, $1,000, 
$925, $875, $870. ‘51 SL Deluxe 2- 
dr., $775, $740, $735, $690; SL 
Special 2-dr., $730. ‘50 SL Deluxe 
conv., $590; 4-dr., $670, $590; 2-dr., 
$710, $600, $475. 

CHRYSLER — '51 Windsor 4-dr., $850. 
50 Windsor 4-dr., $650*. 

DeSOTO — '52 Fire Dome club coupe, 
$1,230; Deluxe 4-dr., $1,060. ‘51 
Custom 4-dr., $865*; Deluxe 4-dr., 
$910. '50 Deluxe club coupe, $715. 

DODGE—’52 Meadowbrook 4-dr., $900. 
51 Meadowbrook 4-dr., $725. ‘50 
Wayfarer 2-dr., $575: Coronet club 
coupe, $670; 4-dr., $555. 

FORD—’53 4-dr., $1,375. '52 2-dr., $1,- 
070. °'51 Deluxe (8) 4-dr., $800*, 
$755*, $730; Custom (8) Victoria, 
$975, $900; Deluxe (6) 4-dr., $650; 
2-dr., $710, $625. ‘50 Deluxe (8) 2- 
dr., $660, $560; 4-dr., $610; Deluxe 
(6) 2-dr., $410; Custom (6) club 
coupe, $585; Crestliner, $800. °49 (6) 
2-dr., $425; 4-dr., $405; club coupe, 
$400. '48 (8) 2-dr., $395; (6) 4-dr., 
$155. '47 (8) 2-dr., $380. 

HUDSON—’'51 Hornet 4-dr., 
Super (6) 4-dr., $360. 

MERCURY — '52 Custom sport coupe, 
$1,410. '51 4-dr., $935*; coupe, $900*, 

| $890. '50 4-dr., $605. "49 4-dr., $520; 

| coupe, $530. '48 4-dr., $275. 

|| NASH—’51 Statesman 2-dr., $625*. 

| Statesman 4-dr., $460. 

|] OLDSMOBILE—'51 (98) 2-dr., 

| "50 (98) 2-dr., $805*; (76) 
$565*. 

|| PLYMOUTH — ‘52 Cambridge 4-dr., 

| $930, $790; Concord 2-dr., $920. ’51 
Cambridge 4-dr., $750, $710, $700, 

$680; club coupe, $765, $685. ‘50 De- 

| luxe club coupe, $660. °49 Deluxe 2- 
dr., $310; 4-dr., $490, $450, $425. 

PONTIAC—’50 (8) 4-dr., $645. °49 (8) 

| 2-dr., $450 .$590; conv., $480; (6) 2- 
dr., £650. '48 club coupe, $400. 

STUDEBAKER — '52 Champion 2-dr., 
$825*. ‘51 Commander 4-dr., $610. 


$925*. '49 


"50 


$1,110. 
2-dr., 









Oct. 21 


(Sold 122 cars out of 144 entries.) 

BUICK — ’52 Super Riviera coupe, $1,- 
650°. '51 Special conv., $975*; 4-dr., 
$1,185*. 50 Special 2-dr., $750*; club 
coupe, $890. '48 RM 4-dr., $460, $335, 
$180*. ‘47 Super conv., $250; 4-dr., 
$230. '46 RM 4-dr., $150. 

CHEVROLET — '52 SL Special 2-dr., 
$1,040*; 4-dr., $1,050. '51 SL Special 
4-dr., $810*; SL Deluxe 2-dr., $850, 
$830, $820, 2 at $790; SL Special 
business coupe, $800. 50 SL Deluxe 
2-dr., $705*, $655*, $600; 4-dr., 
$615*; Bel Air, $850; SL Special 
2-dr., $510. ‘49 FL Deluxe 2-dr., 
$570, $550. 

CHRYSLER—’50 Royal 4-dr., $740. '49 
Royal club coupe, $680; NY club 
coupe, $580. 

DeSOTO—’52 Fire Dome 4-dr., $1,325*. 
’51 Fire Dome 4-dr., $895*. ‘50 Cus- 
tom 4-dr., $730, $700, $650, $530; 
club coupe, $750. 

DODGE—’51 Meadowbrook 4-dr., $715, 
$650; Coronet club coupe, $720. ’50 
Meadowbrook 4-dr., $750. ’°49 Mea- 





dowbrook 4-dr., $390; Coronet club 
coupe, $600, $555. °48 Deluxe 4-dr., 
$300. '47 Deluxe 4-dr., $200. 

FORD—’53 Main (8) 2-dr., $1,130. '52 
(8) 4-dr., $1,120; Custom (8) club 
coupe, $1,040; Main (6) 2-dr., $610. 
"51 (6) 2-dr., $690, $665, $700, $655; 
(8) 2-dr., $835*, $815, $800, $710; 
Victoria, $1,050; Custom (8) club 
coupe, $675. '50 (6) 2-dr., $600, $585, 
$560, $470, $455; 4-dr., $610; (8) 
2-dr., $700, $450. '49 (6) 2-dr., $850, 
$455, $310, $240. '48 (6) 2-dr., $285. 

FRAZER—’51 4-dr., $450. 

HUDSON — '50 Pacemaker 4-dr., $450. 

MERCURY —- '51 (8) club coupe, $850; 
4-dr., $840. "50 (8) 4-dr., $725, 9690. 
"49 (8) 4-dr., $400. 

NASH—’'46 (600) 4-dr., $165. 

OLDSMOBILE—’51 (98) 4-dr., $1,260". 
—“— 4-dr., $825*. '47 club coupe, 

PLYMOUTH—’52 2-dr., $845, $780. '51 
4-dr., $745, $680, $630; club coupe, 
$775, $550. '49 4-dr., $520, $500; club 
coupe, $540, $550. 

PONTIAC—’51 (8) 2-dr., $925, $915; 
(6) club coupe, $830. '50 (8) 2-dr., 








$560; club coupe, $715; (6) 2-dr., 
$720; Catalina coupe, $855. °49 (8) 
2-dr., $575. 
STUDEBAKER — '51 Champion 4-dr., 


% 
é 
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| Change of Guard in Arkansas— 


The Arkansas Automobile Dealers Assn. now has four regional vice-presidents, be- 
sides the first vice-president, under a new amendment to the by-laws. Shown here 
are (from left), M. K. Frey, director; Charles Scarbrough, vice-president; W. C. Whit- 
field, vice-president; Hendrix Lackey, director; Kendall Moore, vice-president; Walter 
Jennings, treasurer, in his third term; Bennie Ryburn, director; Tom McNeil, first vice- 
president, and John Bale, president. Not shown is Russell Marks, vice-president. Other 
directors are Joe Wood, Ben Powel, Charles Reed, Bill Pryor, Charles Snapp and 
Keith Cogswell. Searcy Wilcoxon is the retiring president. George H. Benjamin is ex- 
ecutive secretary and manager, his fourth term. 


Loewy Defends ‘Low’ Look 


Designer Says Horsepower Boost Necessitates 
New Approach to Styling 





beyond the control of the manu- 
facturers.” 


He then pointed that in order 
to protect the driver from _ in- 
creased driving risks, such as top- 
heaviness or too soft suspension, 
certain steps must be taken. 

The first step, to create a lower 
center of gravity, he said, will 
automatically bring about a lower 
silhouette. European sports cars 
have had a low center of gravity 
for many years. This, Loewy 
pointed out, has been labeled the 
“European look.” But he believes it 
should be called the “low-center- 
of-gravity look.” 

“My design staff and I,” he 
emphasized, “feel that American 
styling is going in that direction, 
not so much as a style fashion 
of transient popularity, but as 
by-product of improved road- 
ability. American engineering 
and manufacturing talent will 
find a way to achieve this with- 
out sacrifice of space or increase 
in cost.” 

“As a result,” he continued, “the 
consumer will be able to ride in a 
better looking vehicle, adequate in 
size, more stable and with im- 
proved brakes. Compactness will 
make the car easier to park, and 
visibility, due to a lower hood, will 
be better, too.” 

This approach, Loewy predicts, 
will give the whole industry a fresh 
boost and open additional markets. 

If the so-called “European sports 
job” happens to be the catalyst 
that accelerated this _ reaction, 
Loewy said, it will be a welcomed 
opportunity to demonstrate the 
American designer’s renewed lead 

(See LOEWY, Page 51, Col. 3) 


Studchaker Nets 
$4,171,498 for 
Nine Months 


SOUTH BEND.—Studebaker offi- 
cials disclosed last week that the 
subsidiary companies, in the quarter 
ended Sept. 30, earned a consoli- 
dated net income of $1,805,160, 
equivalent to 76 cents a share. 

This compares with income of 
$512,288, or 21 cents a share, in the 

third quarter of 1952, when auto- 
motive production was hampered 
by a steel strike. 

The board of directors declared a 
dividend of 75 cents per share on 
common stock, to be paid Dec, 2 
to shareholders of record Nov. 16. 
This brought total payments for 
the year to $3. 

For the nine months ended 
Sept. 30, consolidated net income 
amounted to $4,171,498, equal to 
$L76 a share, compared with 
$9,299,511, or $3.94 a share, in the 
corresponding period of 1952, 


Harold S. Vance, president, said 


|newly remodeled store. 





Rendlen (Chevrolet), president; M. | 
C. Willey (Dodge-Plymouth), and 
Emanuel Morton (Ford), vice-| 
presidents, and John Scyoc (Pon- | 
tiac), secretary. 


that the nine-month earnings re- 
flected heavy amortization of the 
tooling costs for the 1953 car line, 
as well as costs resulting from un- 
(See STUDEBAKER, Page 8, Col. 5) 







‘49 Commander 4-dr., $375. $720; Commander coupe, $640. '50 
WILLYS—’'52 (6) 2-dr., $810. Champion 4-dr., $430; coupe, $500. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 38, 39, 43 


IH Dealers to Be 
Only Sales Outlet 


For Fageol Vans 


CHICAGO.—The motor truck d.- 
vision of International Harvest: r 
Co. has contracted with Twin 
Coach Co. to provide the exclusive 
sales outlet for Fageol Van trucks, 
it was announced by W. C. Schu- 
macher, International Harvester 
vice-president. 

Fageol Vans will be sold by more 
than 5,000 International truck 
dealers and branches in the U. S, 
he said. 

This agreement supersedes one 
announced earlier by the compe- 
nies, whereby Fageol Van trucks 
were made available through Inter- 
national dealers and branches. 

Engines, transmissions, front and 
rear axles, instruments and other 
mechanical components in Fageol 
Vans are the same as those in con- 
ventional International trucks. 

New Fageol Vans reduce the 
amount of space ordinarily required 
for the driver’s cab and engine in 
conventional and cab - over - engine 
trucks. Consequently, they are said 
to provide at least 200 cubic feet 
more payload space than other 
body designs. The engine is 
mounted between the driver’s seat 
and helper’s seat in a hinged com- 
partment which affords accessi- 
bility. 

Fageol Vans are available in eight 
body sizes, ranging in length from 
20 to 35 feet. Only four feet is re- 
quired for driver’s compartment 
and engine, leaving the balance for 
payload. Inside body heights on 
standard models can be fixed at 
any one of four points between six 
and eight feet. 


Fordomatic Now 
In Delivery Trucks 


DEARBORN, Mich. — Ford divi- 
sion has made Fordomatic trans- 
missions immediately available in 
its P-350 series of parcel delivery 
trucks, according to W. E. Kim- 
brough, truck sales manager. 

Ford parcel delivery units are 
used largely on the following types 
of routes: bakery, milk delivery, 
soft drink and bottling, florists, 
dyers and cleaners, department 
store, and any multi-stop delivery 
operation. 

The P-350 series trucks are pow- 
ered by 101 horsepower six-cylinder 
engines and are available in for- 
ward control chasis with windshield 
front end and in stripped chassis 
models. They have a maximum 
GVW of 7,800 pounds. Fordomatic 
transmissions also are available in 
the Ford F-100 series pickup trucks. 


Holston Auto Supply 


Holds Open House 


KINGSPORT, Tenn. — A two-day 
open house celebration was held to 
mark the seventh anniversary of 
the Holston Auto Supply Co., re- 
ports J. Matthew Nelson, president. 

Door prizes, souvenirs and re- 
freshments were provided at the 
affair, attended by 500 persons. Vis- 
itors were also shown the firm’s 





Indomitable Salesman— 
S/Sgt. Robert Wilkins, who was a sales- 


man for Hanson Chevrolet Co., Detroit, 
before he was recalled to duty in Korea, 
didn't waste his time in a Communist 
prisoner-of-war camp. He went to work on 
his fellow prisoners and found some 500 
prospects for new cars. Bill Hanson, presi- 
dent of the dealership, is shown handing 
Wilkins his commission from several of the 
first sales. More prospects from many parts 
of the country are calling or writing ea-h 
day for car deliveries, Wilkins says. He 
has returned home after a stay in a serv- 
ice hospital. 











AUTOMOTIVE NEWS, NOVEMBER 2, 1953 7 


ANNOUNCING CGHRYSLERS ‘54 


NEW BEAUTY ..: shows you sell the leader 
NEW PERFORMANCE .§:.: proves you ere the leader 
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Sa ...with new ...with new ...with new 
= 7~ PowerFlite FirePower Complete 


Fully- Automatic Transmission Driver Control! 





Newest, most advanced of all fully- 
automatic transmissions—the simplest, 
smoothest, quickest way to drive with- 
out shifting and without a clutch in 
America’s most beautiful performer! 


Greatest, most powerful group of engines 
any car has ever offered! New FirePower 
V-8s available at 235 and 195 H.P.; plus 
famous Spitfire Six engine. All built to 
leave competition “standing at the post.”’ 


First time in any car! New transmission 4 
and new Drive Power—now combined 
in the stunning new Chrysler with fully 
powered steering and braking for surer, 
safer, more effortless road command! 








is yours with 





AMERICA’S FIRST FAMILY OF FINE CARS 
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Chrysler Offers Its Officials 15 Pct. Cut on New Cars... 


Most Auto Aides Get Discounts 





(Continued from Page 2) 


informed sources say that Ford 
handles special orders on the fol- 
lowing basis: Eligible employes— 
supervisors and executives—are al- 
lowed to buy a car under “Plan A” 
or “Plan B.” 

Plan A provides for purchase of 

a car at a discount. Plan B makes 
no official provision for a dis- 
count, but merely “expedites” de- 
livery of a car tagged for a 
management employe. In practice, 
however, Plan B cars are dis- 
counted by dealers. 

Under Plan A, cars are sold at 
cost, plus a $30 dealer fee on Fords 
and a slightly higher fee on Mer- 
curys and Lincolns. 

Informants said Plan B deals 
usually wind up with the buyer 
paying about $120 over cost. 

Ford has a policy of “tagging” 
cars on the line which are to be 
sold under Plan A or B. 

SrupEBAKER—Gives a flat 20 per- 
cent discount to “all employes” who 


|18 percent discount. 





have been with the firm more than 
nine months. 


Packarp — Allows its executives 


-the dealers,” one Chrysler-Plym- 


| outh dealer in the Detroit area said. 
| His dealership is not far from a 


and supervisors to purchase cars| Chrysler plant. 


through dealerships at discounts | 


ranging from 10 to 24 percent, 

All Wit.tys employes are given an 
Kaiser em- 
ployes’ have no set discount struc- 
ture. 

Hupson—Offers a 10 percent dis- 
count to employes at the manage- 
ment level, according to informed 
sources. Dealers say, however, that 


competitive pressure makes the) 


official discount unworkable, and 
that Hudson employes can deal for 
a new car on their own initiative 
and get an average discount of 18 
percent. In all cases, the dealer 
absorbs the discount. 

Dealer reaction to the Chrysler 
discount was varied, although the 
plan reportedly was approved by 
dealer councils prior to its intro- 
duction. Some dealers see nothing 
in official discounts to get excited 
about; others are unhappy. 

“The factory will give till it hurts 








Another Detroit Chrysler-Plym- 
outh dealer said: “Quite a few of 
our regular customers are factory 
people. This just means we'll be 
selling them cars as usual—for 15 
percent less than we were getting 
before.” 

A Dodge-Plymouth dealer, how- 
ever, said: “They (persons eligible 
for the discount) may save some- 
thing for the first few months (of 
the model year). After that, they’ll 
do better than 15 percent making 
their own deals.” 

A spokesman for a volume De- 
Soto-Plymouth dealer in the Detroit 
area says his firm has always given 
a 10 percent discount to all Chrys- 
ler employes, regardless of their 
position in the corporation. 

“We'll continue to give 10 per- 
cent to all Chrysler employes who 
can’t qualify for the 15,” he said. 





Nash Names New K. C. Zone 





Manager— 


B. M. Dyer (seated, center), Nash's newly appointed Kansas City zone manager, is 
greeted by associates. Heading the delegation are G. W. Phillips (seated, left), as- 
sistant zone manager, and R. R. Compton (seated, right), central division sales manager. 


Dyer succeeds B. J. Howard, who died. 


“The discount doesn’t bother us. 
We’re happy to get the deals.” 

Another Chrysler-line dealer, ob- 
viously referring to widespread 
discounting practices, said: “So who 
makes more than 10 percent on a 
deal?” 

Dealers in the Detroit area— 
where most officially discounted 
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Ou: organization, the largest independent experimental 
engineering company in the country today, has a three-fold aim: 
“To relieve periodic congestion in the experimental 
departments of large manufacturers... 


“To provide smaller manufacturers with both experienced 
personnel and modern development facilities at a 
fraction of normal year-round operating costs, and ... 
“To permit centralization of responsibility for your 
entire experimental program within 
a single qualified organization. 
“Our clients have found that a most important 
consideration is the fact that our experimental work, 
from designing and engineering to the final metal 
working model, is all done under one roof. Nothing 
is farmed out. Large and small manufacturers of all types 
of products . . . automobiles, trucks, appliances, etc. ... 
avail themselves of our skilled specialists and unique facilities. 
“If you think we might be of assistance to you, 
we'll be glad to furnish you with more details 
concerning our complete creative services in an 
illustrated brochure entitled: From Start to Finish, 


The Story of Product Development.” Me 


TTLAUFER 


ENGINEERING CORPORATION 


19000 W. 8 Mile Rd. « 


Detroit 19, Mich. 


President 





“Our Job is Creating 
New Products for 
Tomorrows Markets 
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All under one roof . . . offering complete facilities, from de- 
signing and engineering to finished metal working models. 


sales are expected — have reported 
numerous inquiries from discount- 
eligible persons at the time the plan 
was first announced, but say that 
few sales have resulted. 


One dealer said: “Some came in 
the first few days and demanded 
the top retail dollar on their old car 
as a tradein, plus the full 15 percent 
discount on the new car. When we 
told them we couldn’t accept a 
tradein on that basis, they lost in- 
terest.” 

Another reported no sales to date 
under the new plan, and said: “I’m 
not happy over the setup. I’m going 
to sit back and see what happens.” 

One said those who had ap- 
proached him on the discount 
plan took this attitude: “The fac- 
tory is giving us 15 percent. What 
are you going to give?” He asked: 

“How can I explain to this type 
of customer that the 15 percent ‘the 
factory is giving him’ is coming 
out of my pocket?” 

Dealers who oppose the plan take 
some solace in the fact that they 
do not have to accept any discount 
deal, but can send the potential 
buyer to another dealer. They ad- 
mit, however, that not many deal- 
ers are inclined to give a factory 
executive the runaround. 


Bell, Van Tassel 
To Appear at 


Va. Convention 


RICHMOND, Va.— Frederick J. 
Bell, executive vice-president of 
NADA, is listed among the speakers 
|for the convention of the Automo- 
|tive Trade Assn. of Virginia to be 
held here Nov. 8-10. 

J. B. Van Tassel, Automotive 
News columnist, will direct a ses- 
sion on dealer operations. 


Problems of the used-car busi- 
| ness will be discussed by Harold J. 
| Moye, of Quincy, Mass., and Fred 
| Smith, of Cincinnati. 

| Other speakers listed are James 
| Brakefield, Thomas H. Richardson 
and Calvin Johnson. 

| Social activities will round off the 
| business sessions. 


Studebaker 


(Continued from Page 6) 





usual production difficulties experi- 
| enced in the early part of the year. 

Vance said that despite forecasts 
the industry would trim production 
to 5,500,000 cars in 1954, he expected 
Studebaker to make and sell more 
cars than in the current introduc- 
tory year. 


He recalled that this was the 
experience of the company just 
| after World War II with its rad- 
ically different design, which had 

wider acceptance in 1948 than in 
| 1947, when it was introduced. 


| Studebaker’s net sales in the first 
|nine months of this year totaled 
$496,527,716, compared with $385,-. 
581,015 in the like period of 1952 
A total of 189,116 cars and trucks 
was sold by the company during 
the nine months, compared with 
163,763 in the same period last year. 

Sales for the last September 
quarter totaled $147,527,033, com- 
pared with $100,200,034 in the three 
months ended Sept. 30, 1952. 

As of last Sept. 30, Studebaker’: 
working capital totaled $54,757,605 
compared with $51,952,111 on Jun 
30 and $66,862,695 on Sept. 30, 1952 
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A 25 BILLION DOLLAR PRICE TAG 





..»AND HE LOVES IT 


“, .. the most important single fact 
about cars... Americans love them 
- » » (They) spend more than $25 
billion a year owning and operating 
their cars. ... The $4,000-to-$7,500 
group constitutes the biggest single 
market for cars. It accounts for 
nearly half of both unit and dollar 
volume of new-car sales.” 


Changing American Market: II, 
Fortune Magazine, September 


The American Weekly’s 9% million 
reader-families enjoy a median in- 
come of $4,390. 59.8% earn $4,000 
or more. They are Enthusiastic car 
buyers, according to recent surveys, 
with more than 950,000 owning two 
or more Cars. 


“, .- as cars roll from the factories 
faster than they roll into the ga- 
rages of consumers, the cry wells up 
for more and better salesmen.” 


Changing American Market: II, 
Fortune Magazine, September 


More and more car makers are using 
more and more pages in The Ameri- 
can Weekly...more than in any 
other national Sunday magazine. 
“The passenger auto competes with, 
and stimulates, in one way or an- 
other, practically all the rest of the 
changing American market.” 


Changing American Market: II, 
Fortune Magazine, September 


The sleeves-up selling values which 
the automotive industry recognizes 
in The American Weekly can be put 
to profitable use by any manufac- 
turer. The American Weekly is spe- 
cifically edited to serve the ENTHU- 
SIASMS* of the Moneyed Middle 
Masses better than any other maga- 
zine. That’s why The American 
Weekly continues to gain in accept- 
ance and use by readers, retailers, 
and advertisers—issue after hard- 
hitting issue. 


he 
AME RICAN WEEKLY 


63 Vesey Street, New York 7, N. Y. 


BRANCH OFFICES: Atlanta, Boston, Chicago, Cleveland, 
. Detroit, Los Angeles, San Francisco. 


*ENTHUSIASM is interest raised to the buying pitch! 
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Deal Spare Independents’ Merger Talks... 


Chrysler to Buy Briggs Plants 


(Continued from Page 1) 


Chrysler would continue making its 
bodies indefinitely, if Packard so 
desires. Packard has its own sec- 
tion at the Briggs plant. 
* * * 

OD peo alternatives reportedly 

are being considered, Packard 
could build its own bodies at its 
plant at Utica, Mich., could farm 
out the work to another body 
maker—or could merge with other | 
independents. 

The Utica facility has 15 mil- 
lion square feet of floor space, of 
which less than half is now used 
for a defense contract on jet 
engines. 

Reports, however, are that the 
Air Force may give new contracts 
to Packard. If that happens, Pack- 
ard probably would put the defense 
work in the Utica plant. Thus, if 
Packard decides to do its own body 
work, the Utica facility would prob- 
ably have to be expanded. 

Packard would like to get back | 
into the construction of its own | 





Dorit Stick Your 


New Hercules Front Mounted 
Telescopic Hoist Gives You 
1000 lbs. Extra Legal Payload 


You can haul an extra half-ton of payload 
FREE on every trip by choosing the 
sensational new HERCULES Single 





Telescopic Hoist (Model 


heavy-duty dump truck bodies 
eleven to fifteen feet long. 

This 20-ton capacity hoist pays 
for itself quickly because it weighs 
. shifts more load 

. . reduces driver 
. and minimizes 
maintenance. Available for 
single or tandem axle straight 
trucks, Model 1210 mounts 


so much less . 
to front axle. 
cost per ton. 


easily, no part extending 
below the truck frame. 
For larger capacities, 
HERCULES builds Twin 
Telescopic Hoists with 
even greater payload- 
boosting advantages. 
Act now to increase 
your profits. Write, wire 
or phone for complete 
information. 


| bodies to cut costs, but the switch 


would take time. Even the engi- 
neers don’t know how long it would 
take. 


4 _<w 12 Briggs plants made all 
bodies for Plymouth plus special 
bodies, including convertibles, for 
the other Chrysler Corp. divisions. 
Dodge, DeSoto and Chrysler build 
their own bodies but some stamp- 
ings are made by Budd Co. 


The Budd work is expected to 


| continue, a Chrysler official said, 


but it was rumored before the 
sale that Dodge had decided to 
take all its work from Budd by 


| next June. 


Chrysler has not decided on a 
name for the newly acquired oper- 
ation. It might merely become part 
of Plymouth or it might receive 
some form of autonomy, such as 
General Motors gives to Fisher 
| Body. 

* * * 


Eva percent of Briggs’ auto 
body work was _for _Plymouth, 


1210) for your 


buy from the line of strongest design 


HERCULES STEEL PRODUCTS CORPORATION 





the other 20 percent for Packard. | 


Chrysler, therefore, was a logical 
buyer prospect when the Briggs 
family decided to sell. 

The Briggs transaction, which 
had been rumored for months, 
reportedly was brought to a head 
by reports that Chrysler was 
planning to build additional body 
facilities. 

A new Detroit plant would have 
provided Chrysler with 
facilities to cancel its contract with 
Briggs. 

The corporation recently began to 
expand its own body work at its 
plants in San Leandro, Calif., and 


had planned to construct a body| 


plant at Evansville, Ind. 


* * * 


HRYSLER, which even before 
the purchase was the Detroit- 
area’s largest employer, has 
stretched its lead in that category. 
The corporation now adds 35,000 
Briggs employes to _ its 




























GALION, OHIO 


enough | 


Detroit | 
work force of 125,000, for a total’ 


TRUCK DUMP 
BODIES AND HOISTS 
Medium @ Heavy 
Rock @ Conversion 
Platform 


SPREADERS 


Agricultural 
Cinder @ Cement 
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Truck Employes Gain 


13-Cent Hike in Quarter 
WASHINGTON. — Trucking in- 
| dustry employes received an av- 
erage wage increase of 13.3 cents 
an hour during the second 
quarter of 1953, the American 
Trucking Assns. announced last 
week. 

This figure, it was noted, was 
| five cents above the average set- 
tlement in industry generally, and 
almost one cent above the same 
quarter last year. 

The ATA analysis is part of a 
study of 71 truck operator-labor 
| agreements concluded during the 
second quarter of this year. 





of 160,000. Ford Motor Co. employs 
115,000 and GM, 75,000. 

The Briggs purchase gives 
Chrysler choice plants and 
| equipment at vastly depreciated 
prices. Several Briggs plants in 
Detroit were built immediately 
after the end of World War II. 
Construction costs have soared 
since then, 


The entire physical equipment of 





















TRAILER 
DUMP BODIES 
AND HOISTS 














Briggs, most of which is include 
in the Chrysler purchase, wa; 
valued at $35,169,046 in Briggs’ 195: 
annual report. The part not take: 
over by Chrysler is the Brigg: 
Beautywear division, a plumbing 
items unit with plants in Ham.- 
tramck, Mich., Cincinnati, Cleve- 
land, and Abingdon, Il. 
s * 6 

Bw management will con 

tinue to operate the body work 
until the transfer is completed 
which will be within 60 days of th: 
purchase date. 

A major realignment is ex- 
pected then. Principal Briggs 
officers are W. Dean Robinson, 
board chairman; Everett E. 
Lundberg, president and Fred W. 
Hoffman, executive  vice-presi- 
dent. 

The purchase gives Chrysler an 
additional 6,650,000 square feet of 
floor space in the 12 plants, 10 of 
which are in Detroit and one each 
in Evansville and Youngstown, O. 

Briggs spent more than $8 million 
on new plants and equipment last 
year. 

With the Briggs acquisition, 
Chrysler’s net depreciated value 
of land, buildings and equipment 
should rise to about $327 million, 
compared with GM’s $1.3 billion. 

It is believed that Chrysler hopes 

to make cost savings by working 
out new labor relations policies at 
Briggs plants, which have been hit 
frequently by wildcat strikes for 
years. 





* * * 


RIGGS was formed in 1909 by 

the late Walter O. Briggs sr., 
who also owned the Detroit Tigers 
baseball team. The team still is 
owned by the Briggs family. Chrys- 
ler Corp. was not organized until 
1925. 

Briggs’ first business was paint- 
ing and trimming wooden bodies 
and making touring-car tops. His 
original customers included 
Chalmers, Paige, Abbott and 
EMF. Ten years later, the firm 
began making complete auto 
bodies. 

The Briggs switch leaves The 
Budd Co. and the Murray Corp. of 
America as the only independent 
makers of complete auto bodies. 
Murray builds bodies for Willys 
and Hudson Jets and Budd makes 
Studebaker’s bodies. 


Sales Fight 


(Continued from Page 3) 


be properly done for the safety and 
goodwill of customers. 

Safety awards went to 32 
Florida dealers for lending cars 
to the high school driver edu- 
cation program. 

The speaker at the annual con- 
vention banquet was Tom Collins, 
Kansas City humorist, whose topic 
was “The Promising World.” 

Collins, a bank publicity di- 

; rector, said, “Dealers do business 
;on the promises of both themselves 
jand the public. Kept promises are 
important.” 

The association elected vice- 
presidents for eight districts, 
corresponding to the new con- 
gressional districts. The  vice- 
presidents are: 
| W.J. Grant, St. Petersburg, First 
| District; William Catlin, Jackson- 
| ville, Second District; C. C. Harri- 
son, Marianna, Third District; 
Thomas P. Caldwell, Coral Gables, 
Fourth District; Herbert L. Butler, 
Leesburg, Fifth District; J. W. 
Snead, Fort Pierce, Sixth District; 
Horace Jones, Lakeland, Seventh 
District; and A. J. Roundtree, Lake 
City, Eighth District. 

Fred Kiker, Daytona Beach, was 
|chairman of the three-day con- 
| vention which opened with a fish- 
|fry. Mrs. Kiker headed the ladies 
committee. 





Davis Motor Expands 


C. K. Davis, owner of Davis 
Motor Co. (Dodge-Plymouth), Sher- 
man, Tex., has purchased Reece 
| Motor Co. (Chrysler-Plymouth), 117 
|W. Mulberry, and will continue to 
operate the business at the same 
address. Jack Large will be general 
|manager. Davis Motor also has 
purchased the building it now oc- 
cupies at the corner of S. Travis 
|and Jones Sts. New equipment will 
| be added at both plants. 


| 
, 
| 
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Serving the worlds constant demand 
Jor better transportation / 


See 
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HERE is ample testimony —on 
roads, on farms, in the air 






ca ; and on waterways throughout the world — 






4 to the excellence that has made Auto-Lite 
an famous for quality and performance. For 
Auto-Lite products are specified as original equip- 
ment on many leading makes of our finest cars, 
trucks, tractors, planes and boats, and are conveniently 
available through dealers and authorized Auto-Lite Service 
Stations around the corner from everywhere. 







This reputation of Auto-Lite for precision manufacturing is 
steadily growing. More and more dealers point with pride to parts 
that carry this famous name. More and more service men use Auto-Lite 
products to assure the unfailing performance needed to match their 
honest workmanship. More and more car, truck, tractor, plane and boat 
owners look for the welcoming Auto-Lite sign when they need service or 
replacement parts. It is this world-wide experience that has given such rich 
meaning to the words, “You’RE ALways RicHT With Auto-LiteE.” 


— 






tani. 


BATTERIES © BUMPERS ©* FUEL PUMPS ® HORNS @ GENERATORS 
LIGHTING UNITS * SPEEDOMETERS * SPEEDOMETER CABLE * SWITCHES 
STARTING MOTORS * INSTRUMENTS & GAUGES * IGNITION UNITS 
MOULDED PLASTICS * WINDSHIELD WIPERS * WINDOW LIFTS * SEAT 
MOVING MECHANISMS * HUB CAPS * WIRE & CABLE * SPARK PLUGS 
METAL FABRICATED ASSEMBLIES * GRAY IRON CASTINGS 
ZINC & ALUMINUM BASE DIE CASTINGS 


WORLD'S LARGEST INDEPENDENT MANUFACTURER OF AUTOMOTIVE ELECTRICAL EQUIPMENT 
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Tietbohl Motors Sold Purchase Expands 
Tictbohl Motors, recently granted ‘ ‘ 
a Chrysler-Plymouth franchise in Finance Firm 


Cobleskill, N. Y., has been s 
purchased by O'Toole & Ryan, Inc., ALLENTOWN, Pa.—F. R. Wills, 


John O'Toole was affiliated with | President of General Acceptance 
Tietbohl Motors for several years,|C°TP., last week announced the 
Thomas W. Ryan is a former acquisition of Universal Finance 
Chrysler district manager. Corp., Omaha. 

a eaeomasor Wills said that all of the common 
stock of the Nebraska company 
had been acquired from private 


Letter to Salesmen 


By John O. Munn 





| 
. Dear Son: pects and usually gets a | a great deal to any cari 
ownership by the exchange of di } 
| discount or a more gener- owner. He gets the safet 
Grip-Loc TT 3 General Acceptance common stock, A GREAT many buyers ous allowance on a ana car, and protection of a new a | 
ere i ype alg agg gute come into the market dur- On the other hand, if he is | for winter use. When he | 
r 2 ’ . 

















The move, Wills said, extends ing the year-end cleanout. 


City. 


miles of transportation, all 
In addition, General Acceptance 


the performance, the safety 
and economy that a new 
car can offer. Yet he ex- 


car now he gets the same | angle, of course, he must 
car that he will six months use every argument to bear 
from now, and the use of a why a prospect should buy 
his car now. The only way 
to be sure of not losing a 
deal is to complete it today. 
So, whether we are clean- 
ing out 1953 models or sell- 
ing 1954 cars, we must turn 
every seeming disadvan- 
tage into an advantage. 
Every model has certain 
features that, if stressed 
hard enough, will make the 
customer want to buy that 
particular car. 

You, as a salesman, must 
adapt yourself to each chang- 
ing situation and develop a 
really interesting sales pres- 
entation and use it completely 
and consistently on every pros- 
pect. 

Jan. 1 may be the time 
that most people make New 
Year’s resolutions, but 
right now is the time for 
automobile salesmen to re- 
solve not to let down on 
their income producing tal- 
ents. When you have your 
sales canvass well in hand 
to meet any situation, and 
you know you are right, 
you usually can convince 
the prospect. Slighted sales 
canvasses, indecisions, poor 
technique in selling a fair 
used-car allowance result 
in lost sales. Increased en- 
thusiasm, irrespective of 
the model year car you are 
now selling, will keep your 
commissions up. 


— ' : Cordially yours, 


OTE ee oe = 


Tete ae hut bike Ore 


Used Car Aids Division now operates 58 offices in 10 
ae eee EL Cleveland 2, O eastern states, conducting sales fi- 
nance and installment loan activi- 
ties. 





tuition % : buying a 1954 car, he gets the finally trades his 1954 car 
General Acceptance activities into ; 3 : 
three mid-central states—Nebraska, NO. 23 It ™ os vane | greatest return on cag invest- in 1956 or 1957, the month 
Kansas and Iowa. SA 2 oe a ment. The prospect's used car he bought his 1954 car will 
The five Nebraska offices of Uni- series 0¢S & buyer get will bring a higher price now not influence the value of 
versal Finance are located in as great a return than it will six months from it. So, every dav he defers 
i : , y aay 
Omaha, Lincoln, Fremont, Central|| for his investment as he now, when the spring market purchase, he is cheating 
City and Broken Bow. The four If he is buvi will be active and more used : ’ 
os can now. e€ 1s Duyling a / > , himself 
, ‘ Kansas branches are in Wichita, 1953 car he gets a brand cars will be coming into the ° 
or 1° Set of 4 Hutchinson, Emporia and Great & : market. * * * 
ve ¥ Bend. The Iowa office is in Mason|| new automobile with all the When a man buys a 1954 FROM the salesman 


new car is certainly worth 


























































‘Electronics Units 


‘Merged by Kaiser 


WILLOW RUN.—-Edgar F. 

Kaiser, president of Kaiser Motors 
Corp. and Willys Motors, Inc., last 
week announced consolidation of 
the electronics research and pro- 
duction facilities formerly operated 
as separate Kaiser and Willys di- 
| visions. 
Kaiser also announced the ap- 
|pointment of Clay P. Bedford as 
| vice-president in charge of the new 
| division, which includes Willys elec- 
tronics plants at Toledo and Ander- 
son, Ind., and Kaiser facilities at 
Nashua, N. H., and Arlington, Va. 

Bedford has been associated with 
various Kaiser enterprises since 
1925. Along with his new position, 
|he will continue to serve as presi- 


| dent and director of Chase Aircraft 
AXLE DIVISION ———— |Co, 
| John W. McGee, who had been 
MANUFACTURING COMPANY manager of Willys electronics oper- 


ations, will be general manager of 








CLEVELAND, OHIO the new expanded division. 
@) Consolidation of the Kaiser and 
3 : . : Willys electronics facilities will 
PRODUCTS: Sodium Cooled, Poppet, and Free Valves* Tappets* Hydraulic Valve Lifters* Valve Seat Inserts Jet | dieentiien tie enaiening end oo 
Engine Parts® Rotor Pumps* Motor Truck Axles * Permanent Mold Gray Iron Castings* Heater Defroster Units « Snap Rings |search activities, as well as effect- 


ing substantial economies, Kaiser 
said. 


Springtites® Spring Washers* Cold Drawn Steel* Stampings* Leaf and Coil Springs* Dynamatic Drives, Brakes, Dynamometers 
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Kaiser-Willys... 
your new 
volume opportunity! 
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New volume franchise 
covers 94% of market! 


If you are a volume dealer, and ambitious for more volume— 
The new Kaiser-Willys combination has real news for you. 


It not only presents a great new opportunity for volume operation 


...it offers new rewards for volume operation far greater than 
the industry has yet known. 


Here’s why The new Kaiser-Willys combination is geared for 
volume sales in every way—including its vast capital, engineering 
and production resources. 
Under its dynamic new $62 million expansion program it is 
already in the process of creating a brilliant new breed of cars. 
Its new line will cover 94% of the entire new-car market... 


low price...low-medium price...medium price and upper-medium... 


prestige fields. Including the famous multi-purpose Willys Jeep 


and other four-wheel-drive cars and commercial vehicles! 


But that’s not all The new Kaiser-Willys franchise is tailor-made 


for volume dealers. In addition to better than average discounts, 


there’s a bonus plan, the most generous in the industry. In fact, it 
was specifically created for encouraging volume business! 


Kaiser and Willys dealers are being welded into a strong 
Kaiser-Willys dealer body. 


In addition, we have room for a limited number of new dealers of 


the highest type. 
If you regard your present high achievements as a challenge to 
still greater success, we suggest you mail us the coupon below. 
We have the facts to prove your greatest success lies ahead. 


COPS SS EHEEEEE EEE EH ESHESEH ESE EEEEEESEESEHESEHEHEESED 


SHH S SOHHHSHHHEHSEEEESESESESESESE 


Roy K. Abernethy, Vice-president and Gen’! Sales Mgr. 


Roy Abernethy Vice-president and Gen’l Sales Mgr. 


Kaiser-Willys Sales Division 


Kaiser-Willys Sales Division, Toledo, Ohio 


Please give me the facts and figures on your new franchise 


plan for established dealers. 


Name................ 
Street.......-...---- 


City and State... 


= VOLUME 












FOB FACTORY 
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ing compounds that resist cleaning | of the piece is also checked. 
by ordinary degreasing-type clean-| Shown for the first time at this 
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Firestone's O'Neil Cited— 


Mike O'Neil (left), manager of dealer 
relations for Firestone Tire & Rubber Co., 
receives a certificate of appreciation from 
the National Assn. of Independent Tire 





Dealers. J. Earl Stowe, NAITD president, | 


Ultrasonic Tools Work 


Industrial Miracles 


Sf} con taace devices are coming up fast as highly useful 
and important tools of the metalworking industry. At 
the National Metals Congress and Exposition in Cleveland, 
at least half a dozen firms demonstrated ultrasonic equip- 
ment and devices that are expected to play an important part 
in metals processing during®—— a 
the next few years. Crankshaft Co. and Bendix Avia- 


At the moment, ultrasonics tion exhibited a high-powered ultra- 
’ - j 

are being used with increasing ef- aa oe eee a 

|fectiveness in nondestructive test- ee oe en 


|ing. High-frequency sound waves or an entire aircraft engine. 
can be employed to detect surface mS pees 

| flaws in metals, as well as to reveal 
| subsurface imperfections. 
Individual parts or subassem- 





Taking Giant Strides 


i a few months ago, ultra- 
sonic cleaning was hardly out 


ers. 

The new ultrasonic cleaners 
should be regarded as _ supple- 
menting rather than replacing de- 
greasers, according to metallur- 
gists who are familiar with the 
new cleaners. 


Several years ago General Re- 
| search developed and introduced an 
ultrasonic gage that could be used 
to detect internal flaws in heavy 
sections of metal. The apparatus | 
can be readily applied to many ir-| 
| regular shapes as well as plain sur- 
| faces. 





_| The GM device is portable, easy | 


|to use and tells both the location 
jand shape of the internal flaws it| 
| detects. Several U. S. firms are now | 
| building ultrasonic gages under the | 
|GM patents. 


* * 


* 
| Device Used on Shells 
| MAGNAFLUX CORP., Chicago, is 
a GM licensee. At the Cleve- 


land show, Magnaflux introduced 


makes the presentation. O'Neil was cited 
for his many services to the group, Stowe | 
said. 


blies or even complete units, can 


be tested quickly and inexpen- |sonic cleaning offers a fast and/|signed to check the wall thickness 
7 | sively Se eee aes ca |reliable method of removing the|of a shell within a few thousandths 
a va ;,| Clulipment. Minu aws in welds | kind of soil that is not removed by of an inch. The machine scans the 
a Gantiog trues, CaS NC | can be detected in a few seconds. | degreasing agents. For example, |entire wall of the shell, checking 


tics, buyer information and personnel data. At the Cleveland show, Ohio! ultrasonic vibration removes buff-|thickness as it goes. Concentricity 





TRUCK SALES 





All over America, truck dealers are recom- 6. Anti-friction needle bearings in pump. 
mending Marion Bodies and Hoists . . . because 7 
experience shows that Marion equipment makes 


a good truck better. 8 


. Replaceable phosphor-bronze wear 
form ideal end bearing for gears. 


plates 


. Pumps are easily adapted to right or left 
Here are 10 reasons why Marion Hoists give truck mounting without extra parts. 


dependable over-the-years service. 9. Hoists lift well ahead of center of standard 


body. 


Every Marion Hoist carries a guarantee to 
give satisfactory performance and service. 


1. Sturdily built, all-welded, steel subframes. 


2. Full equalizing type lift arm mechanism. 10. 


3. Oil pressure remains uniform throughout the 


dumping cycle. Your nearby Marion Distributor can give you 


; all the details . . . or write direct to the factory — 
4. Lift arms and cross head castings are of tough today! 


alloy steel. 


5. Pump and valve castings are of high-grade 
meehanite. 








MARION METAL PRODUCTS CO. 
Marion, Ohio, U.S.A. 





A complete line of standard and special Hydraulic Hoists and Dump Bodies for heavy-duty service 


|of the testtube stage. Today, ultra- | an ultrasonic testing device de-| 


year’s Cleveland show, this test de- 
vice is expected to find a number 
of interesting applications in the 
automobile industry. 

Ultrasonic testing can also be 
used on parts that are completel) 
immersed in water. If desired, the 
results of the test can be repro- 
duced on a television screen, 
Ultrasonics are also being used 
in the digging of oil wells. The pos- 
sibilities of using ultrasonics to 
remove metal instead of machining 

are being investigated. 

Another recent research program 
being carried out by the University 
of Michigan is investigating the us« 
of ultrasonics to improve the com- 
bustion of fuels burned in motor 


| cars, 


* * * 


Reynolds Offers Method 


To Cut Industrial Noise 

LOUISVILLE.—A method of re- 
|ducing noise in industrial areas 
[through the combined use of 
aluminum panels and glass fiber 
insulation has been introduced by 
Reynolds Metal Co. 

The combination is said to absorb 
sound at all frequencies and pro- 
vide a fire-resistant acoustical 
system of high efficiency. The glass 
fiber is noncombustible, moisture- 
repellent and provides thermal 
insulation, it is said. 

* * * 
Million-Dollar Lathe 

SIDNEY, O.—Monarch Machine 
Tool Co., has shipped more than 
$1% million worth of roll-turning 
lathes since the tool’s introduction 
four years ago, according to Stan- 
ley A. Brandenburg, sales vice- 


president. 
* * * 


New Cooling Agent 
For Industrial 


Use Is Unveiled 


DETROIT.—Dypral Safety Cool- 
ant, for use in cutting, sawing or 
grinding operations on a variety of 
metals, has been demonstrated to 
manufacturers here. 

The solution, which is orepared 
by Dynamic Industrial Products, 
Ine., Danbury, Conn., is a _ blue 
transparent material which is odor- 
less, does not smoke or foam, and 
will not become rancid under use 
or in storage, according to the com- 
pany. 

Dypral contains no oil, its maker 
said, and is soluble in water. Differ- 
ent solutions of Dypral and water 
may be mixed to suit the job at 
hand. The material itself is a rust 
inhibitor, and is helpful in keeping 
machines clean. 

Under comparative tests, the 
company said, Dypral has proved 
its ability to provide longer tool 
life, offer superior machining and 
|grinding qualities, and prevent 
|small metal chips and dirt from 
|remaining in suspension, 
| Dypral also offers several ad- 
|vantages to the worker, the com- 
| pany said. Only cool chips fly from 
|a piece of work under operation, 
|thus reducing the danger of burns 
and infection. The hazards of slip- 
pery oil pools around the machines 
are eliminated, it is said, and the 
| Solution does not stain clothing. 
| The cooling agent is claimed to 
|be effective in working with vana- 
|dium, molybdenum, nickel, chrom- 
| ium, Inconel X, boilerplate and 
other tough materials. 


Thompson 
Products 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


Country 


in Automotive Advertising 
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now SGpbing 
IS AS EASY AS accelerating 











lt is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
on the heel, shifts from “go” to “stop” controls are 
made in far less time. 


Result! MORE DRIVING COMFORT, 
LESS FATIGUE AND GREATER SAFETY 


{ener 


oman OES 
orate 





Specified by More Car Manufacturers 


Than Any Other Make 


Since the earliest days of the industry, car manufacturers have entered each 
model year with a host of new improvements that represent added value 
for the motoring public. 


While all of these advancements have contributed to greater motoring 
enjoyment, the “new car features” that have basically altered previous 
motor car standards of performance are relatively few in number. For 
example, four-wheel brakes, a Bendix development, brought new safety 
to the highways; automatic transmissions materially increased driving 
ease; and today another great new feature, Bendix* Low Pedal Power 
Brake, is recognized as a revolutionary advancement in motor car control. 


It is the only low pedal power brake that has met the test of millions of 
miles. In fact, Bendix Low Pedal Power Brake is specified by more manu- 
facturers than any other make. It is the product of Bendix —world’s largest 
producer of power brakes and leader in braking developments since the 
earliest days of the industry. 


To make your line more popular, it pays to equip with the performance 
proven Bendix Low Pedal Power Brake. ines ia dares. 







Wy 2a — BENDIX Sior'c: SOUTH BEND 
WA 4k Bendix 
Pa, 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 205 East 
42nd St., New York 17, N. Y. © Canadian Sales: 
Bendix-Eclipse of Canada, Ltd., Windsor, Ontario, Canada 
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13,000 cease-and-desist orders and| certainly there is no evidence of 
AUTOMOTIVE WASHINGTON agreements since 1914 are being a real recession.” 
Sg ee Tee ee eRe eee a ee Se ae 4 Stassen outlined the Administri- 


complied with and to take’ steps| 
to see that they are given “some| tion’s efforts to stimulate inves:- * 


* ee 4 
ffect.” 2 
Federal Officials Sketchy | 22 csscrves inet the Aamin-| Gem B25, abr08d, and ‘predicted thi 


istration has made a 30 percent | cain ‘ sible to double the present foreign 
party changeover in the Depart-| ao investment level of about $800 mili- 


o 7. 
Their Aims at Parle ment of Justice since Jan. 20, but| — ES , |lion a year. 
7 noted that Federal judges these) ; ; i 
days are 90 percent Democratic and : _|NLRB to Tighten Oath 
By William Ullman 10 percent Republican. ' = i . ‘ 
. He said the Department of Jus-| ; ; 4 : ie de Guiaiiies & fave a 
. . tice plans to bring in nonpartisan | : } ; = 
oo representatives of some of the nation’s lead- new blood by employing 40 of the) “3 ; more stringent program for = - 
ing business journals had a friendly get-together here country’s top law school graduates! \/ Ss — | eee ee ore oe 
° : | each year. : . - et non- ommunist oat requirements 
the other day with a group of top Government officials whose — a set out for union officials in the 
daily activities are of general—and often specific—concern | , , is Taft-Hartley Act. 
Color TV Problem . j 


to U. S. businessmen. Among Government officials present z ' as He also told the editors that 
& P OERFER voiced the hope that | : : he wants to have NLRB keep out 


. @> eeeeeneneevereennemnnsasi = 
were Ed Howrey, chairman administrator of the Small Busi- FCC will adopt standards for) Antoyan Signs— of purely local labor disputes and 
of the Federal Trade Com- jness Administra- color television before Christmas ‘ ; to deal mainly with those of na- 
mission; Randolph Burgess, | tion. is | and said he is willing to “go along” Albert Amoyen (right), new center tional economic importance. 
deputy to Secretary of the Treas-| Answers to | | with any reasonable approach that | dealer in East Los Angeles, Calif., is : : 
ury George Humphrey; Guy Farm-|some questions welcomed by D. M. House, zone manager.| He said the agency intends to re- 


: ° . ; i lines of jurisdiction it 
er, chairman of the National Labor|were ruled off- Mitchell said his Small Busi- |The new firm is successor to Marback | €xamine = : 
Relations Board; Harold Stassen,|the- record. Here ee see eet one 


| ness Administration is intent up- Motors. 5 we to ean s Gun , intend 
director of the Foreign Operations |are some of the | = helping to provide the small os “to regulate Bc hana auiiiten- 
Administration; Deputy Attorney | highlights: | usinessman with an economic | recast,” the existing farm program. tial impact on interstate commerce.” 
| 


Washington Correspondent 


will expedite color TV. 


General William P. Rogers; Under-| FTC Chairman climate “in which he can com- | Burgess, Treasury deputy for ; 
secretary of Agriculture True | Howrey said he is pete in a fair and equitable basis.” |qdebt management, declared the} Farmer served notice that the 
Morse; John Doerfer, commissioner | determined to see | Morse predicted the Administra-| danger of inflation is now less than|"®W, NURB has no intention of 
of the Federal Communications |how many of his me tion’s forthcoming farm program | the danger of deflation. “There is treating prior board decisions as a 
Commission, and William Mitchell, |agency’s nearly William Uliman | will adjust, but not “tear up and'a little softening,” he said, “but strait jacket binding our discre- 
cneniaios imebintes a ; y tion and unduly restricting us in the 
exercise of independent judgment 

as to congressional intent,” 
+ * * 


Highway Conference Set 

A “NATIONAL conference on 
highway financing” to be held 

in Washington early in December 

has been announced by the U. S. 

Chamber of Commerce. 

The purpose of the conference, 
it was explained, is “to review 
the present and future street and 
highway needs of the nation and 
to crystallize sentiment on the 
proper approach to highway fi- 
nancing in advance of the con- 
vening of Congress.” 

The conference will be conducted 
under the direction and coordina- 
tion of a special advisory commit- 


tee to the chamber’s board of di- 
THAT OPENS THE tee to 


+ - * 
DOOR TO Patman Sees Opportunity 

ONG a foe of the Federal Re- 

serve System as it operates 

vresently, Rep. Wright Patman, 

Texas Democrat, did not overlook 

the opportunity offered by the new 

Hoover commission to place an ex- 


tra check on what FRS is doing, 
and why. 


In a letter to Chairman Herbert 
Hoover, Patman reminded the 
former President that in the 
House he had been a strong sup- 
porter of the resolution creating 
the new Hoover commission and 
that now, since the body was 
ready to go to work, he would 
like to make some suggestions 
concerning the Federal Reserve 


KENDALL WHEEL BEARING GREASE system. 
Among other things, he asked 


KENDALL UNIVERSAL JOINT GREASE the commission to look into wheth- 


er a “useful purpose” is being 


KENDALL WATER PUMP GREASE served by “maintaining the fiction 


Kendall's quality line of special of private ownership” of FRS. 


purpose greases is a combination KENDALL CUP GREASES Patman also took occasion to 


that means extra profits for mention the practice—to which he 


KENDALL FIBRE GREASES long has been opposed—of not re- 


you. All are compounded to give quiring the Federal Reserve Board 
extra protection and render to submit annual budgets to Con- 

Pp 5 : KENDALL GRAPHITE GREASE gress and receive annual appropri- 
aT MV 1h Te et ode ations. 


satisfied customers. es 
Three Qualifications .. . 
| “Trails Through the Washing- 
Available in required ton Jungle,” written for the 
d ae d d Buffalo Law Review, Manly Fleisch- 
el toTol SMe eo LiLo ee Tole) mann, former head of NPA and 
DPA, warns that no experienced 
Washington official would deny the 
lO TT Melee Tle Lue pertinence of what the late Senator 
Jim Watson, of Indiana, once sai‘: 
“To be successful in Washington, 
one must have three qualifications 
—an encyclopedic knowledge of the 
town; a high standard of profes- 
Products of an Independent Refiner — and know the right 
; ‘ “In a pinch,” Watson added, “ail 
-..- Sold through Independent Distributors but the last may be dispensed 
with.” 
by Independent Dealers es 2 
Miles by the Nile 


HARLES M. UPHAM, former 
managing director of the Amer- 
ican Road Builder’s Assn., has gone 
|to Egypt to determine ways and 
means of constructing a modern 
road system. The project will in- 
clude a highway across difficult 
desert terrain. The work is part cof 
the Point IV program for the area. 


cans—25 pound pails- 
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oo is the telegraphic inside 
story of a mass-produced Amer- 
ican product—none more influential 
in this country’s way of life, none 
more typically American, none 
more taken for granted—the ordi- 
nary tin can. 

This method of packaging started 
in France and England more than 
150 years ago. Each year now, 
Americans open an average of 35.5 
billion cans, containing 1,500 food 
and non-food items. Motor oil alone 
accounts for an annual average of 
one billion 500 thousand cans, most 
of them quart-size. 

1809, Nicholas Appert, Parisian 
pickler and candy maker, de- 
veloped hermetically sealed jars 
to provide Napoleon’s army with 
better food-preserving techniques. 
The next year Peter Durand, an 
Englishman, invented what he 
called the “tin canister.” This was 
the primitive forerunner of the 
modern precision-tooled tin can, 
which is turned out at speeds up 
to 450 a minute. Durand’s can 
depended upon a heavy coating 
of tin and was hand made. 

In 1819, Ezra Daggett and 
Thomas Kensett started preserving 
foods in glass containers in New 
York City. It became a household 
art for the thrifty housewife for a 
long period, but today it is almost 
obsolete because it effects little sav- 
ing for the labor entailed. Daggett 
and Kensett replaced their glass 
jars 20 years later with “vessels 
of tin,” and the canning industry 
was off to a fast start with numer- 
ous companies developing on the 
eastern seaboard. Now there are 
3,500 canneries in America, operat- 
ing in 47 states. 

“On-the-farm” canning started 
about 1830 near Syracuse, N. Y., 
with corn being packed in “hole- 
and-cap” cans which had to be 
laboriously filled with small bits of | 
food or liquids. 

7 


Juice to Tennis Balls 


- THE early 1900s the American 
Can Co. replaced this type of 
can with the modern “open-top” | 
can that permitted high-speed pro- 
duction and packing. 

Then the economic influence of 
the tin can became increasingly 
apparent, with many products, 
from tomato juice to tennis balls, | 
appearing in metal containers. 

Do you know that there is less 
than one percent of tin in the 
average tin can? The rest is steel. 

The U. S. imports all of its tin. | 
Therefore, during World War II | 
the scientists were very busy try- 
ing to replace tin and other can- 


$45 Million Loan 
Obtained by Mack 





From 41 Banks 


NEW YORK.—A $45 million loan 
agreement has been announced be- 
tween Mack Trucks, Inc., and a 
group of 41 banks headed by 
Manufacturers Trust Co. of New 
York. 

The arrangement provides Mack 
with $15 million of unsecured 
money and $30 million in a revolv- 
ing fund based on installment notes 
of its customers. These have been 
sold to the banking group. 

The agreement will run for one 
year with interest at 4% percent. 
It will consolidate Mack’s borrow- 
ing position and replace previous 
unsecured bank loans and arrange- 
ments for discounting customers’ 
notes receivable. 


K-W Distributor 
Kentucky Kaiser-Willys, Inc., 
Louisville (formerly Broadway- 
Willys, Inc.) has been appointed a 
K-W distributor in the Louisville 
area. 
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making materials with materials 


| available on this continent. 


The main purpose of tin in a 
can has been to provide an inner 
lining to resist the effects of acids. 


| Enamels and plastics have been the 
|chief agents for replacing this tin 


coating, but for the present, at) 


|least, some products will require | 
|the minute quantity of tin needed | 


for soldering or sealing the side | 
seams. 

However, the saving in tin con-| 
tent has enabled the can-making | 
industry to use 19,128 tons less tin | 
in 1952 than was used in 1941, while | 
making eight billion more cans | 
with no loss in quality. 

Thus, science has almost caught 
up with the lowly tin can. 

* ? + 


219 Per Capita 


jobs outside the home—with grow- 
ing dependence on processed foods 
and improvements in quality and | 
nutritional value, have been potent 


family and per-capita use of cans | 
has increased 600 percent in the | 
last 50 years. In 1900 the average 
family used the contents of 130 
cans annually. By 1939 the house- | 
hold rate had risen to 486 cans a. 





Pan-American Race Crews Meet Dealer— 

. . A Hilton Tupman, Los Angeles Lincoln-Mercury dealer, chats with two crews for the 

1. increasing urban population 1953 Lincoln Capris which are entered in the fourth Mexican road race. From left are 
—millions of women who have | vern Houle, Bill Vukovich, Tupman, Walt Faulkner and Chuck Daigh. Faulkner and 

| Daigh finished third with Tupman’s entry last year. 





| 
year and now is up to 788 cans for|and new types of drugs and drug 
factors in the growth. The average |the average family, or 219 per | products. 


capita. | 

Steady increases have been made | 
in the use of cans for aerosol- | 
sprayed products -— pressurized 
items like shaving cream, whipped 
cream, frozen juice concentrates, 


Now the can makers have pro- 
duced a non-drip can for liquid 
detergents — ammonia, furniture 
polish, liquid wax and many other 
liquid products, The answer | 





which explains this demand 


came before daylight.” 


17 


seems to lie in the fact that 20 
percent of our homes are now 
apartments, one out of four mar- 
ried women work outside the 
home, and in the years between 
1940 and 1950 the number of 
household servants decreased by 
one-third. 


P.S. However, the victory is not 
entirely in the hands of the “tin- 
can makers.” Charlotte Montgom- 
ery, who writes “The Woman’s 
Viewpoint” for that advertising 
publication, Tide, has an idea for 
the boys who make paper con- 
tainers. She says: “I see that ‘they’ 
have found out that both homoge- 
nized and skim milk can be frozen 
and stored in the home freezer, 
(not regular ‘cow’ milk, because 
the cream acts up for some reason). 
Housewives shouldn’t try to freeze 
milk in a glass bottle because the 
expansion might break it.” 


Suggestion for the makers of 
paper milk containers, who should 
tell women how to keep frozen milk 
and the best way to defrost it. 
Nostalgically reminds her of the 
days when she used to go out on 
the porch of a winter morning to 
find a white column frozen on top 
of the bottle, but, she adds: “That 
was in the days when the milkman 





chrome 






are assured double life. 


In the 2-in-1 set, solid chrome plating on both 
the top and bottom ring resists wear over entire 
area of ring travel. Cylinders, pistons, and rings 


rotection! 


No chrome piston ring set can really give complete wear 
protection in the “‘heart of the engine”’ unless it provides a 
chrome-plated TOP ring, as well as a chrome-plated oil ring. 
For the top ring operates where heat is highest, pressure is 
greatest, and lubrication is poorest! 


That’s why Perfect Circle’s 2-in-1 chrome piston ring set 
has established new standards of ring performance...why 
it seals compression and controls oil for over twice as long as 
old style ring sets! And only 2-in-1 furnishes an alternate 







Ontario. 










HiPressure spring with each oil ring, for positive control 
even in badly worn engines! Perfect Circle Corporation, 
Hagerstown, Indiana; The Perfect Circle Co., Ltd., Toronto, 


Periect Cirel 


PISTON RINGS 


The Standard of Comparison 
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| manager; Bud Nelson of East Side 
|and Nola Ploughe of North Side. 


erchandising eg 


S. MEHOLLIN, of Long Motors 
(Dodge- Plymouth), in Cadiz, O., 
Memos to Dealers | calls those _ high - pressure ‘ads 
“Santa Claus” advertising. 

He headlined a recent ad by 
| Long Motors: “Look Who’s Play- 

° ing ‘Santa Claus.’” 
By Bob Finlay | The copy went on to debunk the 
giveaway advertising and pointed 
out that Long’s policy of playing 
M’* who might be successful | with the retail automobile business. | A whee ae ao Lg ame ts te 
salesmen never enter the field Men taking the course receive | ee 








because they are reluctant to leave, instruction covering all phases of es know, said Mehollin, that 

their present jobs without some auto selling from executives of |,+ Long’s their Dodge will have a| ick to Gi 

assurance that they will be success-| the two dealerships. Instructions _home for years to come. Quick to ve— 

ful, | include the fundamentals of car | * * * | Henry L. Hooper (right), owner of 
To remove some of the gamble, | selling, selecting ‘and qualifying | Cars with a History |Hooper Motor Co. (Dodge-Plymouth), 

North Side and East Side Chevro- | prospects, demonstrations, ap- IKE Baltimore Oldsmobile’s lead | | | Selma, Ala., presents a Dodge Coronet Six 

let in South Bend is sponsoring a | praisals and closing the sale. on a sale of used cars: |to Matt Lair, driving instructor at Parrish 

two-week training course which | Members of the instruction staff| ‘We sold most of ’em new. | High School, on the day of introduction 

prospective auto salesmen may besides Paul Kuhn are Ted Kuhn,| “We serviced most of ’em. of 1954 models. . 

take while they continue on their (assistant manager of East Side;,/ “We know their careful owners.” | 

present jobs. | Bert B. Beadle, general manager of | = ee Los Angeles Examiner, tells of the 
Paul Kuhn, vice-president of the | East Side; Russell Kreis, city sales| 4s Others See It dealer who was oe to cae ae 

dealership, said that 60 men have | manager for the Indianapolis zone) GOME dealers forget public [oa a” e was selling a 

been enrolled. Most of them have |of Chevrolet; Clarence Myers, as- opinion in trying to justify : sis tite 

no previous selling experience and sistant sales manager, North Side; | claims made in advertising. He stated in his a 

none of them have been connected William Connor, North Side Sales Slim Barnard, auto editor of the “Our salesmen are not « on com- 
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Engineered Steering 
Pit for Tractors 


| i i i 





TRICYCLE TYPE 
TRACTOR 





CENTER ARM STEER 
Adjustable Tread Tractor 





TEERING LINKAGE must be developed to meet the requirements ot 
many different tractor designs. Thompson’s “Steering Engineers” have 
worked closely with tractor builders for many years to improve steering. 
With the accent on easy steering, design advances, maneuverability 
and increased loads on the suspension and linkage; steering linkage units 
are required to provide more strength and accuracy and greater freedom 
of movement at the sockets. 

Improvements in modern tractors—requirements by many tractor man- 
ufacturers for improved steering to accommodate adjustable front wheel 
tread for planting and cultivating certain types of farm products—necessi- 
tated better and far more complicated steering units. 

Illustrated are 3 of the types of steering linkage found on current-model 
tractors. Thompson Products makes a wide variety of such parts. For con- 
sultation on these designs or other steering problems, please contact us. 


YOU CAN COUNT ON... 
Thompson A Products. Inc. 


MICHIGAN PLANT 
DETROIT +¢ FRUITPORT ¢ PORTLAND 








missions; they make only a small 
salary.” 

Maybe he chalked this up to ad- 
vertising license. Perhaps he ever 
thought it was humorous. But it 
seems to be a case of a dealei 
running down his own house. 

Most of us work for a living 
and we don’t like to see others rur 


*|down breadwinners. 


* * * 


'|\Cars & Prices 


OOK MOTORS (Ford), Kane 
Pa., got up an interesting sales 
folder. It lists new cars in stock 
including equipment, and gives the 
complete delivered price in Kane. 

On the inside are listed used-car 
values, 

This message, which was ad- 
vertised Feb. 16, 1939, was repeated 
on the folder: 

“Since 1925 ... what we have 
been trying to do... Build up a 
reputation as reliable automobile 





dealers ... 

To do this . . . Every promise 
made must be kept .. . Every car 
trade must be satisfactory to the 
purchaser .. . Every decision must 
be a fair one from our customers’ 
standpoint ... Every used car sold 


must be honestly sold.” 


Carriers Warned 
To Obey Ohio 
Turn-Signal Law 


COLUMBUS, O.—The Ohio State 
Highway Patrol last week warned 
owners of trucks, buses and track- 
less trolleys that the new Ferguson 
law requires such vehicles to be 
equipped with, and to use, di- 
rectional signals. 

The new law provides that “any 
motor vehicle in use on a highway 
shall be equipped with, and the re- 
quired signal shall be given by, 
signal lights or a mechanical signal 
device when the distance from the 
center of the top of the steering 
post to the left outside limit of the 
body, cab or load of such motor 
vehicle exceeds 24 inches, or when 
the distance from the center of 
the top of the steering post to the 
rear limit of the body or load 
thereof exceeds 14 feet, whether a 
|single vehicle or a combination of 
vehicles.” 
| Col. George Mingle, superin- 
|tendent of the patrol, said that no 
|vehicle having a measurement 
above either of those specified in 
the new law would be exempt from 
its requirements, “regardless of 
| when the vehicle was manufactured 
|or in what state it may be regis- 
|tered.” The law will be enforced 
|against trucks and buses operating 
|in interstate as well as in intrastate 
ecommerce, Mingle said. 

Another new law applicable to 
|the installation and use of signal 
lights on motor vehicles, known as 
the Sawicki law, prohibits the sale 
or registration of any motor vehicle 
manufactured or assembled after 
next Jan. 1 unless it is equipped 
with electrical or mechanical di- 
rectional signals. 


Matthews to Retire 
At Sealed Power 


MUSKEGON, Mich.— Lester G. 
| Matthews will retire as treasurer 
|and vice-president of Sealed Power 
Corp., effective Dec. 31. 

A native of Baltimore, Matthews 
| was associated with the Citizens 
| National Bank and Baltimore Trust 
|Co. before joining No-Leak-O 
|Piston Ring Co. as general man- 
|ager in 1920. The firm was taken 
over by Sealed Power in 1924. 

Matthews was made general sales 
manager of Sealed Power in 1932. 
|In 1937 he became assistant treas- 
urer and was elevated to treasurer 
in 1948. He was elected a vice- 
president in 1932 and has been a 
|director since 1941. 

For years he was a director of 
the National Standard Parts Assn. 
and served as president in 1939. He 
most recently served as chairman 
of the Automotive Service In- 
|dustries Committee, a group of 
manufacturers and wholesalers 
formed to. study distribution 
| problems. 





a c hooves Preens 


W. H. Wagner, president of Wag- 
|ner Chevrolet eg Yakima, Wash., 
| has announced remodeling plans to 
| extend floor space and expand of- 
fice facilities. 
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This unique housing—a one-piece, heat- 
treated forging—is the most widely used 
commercial axle housing. It is the re- 
sult of seasoned, resourceful Clark 
engineering — which for you can 
mean substantial, product-improv- 
ing benefits. It’s good business 

to work with Clark. 


Turn and see reverse 
side for more about 
CLARK products 
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This is what the A. O. Smith Corporation accom- 
plished: 


Saved 43,300 man-hours or $78,000 a year 
in shipping and warehousing. 


Minimized breakage and damage fo crates, 
saved $30,240 a year on repair labor. 


Eliminated 4000 double-faced pallets cost- 
ing $16,000. 


Accomplished a 30% reduction in required 
storage area—crates are exactly-positioned 
in neat rows, two, three and four high. 


Cut boxcar loading time in half—one car is 
fully-loaded in one hour flat, by one man. 


Eliminated hazardous difficult labor—all lift- 
ing is done mechanically. 





c Le a] K 3 it iS a P20d ued -mRAansmissions © AXLE HOUSINGS e TRACTOR 


UNITS ¢ FORK TRUCKS and TOWING TRACTORS e ROSS CARRIERS 
POWRWORKER HAND TRUCKS e POWER SHOVELS ¢ ELECTRIC STEEL CASTINGS 
GEARS and FORGINGS e FRONT and REAR AXLES for TRUCKS and BUSES 
CLARK EQUIPMENT COMPANY ¢ BUCHANAN, MICHIGAN 


OTHER PLANTS: BENTON HARBOR e BATTLE CREEK and JACKSON, MICHIGAN 
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js Postmaster General Arthur E. Summerfiel 


atching Truck Stamps Roll— 


Ute eel 


Buses, 





d (center), himself a truck dealer; Walter F. 


ey (left), president of the American Trucking Assns., and Dave Beck, president of 


AFL Teamsters Union, look at presses 
emorating the 50th anniversary of the t 
Tuesday (Oct. 
meeting in Los Angeles during the annual 


are being asked to 


“flood the nation” 


turning out 100 million special stamps com- 
rucking business. These men also took part 


27), in the official issuance program, which was held at a luncheon 


ATA convention. Truck Transportation Week, 


to be observed throughout the nation, will be Nov. 16-22. Trucking firms and dealers 
with the ny which is er 


..- by Jack Weed 





CE in a blue moon a newsman 
gets a big story just because he 
happens to be at the right place at 
the right time. Dame Fortune 
smiled on me today for that reason 
and now I am able to tell you of 
one of the major accomplishments 
in modern truck engineering. 
I was shooting the breeze with 
a couple of truck men on the 
registration floor of the Los An- 
geles Statler, where the annual 
American Trucking Assns. conven- 
tion is just starting, when Larry 
Flynn, one of GMC’s engineers, | 
came out of a meeting he had 
been attending. One of the sub- 
jects under discussion was per- 
haps the No. One headache of 
the industry—muffler noise—and 


he had just let the cat out of the | 


bag a month early. 


General Motors Truck has solved 
the problem of taking the noise out 
of truck mufflers; at least they 
have so eliminated the sounds that 


irritate the human ear that the | 


objective of years of experimenta- 
tion 


fler noise problem. 


They are going to call it the 


is completed and they have) 
successfully licked the truck muf-| 


silent power exhaust system, and it 
is going to be incorporated in all 
1954 GMC models from the smallest 
to the largest. It is more than a 
new reverse flow muffler. It incor- 
porates a complete change from 
engine to the end of the tail pipe 
and not only includes new exhaust 
manifolding but larger exhaust 


pipes made of heavier metal. 
*x * ok 


|Not Only Mufflers 


i¢~ engineers claim that some 
of the thin metals used in pres- 
| ent truck mufflers have a _ reso- 
|nance that in themselves create or 
|add to the normal truck engine 
exhaust noises. 


GMC engineers claim that en- 
| gine exhaust noises must be 
tuned to the engine from the 
manifold to the end of the tail 
pipe, and this makes a quiet 
muffler, much more expensive, 
but it does eliminate one of the 
| biggest gripes truckers face to- 
day and might have resulted in 
| adverse legislation across the 
country. 

In creating the silent exhaust 
| system for trucks, however, GMC 

(Continued on Page 35, Col. a) 
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Special Week Promotes Industry ... 





vr News 


Tribute to Truckers 


i SETTING a Truck Transpor- 
tation Week for Nov. 16-22, 
President Eisenhower said: “The 
thousands of men and women of 
the trucking industry have con- 
tributed vitally—both in peace and 
in war—to the nation’s civilian 
and defense needs. With Ameri- 
cans in other transportation in- 
dustries, they are performing a 
service of which we can all be 
proud.” 

A special stamp has been 
issued by the postoffice com- 
memorating trucking’s 50th an- 
niversary, About 100 million of 
these special stamps are now 
available for truck dealers and 
users to put on their mail, to 
help make the public conscious 
of truck transportation’s role in 
the economic life of the nation. 
To promote the widest possible 

observation of Truck Transpor- 
tation Week, the Independent Ad- 
visory Committee to the Trucking 
Industry, Inc., popularly known as 
ACT, has appointed 102 state co- 
chairmen representing associations 
affiliated with the American 
Trucking Assns. and the seven 
million employes in the trucking 
industry. 

These 102 co-chairmen will pro- 
mote observances of the week in 
their communities. 

+ * * 
. oo dealers, either as a part 
of NADA or as _ individuals, 
have not been included 
plans for this observance 
certainly should have been. 

Truck dealers, whether they 
have been approached by any 
member of this committee, should 
lend their support to this nation- 
al effort to gain for the truck the 
recognition it deserves. 

A complete kit of promotional 
material is being sent by ACT to 
all state co-chairmen, representa- 
tives of ATA and other partici- 
pating groups. The ACT chairman 
is connected with a state trucking 
association in nearly every 
instance. 


in the 
but 


+ ad oe 
UGGESTED activities for state 
co-chairmen include interesting 

local publications in Truck Trans- 
portation Week, arranging 
speeches to local service clubs at 
appropriate dates, arranging for 
spot announcements on local radio 
stations and presenting story ideas 
which typify or identify truck 
transportation in the community. 
Other suggestions made to state 
co-chairmen are to urge the 
governor of their state to issue 
proclamations calling attention 
to the observance of Truck 
Transportation Week and to get 


citizens to participate, Procla- 
mations by the mayors of local 
communities also are suggested. 


While truck dealers have not 
been invited to participate in pro- 
moting this event—and that 
certainly can be seen as a serious 
oversight as truck dealers not only 
are large users of radio and press 
but have considerable influence in 
their communities—there is no 
good reason why they should not 


|do their full share to promote an 
|event so closely 
| business. 


linked to their 


+ * * 


UCCESSFUL promotion of 

Truck Transportation Week 
should be helpful in molding public 
opinion in favor of the truck, lessen 
the antagonism often aroused in 
motorists who are delayed or 
annoyed by trucks on the highway, 
and be a potent force in the cam- 
paign for more adequate and safer 
highways. It should help bring 
home to the public the necessary 
role trucks play in transportation. 

In proclaiming Truck Trans- 
portation Week, ACT called for 
support of a six-point program, 
explaining that truck transpor- 
tation has helped chart the 
course of national development, 
built new communities, and knit- 
ted older ones closer together—to 
become the nation’s largest in- 
dustrial employer. 

Noting that the industry’s “vigor- 
ous growth had become a vital 
part of the continuous, efficient 
transportation system upon which 
our nation’s existence depends,” the 
committee offered its utmost ef- 
forts to help in developing the in- 





dustry’s future for the public wel- 
fare. 

“It is for that reason that we 
who represent the drivers’ unions, 
trucking operators, trucking 
equipment suppliers, have joined 
hands so that motor transport may 
do an even better job of serving the 
American people,” the Committee 
said. 

* * * 
7. ACT program is based on 
these points: 

1. To achieve a fuller public 
understanding of the trucking in- 
dustry’s final _ contribution to 
America’s welfare, and to assume 
its full share of responsibility to 
the nation whose very existence 
depends on transportation. 

2. To seek new opportunities 
for the trucking industry to serve 
the American people, and to aid 
in keeping the industry ever alert 
to the danger of military attack 
upon this nation. The committee 
believes that the construction 
and maintenance of a nationwide 
modern highway- system is an 
absolute necessity in this age of 
the H-bomb. It also believes it 
essential that assurance be given 
that an adequate supply of steel, 
rubber and other scarce materials 
be made available to the industry 
in time of emergency and war. 

3. To strive for complete cooper- 
ation between the industry and 
government agencies at all levels. 
The trucking industry, for example, 
is asking the Federal government 
to eliminate discriminatory policies 
and practices against the trucking 
industry as to operations, regu- 

(Continued on Page 27, Col. 1) 





OLYMPIA, Wash. — A new 
method of taxing heavy commercial 
vehicles which cross state lines was 
urged in a resolution adopted by 
delegates from 11 states at the 
annual conference of the Western 
States Tax Assn. here last week. 

The plan, as outlined by the 
National Assn. of Tax Adminis- 
trators, provides for taxation in 
proportion to the mileage traveled 
in each state. 

While preserving completely the 
taxing authority of each state, this 
scheme provides for an equitable 
apportionment of the taxes paid by 
heavy commercial vehicles. 





The association has called on the 





Hauling Conditions Determine Axle T ‘ype 


By Sam Sampson 
Staff Writer 

GELECTION of the proper axle to 
fit a truck to its planned work 
may not be as confusing as it was 
in the early 1920s, but even today 
truck salesmen and dealers should 
“know their axles” to give custom- 
ers the most economical and ef- 

ficient transportation unit. 

In the early days of trucking, 
there were five basic types of 
truck rear axles. Including the 
chain drive, they ran the gamut 
from bevel gear, internal gear 
and double reduction gears to 
worm drive. Each axle, in those 


early days, had a_ specialized 
function. 

The first axle was the bevel gear 
axle, similar in its basic con-| 


struction to the helical bevel drives | 


now used in cars and some very | 
light trucks. 

The chain drive was an adap-| 
tation to get more strength in the| 
carrying axle and greater gear re-| 
ductions. Makers hitched the bevel 
gear axle to the frame, fitted chain 
sprockets to its shafts, and drove 
|the wheels, which were fitted with 
gears. The ‘drive axle, with its bevel | 
power transfer center and small 
sprocket gears, was known as a 
jack shaft. 


* * + 


OUBLE reduction axles were 
designed for carrying heavy 
loads on the driving axle, and 
adaptation of the spur gear, 
commonly used in driving mill 





wheels, was used to transfer power 
and bring about gear reductions. 
Internal gear axles were a re- 








finement, if one could call them 
| that, of the chain drive to elimi- 
nate the noise of the exposed 
chains, It also eliminated the ex- 
pensive and awkward operation 
of chain replacement, which was 
often necessary due to chain 
stretch. 

Here, the spur type gear was 
used on a driving ring attached to 
the rear wheels, Rear wheels were 
attached to a dead axle, which 
supported the ioad. The jack shaft, 
or live axle, was attached to the 
dead axle, and drove the wheels 





by spur gears mounted on the axle 


New Products 


Page 36 


shaft. The arrangement was en- 
closed in a housing to keep work- 
ing parts reasonably free of dirt. 
Worm drive was a type of power 
transfer using the worm and worm- 
gear type contact. The worm gear 
was made of bronze, and had to be 
manufactured very carefully, as did 
the worm itself. In addition, both 
parts had to be mounted in heavy, 
costly bearings because of the 
tremendous pressures exerted. 
x * ” 
yrs drive axles are beginning 
to fade from the truck picture, 
because they are not extremely 
versatile, and have rather special 
applications where they are used. 
For the most part, the worm 
gear is used along the west coast, 
where it has been popular in the 
(Continued on Page 26, Col. 1) 


| 





State Mileage Tax Asked 
For Heavy Vehicles 


legislatures of the 11 western 
states to enact laws that embody 
the plan. It also has the support of 
the Council of State Governments. 

New officers of the association 
are: president, Patrick Healy jr., 
chairman of the Utah Tax Com- 
mission; vice-president, Samuel B. 
Stewart, chairman of the Oregon 
Tax Commission; secretary, Dins- 
more Taylor, Washington state tax 
commissioner. 


Top Trucks 


New-truck registrations for 
eight months, plus 37 states for 
September: 
1953 Pos. 
1—243,473 
2—175,060 
3— 72,527 
4— 63,156 
5— 62,978 
6— 18,049 
7— 13,261 

9,029 
5,103 
2,636 
2,518 
1,745 


1952 Pos. 
Chev. 184,099— 1 
Ford 126,498— 2 
Internat’l 67,272— 4 
Dodge 73,510— 3 
GMC 55,245— 5 
Stude. 20,551— 6 
Willys 13,904— 7 
White 8,073— 8 
Mack 5,271— 9 
Reo 2,336—11 
Diam. T 2,519—10 
Divco 2,083—12 
Brockway 1,160—138 
Autocar 1,084—14 
Federal 616—15 
Kenworth 525—16 
Pontiac 369—17 
FWD 361—18 
Peterbilt 170—20 
Crosley 224—19 
Total All Makes 
674,948 567,595 

For further details see page 

42, today’s issue. 


Make 
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Loan Averages $1,944 on New Car; $935 on Used... 





‘Typical’ Time Buyer 


NEW YORK.—The typical person 
who buys a car on the installment 
plan signs a note for $1,944 for 24 
months if it’s a new car and for 
$935 for 17% months if it’s used, 
according to a study by Universal 
C.LT, Credit Corp. 

These averages were reported 
following a study of contracts for 
automobiles financed by Universal 
C.LT. 

The monthly incomes of 
persons who financed new cars 
through C.LT. falls within the 
$400 to $450 range. The average 


Cost Rise Brings. 
Boost in Wis. 
Freight Rates 


MADISON, Wis.—Steadily rising 
wage costs have brought another 
boost in motor truck freight charges 
in Wisconsin, A new order of the 
Wisconsin public service commis- 
sion, based almost wholly upon a 
showing of higher and prospec- 
tively higher wage payments, au- 
thorizes Wisconsin motor carriers 
to boost their charges for intra- 
state freight shipments five percent. 

Taking into account some reduc- 
tions in the cost of truck licensing 
recently approved by legislative act, 
the revenue increases authorized 
will permit an operating ratio of 
expenses to income of about 94.8 
- percent for the intrastate trucking 
industry as a whole, the commis- 
sion estimated. 

The ratio compares with 98.02 
percent for 1951, 96.6 percent for 
last year, and an estimated 97.7 
percent for the first quarter of this 
year, based upon the experience of 
the largest carriers in the state. 

The commission included in its 
order a detailed examination of the 
wage costs trends of the trucking 
industry, and found that about 55 
percent of the carriers’ operating 
costs are represented by wages di- 
rectly and indirectly affected by 
wage contracts and their changes. 
In no group of companies surveyed, 
however, was the wage cost of 
over-the-road drivers more than 15 
percent of the total wage disburse- 
ment. Other principal items were 
pickup and delivery drivers, plat- 
form labor, garage labor, and cler- 
ical and general office operation. 

Total cost of motor freight of 10 
Class A carriers, it was shown, per 
ton billed, has increased from $13.22 
in 1951 to $15.80 for the first quarter 
of this year. Total revenue rose 
from $13.49 to $16.17 during that 
period, according to the commis- 
sion’s findings. 








Miller Develops 
New Safety Tire | 


| 

AKRON.—The Miller Safety- | 
Guard Imperial, a puncture-sealing | 
tubeless tire developed after 10 
years of research and development, 
has been announced by M. G. Hunt- 
ington, general manager of the} 
Miller Rubber Co, division of B. F. 
Goodrich Co. 

The tire resists blowouts, seals 
punctures and offers maximum pro- 
tection against skidding with an 
eight-rib Safety-Guard tread that 
assures fast, straight-line stops, ac- 
cording to Huntington. 

The new tire has a wider tread 
than conventional tires, Huntington 
said, and micro-fine carbon black 
is used in all the tread rubber for 
perfect blending. The result is a 
more wear-resistant rubber, he 
said. 

The white-sidewall tire is built 
with a patented blowout shield that 
protects against blowouts caused by 
bruises. A double liner of American- 
made rubber extends over the in- 
side of the tire, and is permanently 
bonded to the cord body. 

In the event of a bruise or cord 
break, Huntington said, the blowout 
shield allows air to escape slowly, 
permitting the driver to bring his 
car to a safe stop. 





Ray Appoints Dolman 
Will Dolman has been named 
new-car sales manager for Tom 
Ray Pontiac Co., Glendale, Calif. 


monthly payment for the new-car 
buyer is $79.16. 

The study showed that more than 
46 percent of the new-car buyers 
have been with their present em- 
ployers five years or more and 
about 23 percent, 10 years or more. 
Of the used-car buyers, more than 
37 percent have been with their 
present employers five years or 
more; almost 20 percent, 10 years 
or more, 

Average monthly income of the 
used-car buyers is between $300 
and $350 and the average monthly 
payment on a used car is $52.97. 


An analysis of buyers’ oc- 
cupations showed that most 


Standardization Seminar 


NEW YORK.—Dr. John Gaillard, 
of the American Standards Assn. 
staff will hold a five-day private 
seminar on industrial standardi- 
zation Jan. 25-29. Details concern- 
ing registration may be obtained 
from Dr. Gaillard, 400 W. 118th St., 
New York 27, N. Y. 








Evaluated 


consumer financing is done by 
salaried employes and wage 
earners, These two groups bought 
82.9 percent of the new cars Uni- 
versal C.LT. financed and 88.5 
percent of the used cars, 


L. Walter Lundell, president of 
Universal C.LT., said that last year 
57 percent of the 3.6 million Ameri- 
cans who bought new cars financed 
the purchase and 65 percent of the 
7.9 million used-car sales were fi- 
nanced, He said both percentages 
probably would be larger for 1953. 


“This study,’ Lundell said, 
“adds statistical proof to what we 
have long known: That consumer 
credit is used primarily by the 
steadily employed, well-paid 
middle-income groups. 

“If mass financing were not 
available to these consumers, the 
economies of mass production and 
mass distribution would largely dis- 





appear, as would millions of jobs |- 


dependent upon the production, | 


goods,” Lundell said. 





Winter Tire— 


Howard A. Bellows, General Tire & 
Rubber Co. vice-president, points to the 
deeper, staggered cleats in the new 
Winter Cleat tire. This ‘mountain climber” 


| was tested throughout the snow season 


last year in the Rockies. 


Co-Op Barred 7 


Ore. Denies Carrier Permit 
To Farm Group 


SALEM, Ore.—Ruling that Ore- | 
gon law does not permit coopera- 
tives to be common carriers, State 
Public Utilities Commissioner 
|Charles H. Heltzel has refused to 
| grant a motor common carrier per- 
mit to Pendleton Grain Growers, 
Inc. 

Heltzel said the application was 
denied for the additional reason 
that a common carrier must indis- 
criminately render service to the 
public, which is inconsistent with 
the requirement that a cooperative 
deals with its own members to an 
| amount greater than that with non- 
| members. 
| “Further,” Heltzel said, “members 
are entitled to share in the savings 
of a cooperative resulting from 
revenues in excess of costs. This 
would result in members receiving 
the equivalent of rebates as against 
nonmember patrons, and would be 





. ‘ The AUTOMOTIVE NEWS ALMANAC is |. s : 
distribution and use of durable |, year-iong friend. Use it often for statis-|in Violation of the motor transpor- 


‘ties, buyer information and personnel data, | tation law.” 





Get Moe Reo... 





ee aes 


REO MOTORS, INC. | 
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30-Ton Wrecker Held Largest Built in Midwest— 


Built by Ashton Power Wrecker Equipment Co. for Grady’s Wrecker Service, Wake- 
man, O., this 30-ton wrecker is believed to be the largest ever built in the midwest. 
It is equipped with two 15,000-pound Tulsa winches and has a radio telephone. It is 
said to be capable of turning over a fullyloaded trailer in 25 minutes. The chassis 
is a Ford F-900 with 195-inch wheelbase. Overall weight is 17,000 pounds. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 




















— Coming Events= 


Dealer Conventions 

Nov. 8-10—Automotive Trade Assn. of Vir- 
ginia, John Marshall Hotel, Richmond. 

Nov. 9-11—Ohio Automobile Dealers Assn. 
Hotel, Commodore Perry, Toleao. 

Nov. 13-14—Montana Automobile Dealers 
Convention, Finlen Hotel, Butte, Mont. 

Nov. 18—Automobile Trade Association of 
Maryland annual meeting, Lord Balti 
more Hotel, Baltimore, Md. 

Nov. 18-19— Oklahoma Automobile Deal- 
ers Assn., Mayo Hotel, Tulsa. 

Nov. 30- Dec. 2—Idaho Automobile Deal- 
ers Assn., Boise Hotel, Boise, Id. 

Dec. 3 — Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 4—Oregon Automobile Dealers Assn. 
Convention, Multnomah Hotel, Portland. 

Jan. 9-13 — NADA convention, Miami 
Beach, Florida. ; 

May 10-11—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 


Hotel, Kansas City, Missouri. . 
Sept. 12-14—New York State Automobile 
Dealers’ Convention, Saranac Inn, Sar- 
anac, New York, 
. ® * 


Dealer Auto Shows 


Nov. 24-30—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls. 

Jan. 15-24—Southern California Auto Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 23-30 — Baltimore Automobile Show, 
Inc., 5th Regiment Armory, Baltimore, 

Md. 


.in Lansing 


The more I’ve thought about selling trucks, the 
more I’m convinced it boils down to this simple 
fact. Truckers are interested only in one thing... 
dependable, low cost miles. That’s why /’m calling 
for a Reo franchise. | know that the engine is the 
heart of any truck, and the Reo Gold Comet is 

the best darn engine in the industry. There are 
over 100,000 on the road today and the number 
keeps growing. Why? Because they are establishing 
the reputation of giving . . . the lowest cost miles 
in trucking. AND THAT’S WHAT I WANT TO SELL. 


What's more, the Reo gives dealers plenty of 
powerful backing. I’ll cash in on hard-hitting 
advertising and promotion . . . full color, full page ads 
in Life, Saturday Evening Post, Popular Mechanics 
and a tremendous number of trade publications. 

I’ll have the benefit of the most attention- 
demanding direct mail promotion in the industry. 


Last but not least, | want to tie-up with a company 
that shows dependable financial strength. Reo’s 
financial strength is the greatest it has ever been. 

In fact, everything about Reo today sounds like a 
company that’s going places. That’s the team for me! 


Lansing 20, Michigan 





Jan. 30- Feb. 7—Greater St. Louis Auto- 
motive Assn., Inc., Exposition Hall, Kiel 
Auditorium, St. Louis. 

Jan. 31-Feb. 6—Syracuse Auto Show, 
Syracuse War Memorial Bldg., Syracuse. 

Feb. 6-13 — Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium, Milwaukee. 

Feb. 9-13 — Elmira Auto Show, New York 
State Armory, Elmira, New York. 

Feb. 6-14—San Francisco Auto Show, San 
Francisco. 

Feb. 13-2I—Indianapolis Auto Show, Man 
ufacturers Blidg., State Fair Grounds, 
Indianapolis. 

Feb. 20-27 — Pittsburgh Auto Show, Hunt 
Armory, Pittsburgh. 

Feb. 20-28—4/st Detroit Auto Dealers Asso- 
ciation Auto Show, State Fair Grounds, 
Detroit. 

Feb. 20-28—Washington, D. C. Auto Show, 
D. C. National Guard Armory, Wash- 
ington, D. C. 

March 13-20—Rochester Auto Show, State 
Armory, Rochester. 

March 13-2I—Chicago Auto Show, 
national Amphitheater. 

March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho. 

April 3-7 — Canton City Auto Show, Can- 
ton Memorial Auditorium, Canton, 
Ohio. 


Inter- 


April 17-25 — Seattle Auto Show, Seattle 
Civic Auditorium. 
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April—Denver Auto Show, Denver Munici- 
pal Building, Denver. 
* 


General 


Nov. 1-2 — Texas Independent Automobile 
Dealers Assn. Ninth Annual Convention, 
Plaza Hotel, San Antonio, Tex. 

Nov. 2-4—Society of Automotive Engineers 
(National Transportation Meeting), Con- 
rad Hilton Hotel, Chicago. 

Nov. 4-6—Society of Automotive Engineers 
(National Fuels and Lubricants Meet- 
ing), Conrad Hilton Hotel, Chicago. 

Nov. 9-12— American Petroleum Institute 
(33rd Annual Meeting), Conrad Hilton 
Hotel and Palmer House, Chicago. 

Nov. 16-18—American Finance Conference, 
20th Annual Convention, Palmer House, 
Chicago. 

Dec. 7 and 10—Motor & Equipment 
Wholesalers Assn, Convention, Conrad 
Hilton Hotel, Chicago. 

Dec. 8-9— Automotive Service Industries 
Executive Booth Conferences, Navy Pier, 
Chicago, Illinois. 


* * * 


1954 


Jan. 9-13—7th Annual NADA Shop Equip- 
ment Exposition, Portico Annex, Munici- 
pal Auditorium, Miami Beach, Florida. 

Jan. 9-13— NADA Truck Equipment Ex- 
position, Miami Beach, Florida. (Held 
in connection with NADA convention.) 

Jan. 10-13—American Road Builders Assn. 
Annual Meeting, Chalfonte - Hadden 
Hall, Atlantic City, New Jersey. 

Jan. I1-13—Truck Trailer Mfgs. Assn. An- 
nual Convention, Boca Raton Hotel, 
Boca Raton, Fla. 


Jan. 11-15 — Society of Automotive Engi- 
neers (Annual Meeting and Engineering 
Display), Sheraton-Cadillac and Statler 
Hotels, Detroit. 


Feb. 8-11—Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago. 


Feb. 20-28—Second Annual World Motor 
Sports Show, Madison Square Garden, 
New York City. 


March 2-4—Society of Automotive Engi- 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. 


March 4-7— Pacific Automotive Show, 
Seattle Civic Auditorium. 

April 5-7— American Society of Lubrica- 
tion Engineers, Netherlands-Plaza Hotel, 
Cincinnati, Ohio. 

June 6-11 — Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
ee Ritz-Carlton Hotels, Atlantic City, 


August 16-18—Society of Automotive Engi- 
neers (National West -Coast Meeting), 
Los Angeles. 

Sept. 12-16—Society of Automotive Engi- 
neers (National Tractor Meeting), 
Schroeder Hotel, Milwaukee. 

Sept. §5-17— National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Week of Oct. 18 — Society of Automotive 
Engineers, National Transportation 
Meeting), Boston, Mass. 

Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Nov. 4-5— Society of Automotive Engi- 
neers (National Fuels and Lubricants 
Meeting), Mayo Hotel, Okla. 


3 Cleveland Firms 
F ace Hearing on 


'U. C. Complaints 


| CLEVELAND. — Action against 
one new-car dealer and two used- 
|car lots here has been recom- 
|mended R. E, Foley, registrar of 
{motor vehicles, after an _ investi- 
gation of complaints on “unethical 
and possible criminal’ used-car 
sales practices. 

The firms, whose names have not 
been made public, could be cited 
for hearings before the State auto 
dealers’ and salesmen’s licensing 
board to show cause why their 
licenses should not be suspended or 
revoked. 

One dealer is charged with dis- 
posing of a customer’s car without 
her permission through a power of 
attorney which she says she neither 
saw nor signed. 

A second dealer is said to have a 
long record of demanding cash 
from his customers over and above 
the agreed purchase price, and re- 
fusing to surrender the title until 
the buyer turns the case over to 
an attorney. 

The third dealer is accused of 
“kited” prices, misleading advertis- 
ing and refusal to honor warran- 
ties. 


New Seat Cover Fabric 
Held Nearly Indestructible 

ELLENBORO, N. C.— Ellenboro 
Mills, Inc., has announced the de- 
velopment of a seat cover fabric, 
Nycar, believed to be the first 
American-made fabric using a 
special high-tensile Rayon fiber. 

C. H. Proper, Ellenboro executive, 
says the only other fabric com- 
parable to Nycar is an expensive, 
imported French material. 

Nycar, according to Proper, is 
shockproof, resists burns, tears, and 
|abrasions, is vat dyed for color 
fastness, is finished with DuPont’s 
water-repellent Zelan, is stain re- 
sistant and permits air to circulate 
without letting moisture or dirt 
penetrate. 


Tulsa, 
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The SOUTH 


This map of the South graphically portrays the reason why 


leading manufacturers base their Southern sales and advertising strategy on 


the fact that the South is predominantly rural in population and trade. 


The counties shown in red on the map are 
rural counties where more than half the 
people live on farms or in places of less than 
2,500 population. The South has 1,174 rural 
counties and only 213 urban counties. 


Viewed another way, the total population 
of all the 16 Southern states is 51.5% rural. 
The rest of the country is only 28.9% rural. 
The South has 49% of the nation’s farms and 
51% of the nation’s farm people. To sell the 


The SOUTH’s 
Cash Farm Income 


$9 BILLION 






South, advertising must reach and influence 
Southern rural families. 


Magazines preferred by urban readers do 
not adequately serve Southern rural families. 
The South is the weak area in their coverage. 
National farm magazines, edited mainly for 
Northern agriculture, also have low reader- 
ship on Southern farms. The Progressive 
Farmer fills this major gap in the coverage 
of any list of national magazines. 


The SOUTH’s 
Country Bank Deposits 







and farm-owned 
savings bonds 


Source: U. S. Department 
of Agriculture, Bureau 
of Agricultural Economics 


Source: U. S. Department 
of Agriculture, Bureau 
of Agricultural Economics 
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SOUTHERN 


The Rural SOUTH 


The Progressive Farmer is a Southern magazine, edited by 
Southerners for Southerners for 67 years. Published monthly in five 
separate editions, localized to the five distinct farming areas of the 
South, The Progressive Farmer is 4 local magazine to each of its 
1,230,000 subscriber-families, with no wasted space in any edition 
on subjects foreign to local needs. This intensely-localized editorial 
service gives your advertising added prestige and impact. It places 





Editorial and Advertising Offices: BIRMINGHAM - RALEIGH - MEMPHIS - DALLAS Advertising Offices: "NE 
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Is Rural 


aes 
GES «S50 to 100% rural counties. 











100% rural counties. 






Less than 50% rural counties. 







Source: 1950 Census of Population. 


The Rural SOUTH is Prosperous 


The rural South is a vast and prosperous 
market for all kinds of consumer goods—the 
fastest-growing big market available to adver- 
tisers today. 


Take a look at the South’s annual cash farm 
income...UP from $2% BILLION in 1940 to 
$9% BILLION in 1952...a gain of $7 BILLION. 
During the same period, the South’s country 
bank deposits and farm-owned government 
bonds rose from $1.3 BILLION to $6.9 BILLION 
...a gain of $5.6 BILLION. 


This explains why the South has consistently 
out-gained the nation...in consumer buying... 
in farm electrification ...in owner-operated farms 


Subseribes to... 


you in close neighborly touch with your prosperous Southern rural 
customers. In the rural South, The Progressive Farmer offers you 
intensive readership... powerful reader loyalty and influence... high 
average subscriber income... vigorous healthy circulation growth... 
and far greater merchandising value than any other magazine. 

The Progressive Farmer representatives at the offices listed below are 
at your service as competent counselors on the Southern rural market. 


"New YORK - CHICAGO - SAN FRANCISCO - LOS ANGELES - 


...and in farm-owned tractors, trucks and pas- 
senger cars. 


Pacing the great growth of the rural South, 
The Progressive Farmer has gained 450% in 
advertising revenue since 1940 and is today The 
Nation’s No. 1 Farm Magazine in Lines and 
Pages of Advertising! 


It will pay you to place more of your advertis- 
ing in the nation’s fastest-growing farm magazine 
—The Progressive Farmer—to sell the nation’s 
fastest-growing big market—the rural South. 
More Southern rural families read more adver- 
tising in The Progressive Farmer than in any 
other publication. 





ee ee 


Tr m& 
Progressive Farmer 
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Efficient Unit for Every Task... 


Operating Conditions 
Decide Axle Type 


(Continued from Page 21) 


past, and because truckers know 
them well, worm gear axles are 
still being ordered there, 

The worm gear axle offers the 
advantages of being lightweight, 
and having a capacity for high 
gearing. It is best suited to fast, 
over-the-road operations that must 
meet close time schedules. 

It may be replaced, however, with 
two-speed axles, which give the ad- 
ditional advantage of being more 
versatile for specialized operations, 
or with double reduction axles and 
certain high-ratio axles of the 
hypoid type. 

+ * * 


POID axles are not a distinct 

type of axle, but rather a result 

of engineering refinement on the 
original spiral gear axles. 


In contrast to the spiral bevel 





teeth mesh at the exact center- 
line of the gear, the hypoid de- 
sign drops the pinion down from 
the centerline, thus allowing a 
= area for actual tooth con- 


The hypoid pinion may be larger 
in diameter, and the teeth are 
correspondingly bigger. Also, with 
the larger pinion, it is possible to 
produce higher numerical gear 
ratios with satisfactory results. In 
addition, the hypoid pinion has a 
larger face surface because of its 
offset location, and has more tooth 
surface in contact with the gear at 
all times. 


Special lubricants are necessary 
with hypoid axles, because of the 
teeth meshing with a rolling and 
sliding action, which is not present 
in the spiral bevel arrangement. 


arrangement, in which the pinion In most hypoid axles now pro- 


andGardens *7'%, 


announces a new Service for 


duced, the hypoid pinion is mounted 
below the gear axis for single re- 
duction drives, and above the gear 
axis in double reduction drives. 

+ * +* 

WO-SPEED axles offer the 

truckers a versatile truck for 

on-the-road and off-the-road oper- 
ations. Within the axle itself, two 
sets of gear ratios are provided, 
and can be put into operation to 
meet the needs of the haul, driving 
conditions, and surfaces to be 
covered. 

If the truck is involved in sand, 
or other off-the-road operations, 
and yet must finally carry a load 
for some distance at reasonable 
speeds, a two-speed axle meets 
the need. 

In cases where trucks must make 
a haul and return to the home base 
empty, the two-speed axle is eco- 
nomical and fast. It also has found 
favor in delivery operations where 
the load diminishes in weight dur- 
ing the day, or in operations over 
varied road surfaces. 

There are two designs currently 
used in two-speed axles. First, the 
axle may contain two sets of re- 
duction gears. Secondly, a plane- 
tary gear set may be offered for 
secondary reduction purposes. 

For the most part, two-speed 
axles are available on many 114-ton 


units all the way through four-ton 
jobs, 
+ * * 

. development of tandem axles 

began soon after the end of 
World War I, when many in the 
industry decided that it would be 
possible to use pneumatic tires on 
heavier trucks. 

One of the first considerations 
of the search was simply to put 
more tires under the load to bear 
the weight. Thus, the need for 
two axles to speed the payload 
over a greater area of tires and 
road surface was conceived. 

Since that time, the advantages 


100 Dealers Hear 
K-W Sales Plans 


INDIANAPOLIS.—More than 100 
dealers were represented in the 
first sales meeting held by Dave 
Hockett Motors, 420 N. Capitol 
Ave., recently appointed Kaiser- 
Willys distributor. 

The distributorship covers 64 
counties in Indiana and Illinois. 

Factory plans for 1954 were pre- 
sented to the dealers by Dave 
Hockett, president of the distribu- 
torship, and J. F. Boyer, regional 
sales representative for Willys. 








AUTOMOTIVE PRODUCTS MANUFACTURERS 
and their advertising agencies 


Now provides periodic reports of 


monthly automotive products 


purchases by national reader panel 


by brand—by size—by amount 


—by cost 





t 


all reported accurately and completely, and it makes 


mighty interesting reading! 


First report now ready—yours for the asking! 


Your BH&G representative can give you the first report 
right now. He’ll also give you complete information on 
method of panel selection, correlations with total BH&G 
reader-families, by location, size of city or town, size 
of family, home-ownership, and other pertinent data. 


Write, telephone or wire, and your BH&G representa- 
tive will call. You'll find this precise, up-to-date, impar- 
tial information of great value—and you'll want to 
follow it regularly. There is no charge for this service. 


wr YoU can see—at regular intervals—by actual 
purchase records—how you and your competitors 
are doing in the automotive products field. 


We’ve put together a panel of 400 representative BH&G 
subscriber and newsstand-buyer families—with 150 
families as replacement reserve. Family size, location, 
and economic status parallel BH&G families as deter- 
mined by previous studies. 


No guesswork—no memory factor 


The automotive expenditure record is installed in the 
car, and panel members record as they buy—not from 
memory. BH&G makes it worth while, with valuable 
premiums, to send in reports that are complete, ac- 
curate, and on time. 


How much—for what? 
How many miles did they travel—how much did they 
spend—and for which brands—on batteries, lubrica- 
tion, gasoline, oil, oil filters, spark plugs and tires? It’s 





Serving 3%-million 
families, screened for 
the BUY on their minds. 








of tandem units have been many 
For instance, most state re 
strictions on road limits are base: 
on weight per axle; thus, nearl; 
twice as much payload can b« 
transported with the use of tanden. 
axle units as compared with singl« 
axle units. 

Then, as the needs of the grow- 
ing truck industry became more 
pronounced, the search began for 
ways and means of increasing the 
range of truck activities—for off- 
the-road uses, for specialized truck 
operations in soft ground, for long 
hauls over mountains and hills. Ali 
the while, another goal was bigge: 
payloads at lower cost per unit 
transported. 

” aa : 

FF -THE-ROAD and soft-dirt 

operations required more 
traction area, and a facility to gear 
down rear ends to move heavier 
loads at very slow speeds with 
available horsepower. The dual- 
drive tandem axle, which provides 
four driving wheels with engine 
torque distributed evenly between 
two live axles, proved to be an 
answer to this problem as well. 

In more recent years, tandem 
axles have been made for smaller 
trucks, so that less expensive 
equipment can be made to carry 
on similar operations on chassis 
of lesser cost. 

Tandem axles as standard 
equipment are currently available 
on some 2% and three-ton trucks, 
increasing the versatility of the 
unit. They are currently made in 
three types—dual-drive, trailing 
dead axle, and “pusher.” For in- 
stallation in the _ field, several 
makes in various sizes are available 
through equipment distributors. 


Dual drives themselves are made 
in two types—those where the 
power from the engine goes direct- 
ly into a gear box and from there 
by means of two short shafts into 
each axle, and a type where the 
drive goes through the first axle 
and into the second. 

* * * 

UCH axles are recommended for 

contractors who must operate 
with heavy loads on rough terrain, 
for mobile, cement mixer units, for 
logging operations and in some 
strip mining operations. 

Trailing axle units are available 
for the same weight and size 

trucks, but are designed for a 
different type of operation. Only 
one axle provides forward drive 
—the other is a dead, or “trail- 
ing,” axle. 

This unit is advisable when the 
owner desires to carry a maximum 
payload over the road at lowest 
cost, but does not necessarily need 
the extra traction and low- ratio 
power demanded by off-the-road 
operations or extensive hill climb- 
ing. 

The trailing axle setup offers 
better payload distribution, less 
“slapping” damage to the road, and 
economy. It is also useful in carry- 
ing larger payloads within state 
weight limits. 

. * * 

AILING axles are used mostly 

by freight truckers, special- 
equipment movers and others who 
operate for the most part on level 
surfaces. The axle is designed for 
fairly high-speed runs with sizable 
payloads. 

Pusher axles are units where 
the dead axle is mounted ahead 
of the drive axle. They offer 
much the same advantages as the 
trailing axles, and are used for 
many of the same purposes. 

One of the newest dual axles 
provides a “steering” forward axle 
to obtain a shorter turning radius 
for the tractor and a standard fifth- 
wheel mounting position. They 
meet Interstate Commerce Com- 
mission regulations on brakes. 

According to a recent ICC 

amendment, trucks and truck 
tractors having three or more axles 
need not have brakes on the front 
wheels except when such vehicles 
are equipped with at least two 
steerable axles, and then one axle 
need not be equipped with brakes. 
In the case of the pusher axle, 
brakes may be mounted on the 
dead axle if desired. 


Cranston Sold to Barnes 

Larry B. Barnes, formerly of 
Shoshone, Id., has purchased Crans- 
ton Chevrolet Co., Boise, Id. Barnes 
had been operating a Chevrolet 
dealership in Medford, Ore. 
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Special Week Promotes Industry .. . 
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Nation Pays Tribute to Truckers 


(Continued from Page 21) 


lations, financing and _ consoli- 
cation. 

4. To work with all public and 
private agencies dedicated to the 
cevelopment of a safe and ade- 
quate highway system. In this re- 
gard, the committee is urging state 
governments to undertake an up- 
to-date survey of roads and high- 
ways and to classify them accord- 
ing to traffic usage and importance. 

* * + 


c TO FURTHER motor transport 
Je and increase its benefits to the 
nation by stimulating and promot- 
ing research and education as well 
as new economic opportunity. 

6. To combat all threats to con- 
structive competition in the trans- 
portation field. 

“The motor freight transport 
industry today is the nation’s 
largest industrial employer,” ACT 
said. In 1952 motor transport 
alone employed over 6,000,000 
persons — or about one job for 
every 10 in the country, plus in- 
direct employment to _ millions 
more. 

“The total payroll was $21,031,- 
500,000—more than $1 billion higher 
than in 1951. 

“In 1952, trucks and trailers per- 
formed nearly 140 billion ton miles, 
nearly 7 billion more ton miles of 
intercity service than in 1951. U. S. 
truckmen invested $2.6 billion in 
new equipment and added 500,000 
new employes to meet the demand 
for increased transportation. 


“Today the trucking industry 
continues to serve the nation at 
record levels. More and more 
businesses are turning to trucks to 
provide more and more services. 
And more and more communities— 
the latest count was over 25,000— 
are entirely dependent upon motor 


transport for everything that 
comes to them. 
* * * 


“TPHE U. S. trucking fleet totals 
9.5 million trucks and trailers | 
‘more than in all the rest of the! 
world. The nation’s farmers own 
and operate about three million | 
trucks; about 1,300,000 are operated | 
bv for-hire companies; and 4,600,- | 
000 by private industries, manu- | 
facturers, processors, meat packers, 
dairies and similar enterprises. 
“Our ratio of trucks per capita | 
is one for every 16 persons, com- | 
pared to Great Britain’s one to) 
54 and Russia’s one to 120. 
“The truck transportation in- | 
dustry has provided a flexibility 
of transportation undreamed of 
in early years—and offered us | 





Down on Farm 


Electronics Follow Plow 


To Aid Engineers 

BIRMINGHAM, Mich. — 
Electronics are “following the 
plow” across the field in the latest 
technique used by farm equipment 
engineers to design better plows 
and other farm equipment at lower 
cost. | 
Engineers of the Ford Tractor 
division have developed a motorized 
stress and strain laboratory, com- 
plete with sensitive electronic re- 
cording devices and high - speed 
motion picture cameras. 

Equipped with four-speed trans- 
mission and all-wheel drive, the 
new “Travelab” can be used any- 
where farm equipment is_ used, 
whether in clay, loam, or sand. 

Testing a tractor-powered plow 
in the field, engineers attach strain 
gauges to the plow at various 
points. Cables run from the gauges 
to the oscillographs in the truck. 

As the tractor and plow move 
forward, so does the Travelab. 
Stresses caused in the plow are 
picked up by the strain gauges and 
flashed electronically to the oscillo- | 
graph, which records the whole 
story on moving rolls of graph 
paper. 

At the end of a test, graphs are | 
interpreted in the light of actual 
field conditions and engineers have 
positive facts to use in checking 
plow design. 

The Travelab can be used on any 
farm implement—plows, cultivators, 
harvesters, hay balers, etc. 





new and revolutionary concepts 
of production and distribution. 
Motor transport has _ enabled 
American workers to turn out 
more per man hour of labor, earn 
more in the process, and thus be 
able to buy more, 

“The next half century, as the 


New White Book Sketches 


Maintenance Program 


CLEVELAND. — A new manual 
describing procedures and appli- 
cations of the White Preventive 
Maintenance Program is now avail- 
able, according to H. J. Nave, di- 
rector of service for White Motor 
Co. 

The P-M service, including forms 
and procedures, is also made avail- 
able to operators with their own 
shops. The manual may be obtained 
by truck operators either at the 
nearest White truck headquarters 
or direct from the company’s 
service-sales headquarters, Cleve- 
land 1, O. 


last half, will also depend mightily 
on truck transportation. For Amer- 
ica’s truckmen know that in peace 
and war, our trucks and trailers 
are necessary tools for keeping 
America strong.” 

* * + 


‘he truck industry cannot help 
but grow and expand if the 
nation is to continue to be pros- 
perous. 

This was pinpointed in a recent 
Fortune story, “The Changing 
American Market,” where it was 
stated that “in 1929, 60 percent 
of Americans lived in big cities 
or On farms; today nearly 60 per- 
cent live in suburbs or small 
towns.” 

Truck transportation made this 
transition possible as it did the 
shift of industry to the southern 
states. And if the trend of popu- 
lation and industry shift continues 
on the same pattern the need for 
more and more trucks will grow 
in direct ratio. 









GOOD BRAKES 


STOP 
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White Motor Launches Sales Program— 


A meeting in Atlanta for the southern region inaugurated the 1953-54 sales program 
of White Motor Co. Shown is a group looking at the firm's newest Mustang engine, 
the 175-horsepower truck engine now in production. The meetings are directed by 
Robert F. Black, president; J. N. Bauman, sales vice-president, and Henry J. Nave, 
director of service. Other conferences were held in New York, Chicago, Cleveland, 
Philadelphia, Kansas City, Dallas and San Francisco. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Dont Booby Trap Your 
ler ceten'ssexe CUStomers Cars 


repair brake systems with genuine 


WAGNER LOCKHEED 
HYDRAULIC BRAKE PARTS 





Sudden, nightmarish tragedy is forever in the offing when 
you repair a customer’s brake system with an unproven brand 
of brake parts. The toll of injury, death, property loss, and 
damage suits could ruin your reputation or even undermine 


your business. 


Eliminate that threat by standardizing on Wagner Lockheed 
Hydraulic Brake Parts for your replacement needs. This com- 
plete line of repair and replacement brake cylinders, cups, 
boots, pistons, springs, hose, and washers is manufactured to 
the same specifications as parts used in complete assemblies 


Wagner Electric @rporation 


6393 Plymouth Ave., St. Louis 14, Mo., U.S. A. 





(Branches in principal cities in U. S. and Canada) 


20 VOU KNOW? 


«++ Brake Fluid is the only source of lubrication for 
the moving parts in the hydraulic brake system. It 
should absorb small amounts of water without 
stratification (separation of ingredients). Lubricat- 
ing ingredients naturally oppose water. The fluid 
should be chemically balanced so that lubricating 
requirements are not sacrificed for an unnecessary 
excess of water absorbing capacity. 


DO you KNOW —ceep blem- 


ishes (pits, scratches, etc.) require honing to 
resurface the cylinder wall while pressure marks 
and discolorations may be polished out with crocus 
cloth, but not emery cloth or sandpaper. Aluminum 
cylinders should not be honed. 


for original equipment. This assures perfect fit... quick, easy 
replacement ... maximum service life. 

You'll find that the Wagner Lockheed line of brake parts 
is the most complete on the market, and includes hard-to-find 
numbers, not easily obtainable elsewhere. Every make and 
model of vehicle is covered. No other line offers such a com- 
plete selection available from a single source. 


See your nearest Wagner jobber, or write us for details. 


TA IAL 
VELL LAL 





APA I I On 
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This newest Nash poster tells a story that is 
an old and familiar one to Nash dealers... 
for it pictures the day a brand-new Nash 
comes into the life of a man and his family. 


That first day of Nash ownership can well 
be a day when the leaf-raking is neglected 
... the roast burned in the oven .... and 
the report card absent-mindedly signed. 


For this is the day a family discovers a whole 
new way of motoring life. They find how 
utterly relaxing it is to ride and drive in Nash 
reclining front seats . .. marvel at the 
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today 


This is another poster idea which received an award in the 1953 Nash Dealer Outdoor Poster 
Contest and is appearing across the country during November on more than 5,000 boards. 


spaciousness and performance... plan trips 
by the dozen because they have twin beds YOU'LL FIND NONE SO NEW AS- 
and luggage space to spare. Last, but not 
least, they find it costs so much less to drive a 
Nash that they can make important savings 
the year ’round. 





Customers like these come back again and 

again to their dealers. They’re grateful, and 6 

they’re friends for life. And in all the country 7164- 
there isn’t a single Nash dealer who doesn’t 


prize this satisfying experience. PAMBASSADOR - STATESMAN - RAMBLER 


Nash Motors, Division Nosh-Kelvinator Corporation, Detroit, Mich. 








Plastic Used in Strick Truck Body— 


Strick Co., Philadelphia, truck-trailer manufacturer, has adopted reinforced plastic 
as a structural material for truck bodies. In this photo, the side of a plastic trailer 
is set into place on a chassis. The side is made up of panels of reinforced plastic, 
plus aluminum stiffeners. The plastic is unpigmented and lets enough light into the 
trailer for the operator to read shipping labels and thus speed up loading. The 
plastic parts are molded from fibrous glass and Vibrin, a polyester resin made by the 
Naugatuck chemical division of U. S. Rubber Co. 








Dealer 


J. Wesley Rea, formerly an auto 
dealer in Dearborn, has purchased 
Frank B. Smith Motors Co., Inc. 
(Lincoln-Mercury), Jamestown, 
NN, 
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Doings 


* * * 


Fire Destroys Building 


He will do business as Wes Rea, | Of Redd Motor in Utah 


Ine. Smith is taking over a dealer- | 
ship in Fort Pierce, Fla. 
* * * 


Ware Records a First 
Ware Buick Co., Augusta, Ga., is) 
the first automobile firm in the 
city to reach its quota in the Com-| 
munity Chest Drive. 
+ + * 


Galloway Switches Jobs 


George M. Galloway formerly) 
with Munson Motor Sales, Warsaw, | 
Ind., has been named manager of | 
County Motor Sales, Milford, Ind. 


* * * 
Bass Motor Shifts Activities 
To New Building and Lot 
Bass Motor Co. (Pontiac), Mow- | 
bridge, S. D., is opening a new} 


The $60,000 project includes a 
showroom, parts department and | 


Fire has destroyed the building 


| of Redd Motor Co., Price, Utah, 
| and severely damaged 15 new au- 


tomobiles and 30 others. 

The blaze, which razed the en- 
tire interior of the garage, 
apparently started in the attic 
where old papers and records 


were stored. 
+ + 


Charter for Bright Leaf 


Bright Leaf Motors, Inc., Green- 
ville, N. C., has been chartered with 
authorized capital stock of $100,000. 
Principals are L. W. Herring, L. F. 
Johnson and Samuel Northrop, all 
of Greenville. 


* * * 


Alpine Motor Opens Lot 


Alpine Motor Co. (Ford), Ameri- 
building and adjoining used-car lot.|can Fork, Utah, has purchased 40,- 
000 square feet of land and has 
converted it into a used-car lot and 





Easy does it-- 


QUICKLY AND ACCURATELY 
THE WEAVER WAY 








WEAVER COUNTERBALANCE 


instantly shows where and how much weight 
should be added to balance wheel 


Get full profits from wheel balancing. Eliminate 
the time-consuming ‘Cut and Try” methods. Use 
a Weaver dynamic Counterbalancer. 

The Model WJ-41 Weaver unit balances the wheel 
while it spins. Shows exactly where to put the 
balance weights, both as to location on rim and 
proper side of wheel, and shows how much weight 
to apply. No guess work is involved. Perfect bal- 
ance is obtained the FIRST TIME. The entire 





Complete Weaver line includes: Twin Post Lifts . 
. . » Wheel Alignment Equipment . . . Headlight Testers . . 
Wheel Balancing Equipment... Jacks... Wheel Dollys...and Air Compressors. 


operation takes but a few minutes, and can be 
easily performed by an mechanic in your shop. 


The speed, accuracy, and simplicity of wheel bal- 
ancing the Weaver Way assures maximum profit 
on every job. And by proper promotion you can 
easily secure a heavy volume of this needed work. 
See your Weaver jobber today or write us for 


Bulletin AN-603. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


. « Unit Lifts . 


. . Car Washers 


. Brake Testers . . . 








parking area. The lot was opene 
with a special program, including 
}an outdoor dance, door prizes anc 
refreshments. 

aa Ed * 


service department, according to| Trumbull County ( 0.) Group 
John Bass, dealer. 


Hands Reins to Pressell 

The Trumbull County (0O.) 
Automobile Dealers Assn. has 
elected the following officers for 
the coming year: 

Frank Pressell, president; Jim 
Baird, vice-president; H. William 
Liber, secretary, and Ralph Fash- 
eutour, treasurer. 

+ + * 


Woodruff Chartered 


Woodruff Motor Sales, Inc. 
Woodruff, S. C., has received a 
State charter. Authorized capital 
stock is $50,000. G. M. Rogers is 
president. 

* * + 


University of Idaho Names 


Garber to Research Council 


A. C. Garber (Ford), Caldwell, 
Id., was the only auto dealer 
among the 37 Idaho business and 
industrial leaders named to the 
University of Idaho research 
council, which advises the wuni- 
versity research program. 

s 2 . 


Georgia Firm Renamed 


Summerville - Bailes Oldsmobile, 
Inc., Albany, Ga. now is doing 
business as Bailes Oldsmobile, Inc. 

* * * 


Owen Buys Dixie Chevrolet 


Dixie Chevrolet Co., Clarksdale, 
Miss., owned by the late Shields W. 
Davis, has been purchased by U. G. 
Owen, Memphis. 


* * * 


White Oldsmobile Plans 
$400,000 Building 

Sam White Oldsmobile Co., of 
Dallas, is planning a $400,000 
building. 

The two-story structure will be 
apvroximately 100 by 250 feet and 
will have roof parking. 

. * . 


Hudson Dealer Moves 
Hudson of South Florida, Inc., 
has formally opened in its new lo- 
cation at 1309 N.W. Thirtv-Sixth 
St., Miami. Sol Arnovitz is presi- 
dent. 
+ * * 


Mahoney-Sirovatka Buick 


Purchased by Dvorak 
Mahoney - Sirovatka Buick, 5312 
Cermak Rd., Chicago, has been 
purchased by Jerry Dvorak. The 
dealership will be known as Dvorak 
Buick. 
No changes will be made in per- 
sonnel, according to Dvorak. 
| * oe * 


Quebec Bankruptcy 
| St. Martin Automobile, Ltd., a 
|dealership in St. Martin. Que.. has 
started bankruntcv proceedings. 
Claude Perras, of Montreal, has 
| been named custodian of the estate. 
* * ® 


Now Miller Buick 


Wilkinsburg Buick Sales and 

| Service, Wilkinsburg, Pa., has 

changed its name to Miller Buick. 

Inc. Firm was founded in 1916. 
* * = 


Allen Adds Packard 


Allen Motor & Implement Co., 
Twentieth and Main Streets, 
Atchison, Kans., has been ap- 
pointed a Packard dealer. Glenn 
Allen is owner of the firm, which 
also handles the Studebaker line 


of cars. 
a oe 


Massey on the Air 


Massey Buick is sponsoring a 
sports news program over WWSW, 
Pittsburgh. Johnny Heckler, of the 
company, offers a demonstration 


ride on the program. 
* * «* 


Knox Motors Sold 


Knox Motors Co., Mount Vernon, 
O., has been sold to C. J. Solomon 
of Mansfield, O. William Regula had 
operated the dealership for two 


years, 
* x * 


Fire Hits Carroll Motors 


Fire swept through Carroll Mo- 
tors, Conway, S. C., causing a total 


|loss estimated at $50,000. Two new 


cars were damaged, as were seven 


|owned by customers. Owner M. N. 
|Carroll said his loss was not cov- 





ered by insurance, except for cars 
which were burned. 








By J. B. Van Tassel 
Business Consultant 

DVERTISING expense for the 
+% six-month period ended June 
30, averaged $25.15 per new car 
delivered, accord- 
ing to an analysis 
of statements of 
dealers in the 
low-price class. 

The low amount 
per car was 
$10.89, and the 
high was $42.06. 
This big differ- 
ence would indi- 
cate the careless- 
ness that exists 
in many dealer- 
ships in the control of expenses 
and business management. 

Likewise, this large difference 
portrays very clearly the im- 
portance and value of compara- 
tive figures and analysis in de- 
tecting out-of-line conditions in 
the business. 

As I have said before, many 
times, you cannot use average 
figures for comparative purposes 
and expect to get the desired re- 
sults of a better-than-average goal 
to aim for in your business. 

Average figures (and here is a 
good example) are just a combi- 
nation of the best of the worst and 
the worst of the best. Advertising 
expense should be budgeted in line 
with seasonal requirements. 

+ + * 


Off-Season Budget 
EN it is necessary to spend 


beyond the budget for some 
off-season advertising, this ex- 





J. B. Van Tassel 


penditure should be reviewed very | 





Dealer, Customer 


Join in Ad Hailing | 


Truck’s Durability 


JAMESTOWN, N. Y.-— Park Ket 
Motor Sales Co., Inc. (Chevrolet), 
focused attention on durability of 
its truck line in a joint promotion 
with a local baking company, 
Holsum Bread. 

It ran a newspaper ad featuring 
a photo of a trailer truck it sold to 


Dealer Business Counsel 


Wide Range in Advertising Cost Indicates 
Lax Control of Expenses 





Holsum Bread two years ago. The | 


photo was captioned: “105,000 Miles 
and Never a Major Repair.” 


Said the copy: “Dependability is 


an important must when Holsum | 


delivers freshly baked bread six 
times a week to both Hornell and 


Olean, N. Y. This Chevrolet tractor | 
has been on the go six nights a| 
week, 52 weeks a year for the last | 
two years. A total of over 105,000 | 


miles and never a major repair! 
“That this handsome Chevrolet 


unit does such a great job for Hol- | 
sum and has not missed a run since | 


going into service is a tribute to 
Fleet Superintendent Floyd Thomp- 
son and his crew, Driver Harold 
Peterson and the rugged depend- 
ability of Chevrolet trucks. 


“Fleet Superintendent Thompson 


says: ‘We’re naturally very happy | 
with the way this vehicle has per- | 


formed for us. It’s checked every 
5,000 miles and has had only one 
valve job. We work on a tight 
schedule and a breakdown would 
cause a lot of trouble. This Chevro- 
let tractor has never had a major 
repair in 105,000 miles of driving’.” 


API Public Service Medal 


Given Ohio Oil’s Donnell 


CHICAGO.—Otto D. Donnell, re- 
tired president of Ohio Oil Co, 
Findlay, O., and one of the founders 
of the American Petroleum Insti- 
tute, has been named as the 1953 


recipient of API’s Gold Medal for} 


Distinguished Achievement, 

The award was inaugurated in 
1946 “to pay special tribute to 
Americans who have made out- 
standing contributions to the public 
welfare through the petroleum in- 
dustry.” 

Donnell will receive the medal at 
the institute’s 33rd annual meeting 
here Nov. 11. L. S. Wescoat, presi- 
dent of Pure Oil Co., and chairman 
of the board of directors of the 
institute, will make the presen- 
tation. 
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carefully with the management as 
to its importance before it is ap- 
proved, 

In setting up the advertising 
budget, each department should re- 
ceive its proportionate share of the 
total budget based on its previous 
experience and, of course, in line 
with the expected sales volume and 
gross profits for the ensuing year. 

The department managers 
should be requested to spend 
their appropriation in line with 
their seasonal experience, except 
when they encounter an ab- 
normal inventory or sales ex- 
perience in an off-season which 
requires additional funds to clean 
up. 

In this case, and only in such 
cases, should management con- 
sider complete revisions of the ad- 
vertising budget for emergency 
reasons. 

When discussing seasonal _ re- 














Jaguar Hits 172 MPH 


In Belgian Speed Test 

JABBEKE, Belgium. — The 
world speed record for stock pro- 
duction cars was shattered last 
week on the Ostend - Brussels 
highway near this small Belgian 
community. 

On a measured mile course, 
drivers for Jaguar Cars Ltd., Cov- 
entry, England, set a mark in a 
stock Jaguar XK-120M of 172 
miles per hour. 

The record exceeds by nearly 
30 miles per hour the speed re- 
cently claimed by another British- 
made car running on the salt | 
flats at Bonneville, Utah. 

The Jabbeke tests were ob- | 
served, controlled and officially | 
timed by the Royal Automobile | 
Club of Belgium. 
quirements for the advertising| 
budget, it is well to keep in mind} 
that this expense in the service de- 
partment would very likely, and 
justly so, be higher in the spring | 
and fall than it would in the) 
summer, and that in the new and| 





31 





used-car departments it would be 
higher at the time of new-car an- 
nouncements, show time and clean- 
up time than at any other time 
of the year. 

+ * * 


Lazy Selling 
OX THE other hand, the easy 
and profitable volume of new 
and used-car volume that has been 
enjoyed by dealers in the past six 
or seven years has now turned 
into an apparently costly and hard- 
to-get volume that will probably 
require much off-season advertis- 
ing by dealers unless their selling 
organizations go to work. 

The big advertising ex- 
penditures, as listed above, are 
the result of both careless 
management and lIazy selling, 
which is largely the result of the 
Past easy and lucrative years of 
management and selling. 

Today it looks as if both manage- 
ment and sales would rather have 
advertising do their work for them. 

(Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, in care of AutTomo- 
TIvE News.) 


FLASH-A-CALL 
Service Gontrol 


offers you 


100% to 200% Absorption 







We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 








taken. Train your entire 
shop personnel, g 

to increase your customer 
paid labor sales or youowe 
us nothing. As manufac- 
turers, we offer you direct, 
eens ee Te 
this purpose alone, havin: 
the highest known nae 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 
SERVICE CONTROL SYSTEM 




















1112 South Wabash Avenue 
Dept. AN-69, Chicago 5, Illinois 


NOW! SIX-WHEELERS 


FACTORY-ASSEMBLED BY TRUCKSTELL! 





NEW TRUCKSTELL DRIVEAWAY 
PROGRAM GIVES YOU LOWER 
PRICES, BIGGER MARGINS! 


Now you can quote your trucks as complete six- 
wheelers . . . at prices that will get you the orders... 
and earn full profits on trucks and tandems combined. 

For Truckstell now assembles your trucks into 
six-wheelers in special plants in Detroit, Chicago and 
Townsend, Mass. Driveaway from the one nearest 
you assures prompt, low-cost delivery. 

Two assembly options are available, and in each 
case your Truckstell Distributor will handle all order 





Truc 


kstell 





TRUCKSTELL MANUFACTURING COMPANY 


Union Commerce Building ° 


Cleveland 14, Ohio 


details: (1) you can instruct your factory to deliver 
a chassis to the nearest Truckstell assembly plant, 


(2) your Truckstell Distributor 


can assemble six- 


wheelers locally on trucks you may have on hand. 
Get into this EXTRA truck sales market now. 


Phone or write for your 
six-wheeler specifications, 
suggested prices, complete 
sales information, and 
the name of your nearby 
Truckstell Distributor 
today. 


Truckstell Manufacturing Company 


Name , eae 
Firm 
Make of Truck___ 

Address 
















Union Commerce Building, Cleveland 14, Ohio 


Send me my Truckstell Factory-Driveaway Sales Plan and the 
name of my nearest Truckstell Distributor. 


ee 








OK with Frank— 


On the roof of the sales office of his 


newly opened used-car lot, Z. S. Frank 
(right), president of Z. Frank Chevrolet 
Co., Chicago, shows members of his staff 
the big new Chevrolet “OK” sign. Look- 
ing on (from left) are M. M. Zemel, oper- 
ations manager; S. H. Kreda, sales man- 
ager, and A. J. Schoen, vice-president. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 
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Use 89 Midspray on either 
lacquer, enamel or bare metal. 
Gives exceptionally good hiding. 


3 


As a primer, spray in a thin wet 
coat for maximum adhesion of 


succeeding coats! 


4 


Repeat as a sealer for 


surface. Covers sand scratches 
perfectly; gives excellent holdout 
and uniform coverage of succeed- 
ing coats. No sanding necessary! 


Fast-drying R-M 89 Midspray 
has been proven time-and-again 
on the production lines of Amer- 
ica’s finest and costliest cars. 
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George W. Curtis, Milwaukee di- 
vision sales manager of Timken 
Roller Bearing Co., has_ retired 
after 33 years of service, according 
to 8S. C, Partridge, general manager 
of the industrial sales division of 
Timken. 

Partridge also announced that 
the division has been split up into 
district offices in Milwaukee, 
Minneapolis and Moline, Il. 

Robert Morgan continues as dis- 
trict manager in Moline, while 
Floyd Hartshorn will be district 
manager of the Milwaukee office. 
Donald Van Orman has been named 
district manager of Minneapolis. 

* + + 


Rochester Products Ups 
Calkins to Service Head 


Edward H. Calkins, formerly west | been awarded to Frank T. 


coast field service engineer, 


of Rochester Products, 


Auto Personnel 











pointed to Calkin’s former position. 
He had been service manager for 
a west coast auto distributor. 

* * + 


Lilicy Joins Gemmer 

Peter Lilicy, formerly a super- 
visor with the auditing firm of 
Peat, Marwick, Mitchell & Co., has 
been appointed comptroller of Gem- 
mer Mfg. Co., Detroit, according to 
Frederick M. Hammond, president. 
Lilicy succeeds William J. Riley, 
who resigned. 

* * + 


Legionnaire 


| Magennis Gets French Award 
For Aid to Roads 


The French Legion of Honor has 
Magen- 


has|/nis, vice-president of Goodyear Ex- 
been promoted to service manager | port Co., 


Akron, for outstanding 


a General| work with the International Road 


Motors division. He succeeds F.| Federation. 


Dean Lowell, 
for all products. 


now sales manager 


Magennis is chairman of the 
board of IRF, which assists nation- 


Henry F. _Feldman has been ap- ‘al road associations in promoting 





the old 


COLOR: Medium red oxide. 


REG. U.S. PAT. OFF. 


RINSHED-MASON Co. 


road building among the public and | president and will head the Hous- 


governments around the world. 


Magennis joined Goodyear in 


ton division. 
Lundell also announced that 


1917 and was appointed to his|Henry C. Watkins, former head of 


present post in 1944. 


* * aS 


Ford Appoints Glass 
Memphis Sales Chief 


Joseph B. Glass has been named 
manager of the Memphis sales 
district of the Ford division, it 
has been announced by L. W. 
Smead, general sales manager. 

He succeeds A. E, Klemmedson, 
who has resigned to become a 
Ford dealer in California. Glass 
formerly was assistant sales man- 
ager of the central region in De- 
troit. He joined Ford in 1935 in 
the Houston district sales office. 


3 Promotions Announced 


By Universal C.1.T. 


Lee R. Mosley has been named 
an assistant vice-president of Uni- 
versal C.I.T. Corp. and placed in 
charge of the Abilene (Tex.) di- 
vision office, according to L. Walter 
Lundell, president. 

Mosley, former operations man- 
ager in Houston, succeeds John A. 
Jordan jr.. who was elected a vice- 











the Houston division office, had 
been promoted to the home office 


|executive sales staff. 
| * * * 


| Mooney and Ganderton Join 


Perfect Circle in Sales 


Robert Mooney and Leonard Gan- 
derton have been added to the sales 
force of the manufacturers sales 
division of Perfect Circle Corp. 
Mooney is at the Detroit office and 
Ganderton was assigned to _ the 
Chicago area office. 
| Mooney formerly was with the 
| Oldsmobile engineering department. 
|Ganderton was employed as an 
|engineer at Novi Equipment Co. 
| * * * 


Dominion Brake Shoe Units 


Name Humphrey to Top Post 


H. L. Humphrey has been ap- 
pointed sales vice-president for 
the American Brakeblok and Kel- 
logg divisions of Dominion Brake 
Shoe Co., Ltd., a subsidiary of 
American Brake Shoe Co, 

Humphrey joined the company 
in 1940 as sales representative 
for the Kellogg division of the 
Canadian subsidiary, and in 1944 
was appointed sales manager for 
the American Brakeblok division 
of Dominion Brake Shoe. 

* * a 


Moffett on Extension Faculty 


| At Rutgers University 


| H. O. Moffett, assistant director 
of engineering and production for 
| Wilkening Mfg. Co., Philadelphia, 
|maker of Pedrick piston rings, 
{served on the faculty of the ex- 
|tension division of Rutgers Uni- 
| versity in connection with a special 
|course in preventive maintenance 
|for supervisors of truck, bus and 
| taxi fleets. 

Moffett conducted the session de- 
|voted to pistons, rings and cylin- 
| ders. 
| KR. P. Magarigal, sales manager 
| of the industrial division of Wilken- 
|ing, will discuss executive reading 
efficiency at the management con- 
ference to be conducted by the 
Society for Advancement of 
—— in New York Oct. 28- 





| Motor Holding Ups Harvey 


'To Branch Operations Chief 


Appointment of William Harvey 
III as manager of branch oper- 
|ations for the Motors Holding di- 
vision of General 
Motors has been 
announced by 
Herbert M. Gould, 
general manager. 
He succeeds 
Robert M. Camp- 
bell, who resigned 
to become a GM 
auto dealer in 
Texas. 

Harvey joined 
Motors Holding 
in 1948 as a 
special representative. He was 
branch manager at Pittsburgh and 
Washington before being trans- 
ferred to the executive office in 
Detroit in 1951 as an analyst in the 
operating department. 

He became assistant to the oper- 
ating manager in 1952 and was 
promoted to investment manager 
last June. 


| Wm. Harvey III 


* * * 
|Rice Becomes Manager 


| Of N. C. Fruehauf Branch 


Appointment of Paul W. Rice as 
manager of the Fruehauf Trailer 
Co. branch factory in Greensboro, 
N. C., has been announced by R. B. 
Hollingsworth, manager of the 
southeastern division. 

Rice began his career in 1947 
with Fruehauf as a salesman in the 
Roanoke branch. In 1951 he was 
named sales manager of the Rich- 


mond branch. 
* * * 


| Electric Storage Battery Ups 
| Whitehurst to Products Chief 


Supplementing his duties as vice- 
president and director of Electric 
Storage Battery Co., Philadelphia, 
Roland Whitehurst has been ap- 
pointed general manager of the in- 
dustrial products division, accord- 
ing to S. Wyman Rolph, president. 

Whitehurst has been with the 
firm since 1908. Since 1948 he has 
been Exide’s sales vice-president. In 
| 1951 he was elected to the board of 
| directors. 
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the newspaper, has resigned to de- 
Affecting Factories and Dealers... vote full time to his new Crush 
Proof Tubing Co. 
5 ° e Linge has been a member of the 
uto vertising Plain Dealer staff for 12 years. 
+ * * 
un ’ Names 
By Marty Whitmyer | Administration as well as the Na-| ae 
Staff Writer tional Production Authority. He salnceatie ay (mtg 
An array of sideshow curiosities | rector of Siam en icle for the last 11 years, has been| 
- ooo ~~ make a in | Ss @ , appointed advertising sales man- 
re advertising world, ° ager of the Woman’s Home Com- 
Among them will be the “Fiat- | D ealers Appoint Doner panion. At the same time R, B. 
Footed Fuddy,” the storekeeper; The Chevrolet Dealers Assn. of| Alexander, formerly advertising 
who likes things slow and difficult; |Chicago has announced the ap-| sales manager of the Companion, 
the “One-Wing Boasty Bird,” a|Ppointment of W. B. Doner & Co.,| became director of sales coordina- 
national advertiser who would|Chicago, as its new advertising| tion for the publication and Earle 
rather use advertising methods that | 4gency. G. Truax, formerly Eastern adver- 
might succeed instead of those that fe tising manager, became director of 
can’t miss, and the “Walky Gawky,”|29 Consecutive Years special sales activities. 
the hot-footed customer who re- With the November issue, Me- ; aN 
fuses to shop the advertisements, |chanix Illustrated magazine cele- x ta ae Sined the 
‘ preferring to trudge from store to| brates its 25th year of continuous canaauna  dapestanam of Collins & 
store looking for what he wants/ publication. This issue, according| ,ij;man Cor N. York 
oe Ae p., New York, as as-| 
to buy. to Garrett Livingston, advertising sistant to Bruce Alexander, adver-| N. Y. Nash Dealers Sponsor TV Show— 
i Creator of the ads, which mark | manager, closed with the largest tising and sales promotion man-| Nash dealers of metropolitan New York recently began sponsoring the television 
| the start of the third year of its advertising revenue in the maga- | ager. | series, “Broadway TV Theater,” on WOR-TV. Shown at the signing of the 52-week 
special newspaper advertising |zine’s history. | Dayton Rubber Co. has appointed | contract are (seated, from left) George Wolf, director of radio and television for 
| campaign, is the bureau of ad- : * * ® - | John J. Walesh as advertising man-| Geyer Advertising; Ed Christie, New York zone manager for Nash, and James M. 
ia oe — News- Linge Named Auto Editor lager and Robert T. Hollister as | Gaines, vice-president of WOR. Standing: Warren Wade, producer, and William 
oe ee ee | Harry G. Linge has been named| manager of the public relations| Gorman, WOR-TV salesman. 
oe ae aoa a tee automotive editor of the Cleveland staff. They will be under the di-| Wondering how new-car ona truck production ena wales ase making out? AUTOMO- 
throug out the nation et ake! Plain Dealer, succeeding Vance rection of Ray Wetzel, director of | TIVE NEWS gives you the entire stcry, plus many other pertinent facts concerning the 
part in the campaign, designed tO Kramer, who, after 19 years with! advertising and public relations. automotive industry, every week throughout the year. 
demonstrate how “not to sell and | _ i aati saa eacsbaieliiadadaicia aac i ai G iinicctinminedieice hee cee Eee : a 7 sian 
advertise,” according to Edwin C. 
Friendly, chairman. 
' + * * 
Alemite Ad Campaign 
F. A. Hiter, head of the Alemite 
division of Stewart-Warner Corp., 
| +Chicago, has announced the initi- 
| ation of a newspaper and radio 
| campaign to advertise Alemite CD- 
2 Concentrate. 
Said to be the largest and most 
intensive consumer advertising 
campaign ever put behind a 
product in the oil additive field, the 
campaign will include large-space 
advertising in 51 metropolitan 
papers as well as sponsorship of a 
news broadcast by John Cameron 
Swayze. The broadcast will be 
heard Tuesday, Thursday and Fri- 
day evenings over the National 
| Broadcasting Co. network. 
* * * 
Scolaro, Hutton Open Firm 
Ray Scolaro, who resigned as 
sales representative for Look 
magazine, and Don Hutton, who 
had been associated with Schip- 
per-Webb Associates, advertising 
and public relations counsel, are 
the principals in the newly 
formed Advertising Sales As- 
sociates. 
The new organization will be 
| engaged in the representation of 
national periodicals in Michigan, 
Ohio and adjacent territories. 
| Announcement of publications 
represented by the new firm will 
be made later. 
* * * 
” 7 . « 
oak Hemispherical combustion chamber engine 
Treglown Co., Inc., Famwood, D 
N. J., has signed a contract with 
the Yankee Network in New Eng- 
land for the promotion of LOY . . . 
Metal Mender, Piston Seal and 
is proved superior by one full compression ratio 
The initial campaign will be car- 
ried over 24 radio stations in the 
network and WNAC-TV, Boston. 
The company also plans promo- 
ag a — arene following the Going beyond the theory of higher compression 180 horsepower. It was tested at 7.5 to 1, 10 to 1, 
New England effort. 7 : oa ; : ° 
ren. to get more power, Chrysler Corporation engi- and 12.5 to 1 compression ratios. The engine re- 
Car Care Ad Planned neers have opened a new field of automobile en- sponded better to compression ratio increases than 
| U. S. Steel Co. will publish a full- gine design with their introduction of the any known engine design. What is more, without 
: page public service advertisement 


featuring a 25-point checklist of 
“Car-Saving Tips for Winter” in 
the Nov. 13 issue of Collier’s maga- 
zine, 


The four-color ad will spearhead 
a national drive of the Can Manu- 
facturers Institute in promoting 
winter car care through the use of 
canned products. Reprints of the 
ad will be distributed by more than 
200 oil and auto accessory com- 
panies. 

x 7” oe 


Moss Opens 2 PR Firms 


Edward K. Moss, former public 
relations director of the American 
Management Assn. and until re- 
cently assistant administrator of 
the National Production Authority, 
has announced the opening of of- 
fices in New York and Washington. 


Moss returned to private business 


after nearly three years of Govern-| 


ment service as assistant adminis- 
trator of the Defense Production 





hemispherical combustion chamber. 


The hemispherical chamber at borderline knock 


is far ahead of other types—at least one full com- 
pression ratio better than the second best. The 


over-all performance of this chamber on regular 


grade gasolines has excited thousands of owners 


of Dodge, DeSoto, and Chrysler cars—and won 


the attention of automobile engineers everywhere. 


To determine the effect of increased compres- 


sion ratio, Chrysler Corporation engineers set up 
a stock Chrysler V8 FirePower engine rated at 


| 


touching compression ratio—with changes in mani- 
folds and carburetor alone—this engine was found 
to be capable of much greater power yield. 


Chrysler Corporation dome-type engines have 
been developed as high as 430 horsepower using 
standard engine bore and stroke. 


With the new engines, Chrysler engineering has 
reached another new goal: engines of extraor- 
dinary efficiency and durability, yielding the high- 
est horsepower per cubic inch with maximum fuel 
economy for buyers of Chrysler Corporation cars. 


Chrysler Corporation 


PLYMOUTH - 


DODGE - 


DE SOTO + CHRYSLER & IMPERIAL 











Growth of Training Called Good Sign... 
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Grooming Management’s Team 


NEW YORK.—WNo other single 
subject has enjoyed such sustained 
and growing interest in business 
and industrial management circles 
as that which is being given to 
management development, Law- 
rence A. Appley, president of the 
American Management Assn., de- 
clared in the organization’s 13th 
annual report. 

Management development, ac- 
cording to Appley, involves an 
accurate appraisal of the compe- 
tency and future potential of the 
present management team; pro- 
vision of opportunity and as- 
sistance to improve that compe- 
tency, and continuous attention 
to the qualifications and prepa- 
ration of future replacements. 

In the competitive period which 
American business and industry are 
now entering, Appley said, “the 
survival of individual companies 
will depend upon the degree to 
which their management teams in- 
crease their competency.” 

“Indeed,” he said, “this country’s 





a ee 
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THE BARKMAN CHEVROLET SALES CO. are enthusiastic about their National 


most valuable resource for con- 
|tinued growth and progress lies in 
the increasing competency of its 
business leaders, coupled with the 
potential individual productivity of 
its workers.” 

The growing demand for facili- 
ties and activities for the de- 
velopment and education of 


Trailmobile Begins Work 
On New Omaha Building 


OMAHA.—Ground has been 
broken for the new $350,000 division 
headquarters of Trailmobile, Inc., 
here. Top executives of the com- 
pany, including President William 
A. Burns jr., as well as local and 
State public officials, participated in 
the informal ceremony. 

Construction of the new head- 
quarters of the company’s west 
central division, which will triple 
Trailmobile’s facilities in Omaha, is 
scheduled to be completed Apr. 15, 
| Burns said. 








System which saves them $2,750 yearly. 


management personnel put the 
association through one of the 
most strenuous years in its 30- 
year history, Appley said. 

Almost 45,000 persons attended 
AMA conferences, seminars, brief- 
jing sessions, courses and exhibits 
|during the last fiscal year, and 
|more than 1,500 business leaders 
|served as speakers, discussion 
leaders or meeting chairman. The 
|} association sponsored 251 such 
events lasting a total of 800 days. 


Conferences and exhibits drew a 
total attendance of more than 40,- 
000 during the year. There were 13 
conferences, including regular 
national meetings in the fields of 
finance, general management, in- 
surance, manufacturing, marketing, 
office management, packaging and 
personnel and a special methods 
review conference on reports to 
top management. Exhibits ac- 
companied most of the conferences. 


In its first full year of oper- 
| ation the AMA Management 








Course, a five-week, five-day-a- 
week course in the basic princi- 
ples, skills and tools of manage- 
ment held at the Hotel Astor in 
New York, registered approxi- 
mately 500 individual executives. 
At the end of the year the course 
roster listed representatives from 
more than 300 companies. Gradu- 
ates totaled 341, 

The association also held more 
than 200 workshop and orientation 
seminars with a total registration 





of approximately 3,500 persons 
Appley attributes the increased 
participation in AMA development- 
al activities to a new era of 
| management awakening. 
| Appley points to a two-fold task 
| for management today: To achiev 
| better results from the manpower 
| materials, machinery and physica) 
| facilities it now has and to im- 
| prove present products and services, 
| enlarge markets for them and de- 
| velop new ones. 


New Air Brake System 
Designed for Light Trucks 


ELYRIA, O.—Development of a 


new air brake system for light- | 


weight vehicles has been announced 
by Bendix-Westinghouse Automo- 
tive Air Brake Co. 

The system features a compact, 
lightweight air compressor said to 
be completely new in design and 
the forerunner of a new line of air 
compressors being developed by the 
company. 

Called the Tu-Flo 300, the com- 





THE BUSINESS-LIKE way transactions are now handled has built customer con- 
fidence for this progressive automotive concern. 


“Our Jalional System 
saves us °2,750 yearly... 


repays its cost every 16 months!” 


sis 





MR. PHILIP HASKELL, 
General Manager, Barkman 
Chevrolet Sales Co., 
Danville, Ill. 


“Our National Sales and Analy- 


Register has speeded up our 


accounting work by eliminating 
manual, time-consuming detail 
work, writes Mr. Philip Haskell, 
General Manager, Barkman 
Chevrolet SalesCo.,Danville,II1. 

“Separate totals for sales 
distribution have enabled us to 
eliminate our hand-posted 
Sales Summary; transaction 
totals give us daily control 
over our cash sales, payments 


on account, charge sales, notes receivable, contracts, etc. 
“With the recording of all charge sales on the regis- 
ter, we no longer worry about money losses due to 


forgotten charges. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


“We estimate our National System saves us $2,750 
yearly. This is enough to repay its original cost every 


16 months.” 


You, as an automobile dealer, can also profit from 
the many time-and-money-saving benefits of a National 
System. Whether your business is large or small, there 
is a National System to bring you protection that 
saves money and information that makes money. Call 
your nearby National representative today for full 


details! 





pressor is a  two-cylinder re- 
| ciprocating piston type unit. The 
use of two cylinders, it is stated, 
provides for better balance and 
maximum performance at higher 
operating speeds, for which the 
compressor is designed. The Tu- 
Flo 300 is available as either self- 
lubricated (weight 14 pounds) or 
engine -lubricated (weight 12 
pounds), 

The compressor features auto- 
|matic spring loaded inlet valves of 
|the flat disc type in the cylinder 
block. This location, the maker 
says, permits more efficient cooling 
of the compressor cylinder head 
and also results in increased com- 
pressor volumetric efficiency. 

The unloading mechanism, con- 

sisting of two spring loaded pistons, 
is also located in the cylinder block. 
When air pressure reaches the de- 
sired maximum, the’ unloading 
|pistons move up to hold the inlet 
valves open and further com- 
pression of air is stopped. Air 
pressure acting on the unloading 
pistons is controlled by a standard 
| governor. 
The compressor is air cooled, 
|quiet in operation, and may be 
|driven in either direction. Field 
| tests indicate that an unloaded con- 
dition exists between 50 and 90 
percent of the operating time. 

The type E brake valve in- 
cludes a treadle-type pedal which 
past experience has proven to be 
preferred by drivers. The body is 
die cast aluminum; treadle is a 
steel stamping with corrugated, 
non-skid tread. 

A low-brake treadle angle 
permits the driver to apply or re- 
lease the brakes with minimum 

foot movement and time lag. 

A new line of air-hydraulic 
actuators allows selection of proper 
sizes and mountings to suit all 
hydraulic master cylinders. The 
actuators are coupled to the master 
cylinder. 

Maximum hydraulic line 
|pressures are predetermined and 
controlled within safe limits. They 
provide full braking efficiency over 
the entire working stroke range 
and modern clamp ring design re- 
|duces overall size. They are dirt 
|proof, require no lubrication and 
| practically no maintenance. 

7 * +. 








Air Brakes for Pickups— 


An air brake system announced by 
Bendix - Westinghouse Automotive Air 
Brake Co., Elyria, O., features a compact, 
lightweight air compressor with a two- 
cylinder reciprocating piston. The type E 
brake valve has a treadle-type pedal, and 
the actuators are coupled to the master 
cylinder. The system is expected to interest 
operators of small trucks and school buses. 
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found that all of the objectionable 
noise is not due to exhaust alone. 
When the exhaust is silenced, tire 
and fan noises then are very no- 
ticeable and will require the same 
study and research to eliminate. 

+ * * 


To the Rescue 


A= gin mill owner in 
Needles, Nev., today is very 
grateful for a wreck of an east- 
bound freight that blocked the rails 
so that four of the crack trains 
from the East to Los Angeles were 
held up in the desert near Needles 
for from eight to 10 hours. The 
holdup came in the early hours of 
the morning and the supply of 
liquid refreshment on at least two 
of the trains had been decimated 
the night before. 

To take care of the needy truck- 
men on their way to the conven- 
tion, several factory men hopped 
off the trains and invaded the gin 
mill in question just as the pro- 
prietor opened up for business in 
the morning. ’Tis said he did more 
business in the first half hour than 
he normally did in a week. 

General Motors Truck is send- 
ing out about 20,000 first-day is- 
sue of trucking’s commemorative 
stamp, 11,000 to employes, 3,300 
to dealers and to their complete 
press list, including all the small 

town newspapers. 

This ATA convention is about the 
biggest yet. It is anticipated that 
over 2,500 truckers with their ladies 
will be in attendance and, for the 
first time at these conventions, the 
ladies are not allowed to attend the 
luncheons with their husbands, but 
each sponsor is having to set up 
a ladies lunch at the Biltmore, 
while the men, lunch at the Statler. 

ATA General Manager Ray Ath- 
erton’s problems are getting to be 
of the same dimension as those of 
Ray Chamberlain with the NADA 


because of the size of the associa- 


tion and the big attendance. 
* * * 


Truck Sales Rise 


[aes the gloomy reports 
that continue to sift in from 
truck dealers here and there across 
the nation, recent scattered market 
reports indicate that truck sales 
for September are well over sales 
for August and, in some points, the 
reports claim that September was 


Truckers Urged 
To Make Use of 
‘Single Voice’ 


BUFFALO.—America’s huge} 


trucking industry has been ham- 
strung for years because it has 
lacked proper organization, accord- 
ing to Lawrence Carroll, president 


of the Affiliated Trucking Assn. of | 


New York State. 

Carroll spoke before 200 trucking 
executives of the Buffalo area at 
the first annual meeting of the 
Trucking Federation of the Niagara 


Frontier, Inc., which is affiliated | 


with ATANYS. 

Carroll called trucking the sec- 
ond largest industry in the country, 
second only to farming. He noted 


there are 350,000 operators in New| 


York State alone. 

“But,” he added, “there are so 
many small trucking concerns, they 
have never been able to assume 
their rightful position.” The na- 
tional average for truckers is 2% 
vehicles per operator, he explained. 


“The industry previously never 
had a single voice,” Carroll de- 
clared. “If it spoke at all, it was 
in many different directions. Legis- 
lators were plagued by individuals 
and individual groups, each asking 
something different. 

“Now,” he said, “motor carriers 
can ‘act and behave in unison’ un- 
der the banner of ATANYS, which 
held its first mass meeting last 
May 20. 

“In coming of age, trucking has 


taken on responsibilities,” Carroll | 


continued. 


“As good citizens, it is our duty 
to sit down with our legislators and 
help them with their problems, to 
contribute moral and financial sup- 
Port to building the finest trans- 
Portation system in the world.” 
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By Jack Weed 


the largest truck sales month for 
several years. 

Wayne County (Mich.) sales, for 
instance, are up 8.5 percent over 
last month and nearly 36 percent 
over September a year ago. New 
Orleans shows a gain of approxi- 
mately 19 percent for September 
over August. Louisville indicates a 
32 percent gain over last month, 
with September truck sales being 
the highest in three years. 

Little Manhattan, Kans., in the 
heart of the farming and ranch- 
ing area where nothing but bet- 
ter crops could influence sales, a 
83 percent gain is reported for 
September over August. San An- 
tonio reports that truck sales 
gained some 33 percent in Sep- 
tember over August, while car 
sales fell off. Dealers in Rhode 
Island peddled 14 percent more 
trucks for the period, while Ta- 
coma, Wash., came up with a 25 
percent increase in September 
over August. 


cover the country from the “rock 
bound shores of New England” to 
the West coast and from the Gulf 
to the Great Lakes, they may be 
taken as indicative of the country 
as a whole. 


* + * 
Get Down to Work 
© ME these reports indicate 


that dealers have finally become 
sour on giving their profits away 
and have found a way to get their 
salesmen out making calls. I have 
yet to have a dealer, sales man- 
ager, zone or district truck traveler 
tell me about getting truck sales- 
men to put in a reasonable length 
of time making calls on truck own- 
ers or business houses, without the 
narrator ending up with a story of 
how the salesman dug up good 
profitable sales. 


The truck selling business to- 
day takes some work, just as suc- 
cessful selling of cars at reason- 
ably profitable terms takes work. 
In fact, I don’t know a business 
that doesn’t take work, if the 
man engaged in it is going to be 
successful. 

At the same time, however, I rec- 

ognize that it takes a whole lot of 
wrenching and pushing to get men 


Inasmuch as these spot reports! who have made fair or good money 


for a few years to change the bad 
habits they have acquired during 
the soft years and get them out 
of the showroom and wear out 
some shoe leather. 

* + + 


Slip on Pennsy 


G. CROCKETT of Mack Trucks 

e justifiably takes me to task 
for stating in my last Truckin’ col- 
umn that Kentucky has the dubi- 
ous distinction of being the only 
railroad - dominated “bottleneck” 
state in the union and calls my at- 
tention to the “Pennsy” state of 
Pennsylvania. 

I humbly beg Crockett’s pardon 
and the pardon of all those good 
truck dealers who are forced to 
do business in a state where of- 
ficials seemingly will go to almost 
any lengths to place unsurmount- 
able hurdles in the path of eco- 
nomic truck transportation, 

I even remember writing a blast 
against some shenanigans that 
were pulled this spring in getting 
some adverse truck legislation 
through, and where the publicity 
agents for the eastern railroads 
were caught by the Pennsylvania 
Truck Assn, going outside the law 
to trump up favoritism for the rail- 
proposed legislation. 








The Ashton Model 10-D demountable wrecker is 
designed for mounting on any %-1 ton pickup 
having a 4-speed transmission and helper 
springs. It is ideal for emergency calls ranging 
from tire changes to passenger car tow jobs... 
it does many lifting jobs in the yard or in the shop 
. . or with the boom, supports and tow plate re- 
moved there is plenty of clear space in the 
box for ordinary pickup work. The 10- 
D has ample winching power, safety 
controls, safety boom lockpins, 
safety chains plus the Ashton 
spacer and lift bar assembly. 


MODEL 10-D 


MODEL 34-10 EXB 


Maximum strength and effi- 
ciency are featured 
wrecker. 
features include: Forward mounted, 
solid steel “A” frame, telescopic ex- 
tension boom which can be raised or 
lowered from 0° to 80°. Boom extends from a 
normal 812’ (towing position) to 14’. New four- 
line cable suspension gives essential support at 
center and end of boom. Boom capacity 10 
tons, power winch 15 tons, hand winch 5 tons. 
Self centering boom head. Standard and extra 
heavy duty spacer and lift bar are standard 


powerful 


equipment. 


in this 
Mechanical 



































take-off and 


This Ashton wrecker mounts on 
chassis and is equipped for heavy lifting and 
recovery work. The 3¥%2 ton capacity crane 
and 72 ton winch safely handles the load. 
The features include: Extra strong, forward- 
mounted, all steel ‘A’ frame which gives 
maximum weight distribution and more 
usable body space. Four-line cable sus- 
pension. Hand winch, improved power 








Ala. Distributor— 


Roy Bridges & Co., Willys dealership in 
Birmingham, Ala., has been named state 
distributor for Kaiser-Willys. The expan- 
sion was announced by (from left), L. P. 
Randall, special representative for the 
factory; Dealer Roy P. Bridges, and S. E. 
Brasseale, regional manager at Atlanta. 








More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





1%-2 ton 


drive linkage plus 


safety chains, remote controls, 
and the Ashton spacer and lift 
bar equipment. 


MODEL 19-51 BW 


MODEL 19-51 EXB 


America’s most versatile power 
wrecker and mobile crane. The 
extension boom quickly recovers 
difficult wrecks without complicated 
rigging, raises heavy loads 14’ high. 
Ideal, dual purpose unit for construction 
and municipal jobs. Features include: Solid, 
forward-mounted “A” frame, telescopic boom 
raises from 0° to 80°, self-aligning boom head, 
new double cable suspension, with sheaves at 
center and end of boom. Power winch 72 tons 
safe load, 2 ton hand winch, all-steel all-welded 
body, safety tread floor, Ashton spacer and lift 
bar assembly. Remote control levers. 








36 





paratus yields 20,000 BTUs per hour 
from 1% pints of gasoline, the 
company says. It has only one) 
moving part, a replaceable plastic 


flutter valve. 
* * * | 
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HALF-TON CRANE —The Star half-ton 
model, a newcomer to the Hydro-Lift line, 
has four wheels for greater stability and 
is small enough to pass through a 36- 
inch door. It is said to lift 1,000 pounds. 
It is portable and can be converted from 
shop to truck crane, and vice versa. Star 
Machine & Tool Co., 201 Sixth St., S.E., 
Minneapolis, Minn. 





BRAKE-LEAK ALARM—Lifeguard is a) 
safety device designed to prevent acci- | 
dents caused by loss of brake fluid in car, | 
truck or bus. Should a rupture in the 
brake fluid system occur, or the brake 
fluid fall below a safe level, Lifeguard 
gives an audible signal and then feeds 
brake fluid into the system from a safety | 
reservoir, says Arlington Industries, Inc., | 
79 Jefferson St., New York 14, N. Y. 








MASSAGE CUSHION — Carssage is a 
boon to the long-distance trucker, accord- 
ing to the manufacturer. It is a wedge- 


FLARING TOOL—The T-2 copper tubing | 
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NEW PRODUCTS 


inch. Complete information is avail- 
able from Cargo-Guard Co., Port- 
| land 2, Me. 


* * + 





















shaped foam rubber cushion that contains 


a massage mechanism. Its stimulating 
action is said to ease cramped muscles 
and aching backs. Niagara Mfg. & Dis- 
tributing Corp., Adamsville, Pa. 

a 


German Engine Pre-Heater 


Is Marketed by Devenco 


Designed to counteract the cold- 
start problem in trucks, buses and 
other vehicles, a pulse-jet pre- 
heater for internal combustion 
engines, diesel or gasoline, is being 
marketed by Devenco Inc., 150 
Broadway, New York, N. Y. 

Manufactured in Germany, pend- 
ing completion of domestic pro- 
duction arrangements, the device is 
a@ peacetime application of the 
principle utilized to propel the 
German V-1 “buzz bomb,” accord- 
ing to Devenco. 


Known as Swingheater, the ap- 
> , + 






flaring tool flares seven sizes of copper 
tubing from 3/16 to 5/18 inches. Dorman 
Products, Inc., 1104 Sycamore St., Cin- 


cinnati 2, O. 
ees 





MOUNTING BRACKET—Designed for at- 
taching mud flaps to trucks, this bracket 
features a swivel chain which hangs freely 
between its base and the flap. Tires are 
kept cool and flaps swing back and forth 
without danger of bending or breaking, 
according to Jefftrey-Allan Industries, Inc., 
3249 S. Morgan St Chicago 8, ll. 





| 
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SPORT TRAILER HOME—A versatile home on wheels which is said to offer most of 


the comforts of house trailers is offered for sportsmen, field engineers, prospectors 
and similar outdoor activities. The two-wheeled trailer (lower photo), which has an 
aluminum, plywood and steel reinforced body, weighs less than 1,000 pounds, and 
its height does not exceed 42 inches. It can be set up, it is stated, in less than two 
minutes, opening into two rooms, large enough to accommodate four beds. The 
house opens (top photo) by swinging back the lid which is controlled by compression 
springs. Four windows are zippered against weather and fitted’ with screens. Sport- 
railer Mfg. Co., Stephenson Bidg., Detroit 2, Mich. 





seats without hiding the beauty of the 
seat back is provided by Cushion Topper, 
which covers only the cushion part. It is 
made of smooth fabric fused to latex, 
which prevents the Cushion Topper from 
slipping. It is available in six harmonizing 
colors and is washable. The Crest Co., 
5735 Cass Ave., Detroit 2, Mich. 
s+ 


Jiffy Transfer Eases 
Changing of Heaters 


Jiffy Transfer is a device manu- 
factured by Cargo-Guard Co. which 
makes it possible, the company 
says, to install or remove a heater 
and fuel carrier for truck or trailer 
in a matter of minutes. 

Permanent attachments inside 
the trailer body extrude about % 
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GASOLINE HEATER—Hunter Model | . 
UH47-2 has been redesigned to cut dis- 
assembly time for servicing and repairs to| a 
less than 10 minutes, according to the 
maker. The thermostatically controlled unit | FUEL FLOW MANIFOLD — Available for 
|is made for gasoline or diesel truck cabs| y.8 Studebakers, this unit adapts the 
or small buses. Basic components of the | Stromberg four-throat carburetor for ‘ 
new model are said to be accessible for! smooth acceleration and strong cruising { 
quick removal in three steps: Ignition con-| power, according to the maker. Among ‘ 
trol panel can be lifted off its mounting | its advertised features are equalized fuel 
by loosening two base screws; float bowl | flow, horsepower increase at rear wheels, e 
assembly is dismounted by removing one| economical operation and better-balanced et 
screw and disconnecting fuel lines, and| engine. Offenhauser Equipment Corp., ed 
| motor blower and fan assembly can be| 5054 Alhambra Ave., Los Angeles 32, e 
lifted out by removing a steel clamp. | Calif. hi 
Hunter Mfg. Co., 1550 E. Seventeenth St., | ¢* ¢ 8 sl 
Cleveland 14,0. . | Heil Co. Issues Bulletin pe 
|On Elevating Tailgate Q 
| A bulletin on the improved 
. | Heiloader elevating truck tailgate st 
tj |has been published by Heil Co.,| MUFFLER—This new muffler is said to ti 
' | Milwaukee 1, Wis., and is available | eliminate combustion residue, cut fuel er 
| to all truck users, consumption and increase mileage by 
The bulletin explains and illus-| reducing exhaust waste. Fresh air is 1 
|trates the features of the unit and | mixed with the exhaust, causing uncom- t 
%|shows in detail how it looks in- | busted gases to burn. Barklew Engineer- 
4 stalled. jing Co., 306 Azusa St., Los Angeles 12, de 
es Saat reins Calif. di 
a Mite 0 
Trailer Connector Adapters M 
Offered by Boston Firm al 
A series of four trailer connector P 
adapters for trucks and trailers is 
ALL-DOOR TRUCK BODY—Side panels being marketed by Cole-Hersee Co., 
and rear are formed by seven pairs of 20 Old Colony Ave., Boston 27, 
doors, leading into seven compartments, Mass. 
to speed loading and deliveries. The The adapters are designed to to 
doors are made of Armorply, a laminate save the time in tracing electrical er 
with a metal facing bonded to one or circuits. They are made for heavy- al 
both sides of a plywood core. The bodies duty use. n¢ 
are built close to the ground so trucks = 2 9 gE 
may be loaded with a fork-lift carrier. wi 
Truck bodies are 13 feet long and 90 
inches wide. U. S. Plywood Corp., 55 W. | h 
Forty-fourth St., New York 36, N. Y. . 
* * «* I 
to 
CONVERTIBLE-TOP COATING — Top) TI 
Secret is said to give lasting protection | we 
for convertible tops. It is a plastic solution | lo’ 
which forms a durable coating defying | wi 
sun, moisture and wear, says Top Secret | Sif 
Mfg. Co., Van Nuys, Calif. lo 
} * * + ca 
TUBING CUTTER—The T-1 copper tub- 
ing cutter cuts tubing of Yg-inch to 1¥%-| | 
inch outside diameters. It has a tool-steel | . 
cutting wheel, hardened rollers and re- si 
tractable reamer. Dorman Products, Inc., \ A 
1004 Sycamore St., Cincinnati, O. \ = 
<a ae } , 
| / 
CAR MIRROR — The 504 Combination 
Mirror comes with two mounting brackets: | 
One for clamp mounting on the top edge I 
| BRAKE LININGS — Wire Klad lining is|of the car door, the other for clamp in 
now available in two frictional types. Sets | mounting on the channel drain above the De 
are offered in tan or black or in combina- | door. Due to an internal spring, the mirror m 
tions (tan type high-friction lining for easy- | head can be positioned permanently with- ere 
working shoes and black type standard | out turning nuts or screws. The four-inch mi 
friction lining for hard-working shoes).| nonglare head is offset for maximum fli 
Johns-Manville, 22 E. Fortieth St., New| angle of adjustment. Yankee Metal his 
York 16, N. Y. Products Corp., Norwalk, Conn. A. 
* os ok * * ok 7 
da 
ins 
fli; 
Ye 
22 
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CUSHION COVER — Protection for car 





BRAKE BONDING AID—This shoe assembly air table is designed for greater speed 
and reduced labor cost. It accommodates all car and truck shoe sizes, and includes 
air regulator, pressure gauge, six-foot air hose and three-way foot control valve, 
according to Westbrook Industries, Inc., 140 Malvern St., Newark 5, N. J. 
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' With the Staff.. 


ALONG DETROITS AUTO ROW 


Another year like this and we'll 
be peddling papers instead of 


Substitutes Accepted 


The substitute automatic trans- 
missions on Cadillacs, Oldsmobiles 
and Pontiacs have been readily ac- 
cepted by the public, according to 
two Cadillac-Oldsmobile dealers and 
a Pontiac dealer in Detroit. 

They also reported that new mar- 
kets for Oldsmobiles and Pontiacs 
have opened up because of the 
shortage of cars with automatic 
drives. 

“We never knew before how 
many people wanted Oldsmobiles 
with Synchromesh transmissions,” 
one dealer said. “I think the fac- 
tory should continue to turn out 
a lot of them in the future.” 

The Pontiac dealer said: “When 
we started getting Powerglide- 
equipped Pontiacs, we had to 
change our selling tactics because 
customers were hesitant, But we 
have no trouble now; we had to 
show them that Powerglide was 
powerful enough for a Pontiac.” 

This Pontiac dealer echoed the 
Olds dealer’s view on Synchromesh. 

“Because we now can supply 
standard transmissions, we’re get- 
ting a lot of Chevrolet’s custom- 
ers,” he said. 

All three dealers said they have 
had no service problems with 
their substitute transmissions. 

One of the Cadillac - Oldsmobile 

dealers said he understands neither 
division will introduce 1954 models 
until they are able to get Hydra- 
Matics. “I hear that will be Febru- 
ary, instead of January,” he said. 

The Pontiac dealer said the 1955 
Pontiac will feature a V-8 engine. 

* * 


* 
Forced Buyers Rebel 


“Ford dealers are being forced 
to push cars so hard that custom- 
ers are being shoved around and 
are becoming dissatisfied,” said a 
non-Ford dealer. “As a result, we’re 
getting some of the business which 
would have gone to Ford.” 

He said that in one week he 
had made two sales to people who 
had all but signed the papers with 
Ford dealers. 

“They originally had been drawn 
to Ford by phony ‘would-you-takes.’ 
They both told me that when they 
went to the dealer they received a 
lower tradein bid, but agreed any- 
way. Then, when they went back to 
sign the papers, the tradein was 
lowered further. That’s when they 
came to me.” 

* * * 
Trouble Despite Discounts 


Detroit-area dealers are making 
sizable price slashes to move year- 
end stocks of new cars. 

One dealer for an independent 


Airline Boom 


Forces American to Add 


More Flights 


DETROIT.—A 24 percent increase | 
in American Airlines business in 
Detroit during the past eight 
months has forced American to in- 
crease its flights until it is now 
making the greatest number of 
flights from Detroit in its 20-year 
history here, District Manager Jack 
A. Tompkins reports. 

Highlighting the schedule are 11 
daily flights to Los Angeles, includ- 
ing five of American’s Airtourist | 
flights; 18 daily flights to New| 
York, including 11 non-stops and 
22 daily flights to Chicago. 

The service to Chicago represents | 
22 flights to that city in a period | 
of 16 hours. | 
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admitted his business “isn’t too 
good” at the present time, and 
said he would be willing to move 
his stock at “$100 profit” just to 
get rid of it before the ’54s come 
out. 


Better than $900 discounts on 


being offered by a Big Three dealer. 
“And even with discounts like that,” 
he said, “we’re not moving the cars 
we were earlier in the year. Looks 


the new model looks like.” 

“T’ve never seen anything like it,” 
said a dealer handling a lower- 
priced independent make. “Dis- 
counts just don’t seem to make any 
difference. 


automobile we’re handling. But 
people just don’t seem to want it. 
Maybe it’s us. Maybe it’s the fac- 
tory. But whatever it is, it’s bad. 





Despite the talk of depressed 
business conditions, some dealers 
report that they are making sales 
as usual. One example is Roy|** 
demonstrators and $300 to $400| O’Brien, Inc, (Ford), in suburban| Six two-ton tractors and made only 
price slashes on other models are| St. Clair Shores. 

In addition to the “Round-the- 
World Sweepstakes” contest now 
being conducted by the Ford divi- 
sion, Roy O’Brien, president of the 
like everyone is waiting to see what! dealership, is offering four top 
salesmen and their wives a 10-day 
paid vacation in Florida in De- 


The four salesmen who make the | 
most sales during October and No- 
vember will get the trip. The fifth] said. 
“In my opinion, this is a good | best will receive a $150 wrist watch. 

“With a deal like that,” says 
Harold Cable, new-car sales man- 
“we don’t have to offer a 
big discount. Our salesmen are 





guarantee 


said. 





$50 profit on each. 

“What’s worse is that I had to 
(by co-signing) 
000 balance to make the sale,” he 


out pounding the bushes every 
minute, and the results prove 
they’re working.” 

Roy Peterson, O’Brien salesman, 
was ranked first among Detroit 
district salesmen in the first 10 days 
of the Ford contest. Seven other 
O’Brien salesmen were in the top 
20. In addition to that, the dealer- 
ship ranked first and the sales man- 
ager second, 


Heavy Trucks Slow 


Selling heavy trucks has become 
so difficult that one Chevrolet dealer 
said he recently delivered a fleet of 


He added that some of his big 
trucks have been in stock for 
nine months, 

Discussing new-car sales, he said 
he has been knocking off from $250 
to $300 per unit. Even at that, his 
salesmen are really hustling, 


“Gross profit on each vehicle sold 
is declining,” he added. 
tember, it averaged $315 for each 
car and truck, but this month it is 
running $50 to $75 less.” 





Joins Buick Family— 


E. Gardner Goldsmith (right) is con- 
gratulated by John H. Scudder, zone man- 
ager in Milwaukee, on becoming the city's 
newest Buick dealer. Goldsmith bought 
Sawyer Downtown Motors and will oper- 
ate the firm under the name Gardner 
Buick Co. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics. buyer information and personnel data. 





A SIMPLE TURN of the job selector knob 
changes jobs in a second—gives choice of any 
four accounting operations controlled by each 
sensing panel. Any number of panels may be 
used, so there’s no limit to the number of jobs 


a Sensimatic will do. 





No other accounting machine is so universally useful— 
can do so many accounting jobs with such speed, 
such ease... at such a saving! 


Howl nw 


IT DOES THESE JOBS—AND MORE! 


Accounts Receivable Ledgers 


and Statements * New-Car Deposits 


Monthly Financial Statement 
General Ledger * Payroll 
Accounts Payable * Age Analysis 
Revenue Distribution 


There’s practically no limit to the number of accounting 
problems your Sensimatic can solve! Its most 
remarkable feature—the sensing panel or “mechanical 
brain”—automatically directs it through every 
operation—effortlessly, unerringly. Moreover, the 
Sensimatic’s many other automatic features and highly 
efficient design save costly working time and operator 
effort . .. make it simple to learn, easy to use! 


Why not see for yourself how much more Sensimatic 
accounting machines can do for you? Simply 
call the Burroughs branch office listed in the yellow 
pages of the telephone book. Burroughs Corporation, 
Detroit 32, Michigan. 


WHEREVER THERE'S BUSINESS THERE’S 






Now there are ive ! 


Sensimatic 500 with 19 totals 
Sensimatic 400 with 9 totals 
Sensimatic 300 with 11 totals 
Sensimatic 200 with 5 totals 
Sensimatic 100 with 2 totals 





Xt 





Used-Car Auction Prices 
Market Trend 


The overall average price of wholesale used cars stood at $803 last 
week after declining $2, according to Automotive News’ index. 

Further strong gains were registered by 1953s, which climbed $26 to 
a figure of $1,934. A moderate gain of $2 was noted on ’46s, which have 
shown a consistently strong demand. 

Again, heaviest declines were on later models. Cars of ’52 vintage 
were down $12; ’51 dropped $14 and ’50s fell $9. Older cars lost less: 
"49s were off $7; ’47s, $3 and ’48s, $1. 

The ratio of sales to offerings was 63 percent, with 1,180 cars sold 
out of 1,886 put up at 10 representative auctions. A week ago, 1,231 
cars were sold out of 1,815 offerings. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 


005*, $965, $945*; station wagon, $1,040; 
SL Deluxe 4-dr., $980*, $915, $905*. °50 
station wagon, $915; SL Deluxe 2-dr., 


day. Prices are for sale of Oct. 21.) — jan . 4-dr., ae $600; 
’ ’ cou -dr., $480. °4 aerosedan, $435. °46 
('47-'51 models up in price. New models SM 4-dr., $300. 
dropping. Good activity. Sold 88 cars out ? 2 
of 132 offerings.) CHRYSLER—’'52 Windsor club coupe, $1,- 
P 515* (ps). ‘51 NY 4-dr., $1,165*. '50 
BUICK—'53 Super Hardtop, $2,260*. ‘50 Windsor 4-dr., $915", $685*. 
Special 2-dr., $815*, $805; Super Riviera DODGE—'52 Meadowbrook 4-dr 1,025* 
coupe, $950*. '49 RM 4-dr., $605*, $590*.| +50 Wayfarer 2-dr., $575*. _——s 
CADILLAC—'53 (62) conv., $4,250* (ps). | rOoORD—’53 Victoria hardto 2,050* as 
"52 (62) coupe, $3,140*%; 4-dr., $3,200* 030*, $1,980*; (8) 4-dr., Rater, Si ones, 
(ps). $1,640. 52 Custom (8) 4-dr., $1,250*, 
CHEVROLET—’53 (210) 2-dr., $1,555, $1,- $1,215, $1,160*; 2-dr., $1,155*, $1,050. 
530; 4-dr., $1,615. '52 SL Deluxe 4-dr., ‘51 (8) 2-dr., $770, $740; Victoria, $920*. 
$1,215*, $1,170, $1,165. °51 Bel Air, $1,- "50 Custom (8) 2-dr., $770*. ’'49 (8) 2- 


MERCURY — ’'53 Custom 4-dr., 
Monterey club coupe, $1,955*. 
$965*, $905*. '49 2-dr., $570. 

OLDSMOBILE—’52 (88) 4-dr., $1,590*. '50 
(88) 2-dr., $805*; (98) 4-dr., $1,015°*. 

PLYMOUTH—’54 Savoy 4-dr., $1,955. '53 
Cranbrook 4-dr., $1,330*. '51 Cambridge 
club coupe, $890; Cranbrook 4-dr., $925. 
’48 4-dr., $460. 

| PONTIAC—’53 (8) 4-dr., $2,260%; Cata- 

| lina, $2,395*. '52 Catalina, $1,705*; Chief- 


$2,205* ; 


dr., $490; (6) 2-dr., $400. '46 (8) 4-dr., 
385, 
’51 2-dr., 


tain (8) 4-dr., $1,465*; 2-dr., $1,475°. 
*51 (8) club coupe, $1,080*. ’48 (8) 2-dr., 
$425*. 


| STUDEBAKER—’53 Commander club 


coupe, $1,700*. ‘50 Commander 4-dr., 
$525*. '48 2-dr., $340*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
| Thursday. Prices are for sale of Oct. 22.) 
(Not much change in either demand or 





price from last week’s sale. Sold 63 
cars out of 98 offerings.) 
BUICK—’50 Super 4-dr., $930*. '49 Super 


4-dr., $650. '41 Special 4-dr., $140. 


CADILLAC—’47 (62) 4-dr., $510*. °41 (62) 
4-dr., $105. 

CHEVROLET—’53 Bel Air 4-dr., $1,555; 
(210) sedan, $1,140. ’51 SL Deluxe 4-dr., 
$935, $925; 2-dr., $950*, $910*. '50 SL 
Special sport coupe, $725; %-ton pickup, 
$590. '49 FL Deluxe 4-dr., $730; 2-dr., 
$725; SL Special 2-dr., $725, $615. °48 
FL aerosedan, $530. ’47 SM 2-dr., $290. 
’46 FM club coupe, $330; SM 4-dr., $150; 


2-dr., $155. '41 SD 2-dr., $200. 
CHRYSLER—’47 Windsor conv., $170*. 
DODGE—’53 Meadowbrook 4-dr., $1,450*. 


’52 Coronet 4-dr., $1,020*. °51 1-ton pick- 
up, $700. '47 Deluxe 4-dr., $220; Custom 
2-dr., $375. 
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FORD—'52 (8) Victoria, $1,385*; Custom 
(8) 2-dr., $1,090. '51 Custom (8) 4-dr., 
$1,060*. '50 Custom (8) coupe, $595. 


LINCOLN—’40 club coupe, $485. 
MERCURY—’'49 2-dr., $500. 


NASH—’51 Statesman Super 4-dr., $685*. 

OLDSMOBILE—'49 (88) 4-dr., $730*%; 2- 
dr., $705*. '46 2-dr., $185*. 

PLYMOUTH—’'53 Cranbrook 4-dr., $1,490. 


’51 Belvedere, $985; Cambridge 4-dr., 
$785, $695; club coupe, $750; Cranbrook 
4-dr., $750. '50 SD 4-dr., $680. '49 SD 
4-dr., $695, $500. 
PONTIAC—’50 SL (8) 2-dr., 
$800. ’48 SL (8) 4-dr., $470. 
dr., $390. 
STUDEBAKER—’53 Champion Deluxe 4- 


$845; 4-dr., 
47 (8) 2- 





SIGNAL-STAT 





SHOCKPROOF— 
heavy gauge metal with surfaces 
rustproofed prior to painting. 


RIMLESS CONSTRUCTION— 
No rims to reduce lens area. 


FLUTED LENS— 
Scientifically designed to create 
beamed pattern of light. 


CORK GASKETS 
ALUMINUM REFLECTORS— 


parabolic curve for power; 
bright finish. 


BRASS SOCKET— 
assures positive bulb contact. 





SHORT-PROOF— 
socket wire assembly securely 
soldered and fully insulated. 





MOUNTING STUD— 
heavy 7/16 bolt, drilled for wire 
clearance only, thus maintaining 


heavy bolt body. 


TWO COMPLETE LINES 
Class A—Type 1 Signal Lamps 
SIGSTAT and ACRYSTAT 
e Identical in quality and design 
e Differ only in size 


e Both approved and legal in all 
48 states and the District of 
Columbia 


AMPS EXPOSED! 










Signal-Stat 










THE 
OF DIRECTIONAL 


FOR COMMERCIAL VEHICLES 





LARGEST PRODUCER 
SIGNALS 


SIGNAL-STAT CORPORATION, SIGNAL-STAT BUILDING, 523-539 KENT AVE., BROOKLYN 11, N. Y. 


Average Used-Car Prices 


(Compiled by Automotive News) 






Oct. 1953 Sept. Aug. 

Model To Date 1953 1953 
1953 shea $1,934 $2,091 $2,098 
1952 1,296 1,404 1,476 
1951... 952 1,042 1,092 
1950........ 744 833 849 
1949... 558 632 653 
1948 389 445 443 
1947... 295 338 361 
1946... 253 274 282 
Overall _—_—_—_- 
Average... $ 803 $ 882 $ 907 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


$1,395*. 
Commander 4-dr., 


dr., ’50 Champion 2-dr., $500"; 

$480*; %-ton pickup 
$410. °47 Champion 2-dr., $155*. 

MISCELLANEOUS — ’50 International % - 
ton, $500. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 19.) 

(Sale very active. Prices steady, slightly 
higher on late models. 59 cars sold out 
of 99 offerings.) 


BUICK — ’53 Super Riviera, $2,220*, $2,- 
010*. °52 RM 4-dr., $1,720*. ’49 Super 
sedan, $655, $615. '47 Super 4-dr., $265. 

CADILLAC—’50 (61) 4-dr., $1,850*. 

CHEVROLET—’'51 SL Deluxe 2-dr., 
’°42 FL aerosedan, $150. 

CHRYSLER—’'49 Royal (6) 4-dr., $405. 

DODGE—’52 Wayfarer 2-dr., $865. '46 De- 
luxe 2-dr., $235. 

FORD—’53 Main (6) 2-dr., $1,495; Custom 
(8) $1,360. 52 Custom (6) 2-dr., $1,160; 


$830 


4-dr., $1,155*. ’51 Custom (8) Victoria, 
$1,045; 2-dr., $930, $895, $860; Deluxe 
(8) $760. ’50 Custom (8) conv., $800; 


2-dr., $710, 2 at $705*, $700, $620, $575, 


$570. ’49 Custom (8) 4-dr., $580, 2-dr., 
$565*, $460, $410. '48 Super (8) 4-dr., 
$415. '47 Super (8) 2-dr., $300, $240. 


HUDSON—’46 Commodore 4-dr., $105. 

MERCURY—’51 Custom 4-dr., $1,150*. '49 
Custom 4-dr., $635. °47 Custom 4-dr., 
$270. 

OLDSMOBILE—’52 (98) 4-dr., $1,720*. '49 
(88) 2-dr., $1,145*. 

PACKARD—’52 (200) 4-dr., $1,325*. 

PLYMOUTH — ’51 Concord Savoy, $1,025; 
Cambridge 2-dr., $750. ’50 Deluxe 2-dr., 
$655. °48 Deluxe 4-dr., $375. 

PONTIAC—’51 Chieftain Deluxe (8) 4-dr., 
$835*. °50 Chieftain (8) station wagon, 
$995*; Deluxe 2-dr.. $710*. ’49 Chieftain 
Deluxe (8) 4-dr., $710; (8) sedan coupe, 
$680. ’'46 SL (8) 2-dr., $300, $240. 

STUDEBAKER—’53 Commander 4-dr., $1,- 
335*. °47 Commander 2-dr., $400*; 
Champion 4-dr., $320*. 


DANVILLE, VA 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 21.) 
(Very good sales here this week, Sold 

50 cars out of 85 offerings.) 

| BUICK—’47 RM 2-dr., $280. ’40 Super 4- 
dr., $155. 

CHEVROLET—’53 Deluxe (210) 4-dr., $1,- 
670*; Bel Air 2-dr., $1,605*. ’51 %-ton 
pickup, $710. '50 SL Deluxe 4-dr., $700. 
’49 SL Deluxe 4-dr., $640. ’°48 FL 2-dr., 
$535, $410. '47 FM 2-dr., $405, $305; 
FL 2-dr., $510; 4-dr., $505. ’38 2-dr., 
$135. 

— Town and Country 4-dr., 

10. 

DODGE—’49 Wayfarer 2-dr., $560. 

FORD—’52 (8) station wagon, $1,460*. ’51 
Victoria (8) 2-dr., $1,070; Custom (8) 
2-dr., $670. '50 Custom (8) 2-dr., $705, 
$620. '°49 Custom (8) 2-dr., $545, $540, 
$400. °48 (8) 2-dr., $450. °46 %-ton 
pickup, $190; (8) 2-dr., $405, $210. '41 
(8) 2-dr., $500, $180. '40 (8) 2-dr., $360, 
$235. ’31 2-dr., $165. 

MERCURY—’49 4-dr., $590, $435. 

OLDSMOBILE—’53 Super (88) 4-dr., $2,- 
375*. ’48 (88) 2-dr., $350. 

PACKARD—’51 2-dr., $800. 

PLYMOUTH—’51 Cranbrook 2-dr., $700. 

PONTIAC—’50 (8) 2-dr., $905. '48 (6) 4- 
dr., $470. ’47 (8) 2-dr., $200. ’°46 (8) 2- 
dr., $200. 

STUDEBAKER—’52 2-dr., $700. 


| FLINT 


| (Flint Auto Auction. Sale every Wednes- 
|day. Prices are for sale of Oct. 21.) 


(Sold 68% of cars offered.) 
| BUICK—’52 Super 4-dr., $1,750*; Special 
2-dr., $1,275. ’51 Special 2-dr., $1,100. 


’50 Super 2-dr., $1,100; Riviera, $1,090; 
4-dr., $650; 2-dr., $580. °49 RM 4-dr., 
$530; Super 2-dr., $425. '48 Super 4-dr., 


(Continued cn Page 39, Col. 1) 
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’47 2-dr., $380; 4-dr., $240, 


$2,325*. 
$1,265; 


$400, $220. 
$180. 

CADILLAC—’51 (62) 4-dr., 

CHEVROLET—’52 Bel Air coupe, 
SL Deluxe 4-dr., $1,075, $1,035; 2-dr., 
$1,050. ’51 Bel Air coupe, $1,015; SL 
Deluxe 2-dr., $940, $860, $780, $750; 4- 
dr., $780, $650. ‘50 SL Deluxe 2-dr., 
$680, $650; 4-dr., $675, $665, $650, 2 at 
$625, $600, 2 at $530; coupe, $530, $520. 
49 FL Deluxe 2-dr., $530; coupe, $400. 
"48 FM 4-dr., $445, $380, $360, $350, 
$200. '47 FM 2-dr., $360, $320. 


CHRYSLER—’50 Windsor 4-dr., $755. 


DeSOTO—'52 Fire Dome 4-dr., $1,275. ‘51 
Custom conv., $890. ‘48 Custom 4-dr., 
$440. 

DODGE—’'50 Meadowbrook 4-dr., $540. 


FORD —'53 Main (6) 2-dr., $1,400. ‘52 
Custom (8) 4-dr., $975; 2-dr., $950. °51 
Custom (8) 2-dr., $1,045, $905, $890, 2 


at $875, $860, $700. '50 Custom (8) 2-dr., 
$540, $515, $505, $500. '49 Custom (8) 
2-dr., $440, $380, $365. '47 2-dr., $265. 

LINCOLN—’49 Cosmopolitan 4-dr., $405. 

MERCURY — ‘49 4-dr., $435, $410. °48 
conv., $405. 

NASH—’52 Rambler station wagon, $860. 
’51 station wagon, $675. ’49 Ambassador 
4-dr., $230, $195. 

OLDSMOBILE—’53 (98) conv., $2,500*. °51 
(98) 4-dr., $1,200. 

PACKARD—’49 sedan, $225. 

PLYMOUTH—’52 Concord 2-dr., $780. ‘50 
Deluxe 2-dr., $580. °49 4-dr., $545, $470, 
$350; club coupe, $400. 


PONTIAC — ’51 Catalina coupe, $1,255; 
Chieftain Deluxe (6) 4-dr., $1,065, $1,- 
055. °50 (8) 2-dr., $815, $690, $680. ‘49 


(8) 4-dr., $610, $550. "48 (6) 4-dr., $350, 
$345. 
STUDEBAKER—’51 4-dr., $580. 


LOS ANGELES 


(Los Angeles Auto Auction. Sale every 


Tuesday and Thursday. Prices are for sales 


of Oct. 15 and 20.) 

(Not much change in the market this 
week over last as it varies a lot as to 
conditions. Most clean units bring the 
high dollar. Sold 318 cars out of 553 
offerings.) 

BUICK—’53 Skylark, $3,600* (ps); Super 
Riviera 2-dr., $2,355*. '52 Special 4-dr., 
$1,320*. ’51 Super Riviera 2-dr., $1,355*; 
Super 4-dr., $1,250*; Special 2-dr., 
245*. °50 Super Riviera 2-dr., $1,155*, 
$1,090; 4-dr., $1,000*, $800*; Special se- 
danet, $800*; RM 4-dr., $790*; sedanet, 
$780*, $655*. °49 Super 4-dr., $745; 
conv., $580%; RM 4-dr., $565*, $550*. °48 
Special sedanet, $390. 

CADILLAC — ’53 coupe deVille, $4,495°*; 
(62) 4-dr., $4,120*%, $4,025* (ps). ’52 (60) 


4-dr., $3,680* (ps), $3,575* (ps), $3.- 
450* (ps); coupe deVille, $3,500*; (62) 
conv., $3,265*. °51 coupe deVille, $2,- 
950*, $2,675*; (60) 4-dr., $3,675*; (62) 
4-dr., $2,310*. ’50 conv., $2,420*; coupe 
deVille, $2,395*; (62) 4-dr., $2,050*; (61) 


4-dr., $1,840*, $1,820*, $1,745*. °49 coupe 
deVille, $2,110*; (62) coupe, $1,610*. '48 
(60) 4-dr., $1,020*. 
CHEVROLET—’53 Bel Air sport 
$2,245*; 4-dr., $2,110* (ps), 
conv., $1,925; (150) Handyman, $1,785; 
(210) 2-dr., $1,670; 4-dr., $1,575*, $1,- 
485, $1,475; (150) 2-dr., $1,445. ’52 Bel 
Air, $1,505*; SL Deluxe club coupe, $1,- 
265; 2-dr., $1,265*; 4-dr., $1,200, $1,190*, 
$950; FL Deluxe 2-dr., $1,150*. ’51 SL 


coupe, 
$1,890*; 






Deluxe 2-dr., $1,000; SL Special club 
coupe, $840; 4-dr., $835. '50 SL Deluxe 
2-dr., $1,175*, $805; Bel Air, $990; SL 
Deluxe 4-dr., $855*, $795; SL Special 2- 
dr., $770; %-ton pickup, $610. '49 SL 
Deluxe club coupe, $820, $675; FL De- 
luxe 2-dr., $715; 4-dr., $610. '48 Busi- 


ness coupe, $410: FM 2-dr., $390. 47 FM 
club coupe, $505. 

CHRYSLER—’50 Windsor Newport, $965*. 
"49 NY 4-dr., $770*; Windsor 4-dr., 
$720*. 

DeSOTO—’47 Custom Suburban, $430; De- 
luxe business coupe, $310; Custom 4-dr., 
$300. 

DODGE—’54 Coronet 4-dr., $2,570*. °50 
Wayfarer 2-dr., $745, $725. '49 Coronet 
club coupe, $770; conv., $745*. 

FORD—’53 Country Squire, $2,475*, $2,- 
470, $2,400, $2,370*; Victoria, $2,340*, 
$2,265, $2,215, $2,210, $2,140* $2,120°, 
$1,995*, $1,910; (6) Ranch Wagon, $2,- 
275*; (8) conv., $2,045*, $1,890*. "52 (8) 
Ranch Wagon, $1,455; Main (8) 4-dr., 
$1,240*; 2-dr., $1,155, $1,125; Custom 
(6) 2-dr., $1,125. °51 conv., $990*; Cus- 
tom (6) club coupe, $945; Deluxe (8) 
2-dr., $655. °50 (8) conv., $915; Deluxe 
(6) 2-dr., $720. "49 Custom (8) 2-dr., 
$710, $500; club coupe, $580; $575; 4-dr., 
$685, $480, $350; Custom (6) 2-dr., $530, 
$460; Deluxe (6) business coupe, $470. 
"48 (8) 4-dr., $320. °47 (8) conv., $370. 
°46 (8) club coupe, $340, $300; business 








100 Feet of 54-12”x 18” Pennants 
All-Weather Durafiim Only $6.00 
Money refunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th Cleveland 13, Ohio 
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coupe, $250, $210; Deluxe (6) 2-dr., $190; 
4-dr., $125. 

HUDSON—’52 Wasp 4-dr., $1,090*. °51 
Hornet 4-dr., $1,025*; Pacemaker 4-dr., 
$745; 2-dr., $635. '48 Commodore 4-dr., 
$355, $350. °47 Super 4-dr., $100. 

LINCOLN—’53 Cosmopolitan 4-dr., $2,720*. 
’52 Cosmopolitan coupe, $2,285*; Capri 
coupe, $1,995*. °'47 4-dr., $275. 

MERCURY—’53 Monterey coupe, 5 at $2,- 
685*, $2,595*; sport coupe, $2,460*; 4- 
dr., $2,150*. '52 Monterey coupe, $1,955*, 
$1,840*, $1,720*; 4-dr., $1,720*, $1,485*; 
sport coupe, $1,670*; 2-dr., $1,530. ’51 
club coupe, $1,380, $1,200*; 4-dr., $1,- 
185. 

NASH—’51 Rambler conv., $535. '49 (600) 
4-dr., $470. °47 4-dr., $265. °46 (6) 4-dr., 
$155. 

OLDSMOBILE—’53 (98) Holiday, $2,980* 
(ps), $2,790*, $2,575*; 4-dr., $2,610* 
(ps); (88) Holiday, $2,725; 4-dr., $2,600* 
(ps), $2,495*, $2,340*; 2-dr., $2,555*. °52 


(88) 4-dr., $1,950* (ps); (98) 4-dr., $1,- 
935*. ’51 (98) Holiday, $1,730*, $1,640*; 
(88) Holiday, $1,630*, $1,625*; 4-dr., 


$1,535*. ’°50 (88) Holiday, $1,150*; 4-dr., 
$1,105*, $885*; conv., $1,070*; 4-dr., $1,- 
025*; club sedan, $930°*. 


PACKARD—’51 club coupe, $930*. °49 4- 
dr., $580; club coupe, $545. 

PLYMOUTH—’54 Belvedere 4-dr., $2,320 
(ps); Plaza suburban, $2,250. ’53 Cran- 


brook 4-dr., $1,400. '52 Suburban, $1,345, 
$1,310. '51 Cranbrook club coupe, $950. 


’50 club coupe, $820. ’°48 SD 2-dr., $335. 
PONTIAC—’53 Custom 
$2,450*, 


(8) Catalina, $2,- 


525°, $2,195*; Deluxe Catalina, 


One o 
“Cap 


\ 





PARADE ... The Sunday Magazine section of 43 fine newspapers in 43 major markets... with more than 13 million constant readers. 
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ist Imperialist” 





$2,385*; 4-dr., $2,350* (ps). °52 Super 
(6) Catalina, $1,650*; Super (8) Cata- 
lina, $1,580*; 2-dr., $1,315*; (6) 2-dr., 
$1,190*. '51 Deluxe (6) Catalina, $1,340*; 
4-dr., $1,000 


, ’ ° 
STUDEBAKER—’51 Commander (8) Land 
Cruiser, $880*; Champion business coupe, 
$515. ’'50 Champion coupe, $645; 4-dr., 
$640, $570; 2-dr., $570. '49 Champion 4- 

dr., $460; conv., $430. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 16.) | 


(Sold 114 cars out of 193 offerings.) 


BUICK — '51 RM sedan, $1,135*. '50 RM | 
sedan, $780*, $700*; Special sedan, $910*, | 
$710*, $685. '49 Super conv., $625*. '46| 
Super sedan, $110. 

CADILLAO — ’53 coupe deVille, $4,500* 
(ps), $4,250* (ps). ’50 (61) sedan, $1,- | 
970*. '49 (62) sedan, $1,165*, $1,150*. | 

CHEVROLET—’53 Bel Air sport coupe, $2,- | 
030*; sedan, $1,550; (210) sedan, $1,735*. 
‘52 station wagon, $900. '51 SL Deluxe 
sedan, $960, $855*, $760*. °50 SL Deluxe 
sedan, $610*. '49 SL Deluxe sedan, $645, | 
$345. '47 SM sedan, $485, $270. 

CHRYSLER—’49 Windsor sedan, $750*. 

DODGE — '53 Coronet sedan, $1,655*. ‘52 
Meadowbrook sedan, $985*, $935*. ‘50 
Coronet sedan, $800*. °'49 Wayfarer 
sedan, $425. 

FORD—’52 Main 





“. . . And notice the large, spa- 


(8) sedan, $1,065; Cus-| Cious luggage compartment.” 
tom (6) $1,050*. °51 Deluxe (6) sedan, 
$660. °49 Custom (8) conv., $445, $260. 
‘48 Super Deluxe sedan, $475. '47 Super | 
Deluxe sedan, $130. ‘46 Super Deluxe | 
sedan, $210, $150. 

FRAZER—’49 Manhattan sedan, 
Special sedan, $120. 

HUDSON—’48 Commodore (6) sedan, $235. 

KAISER—’52 Henry J, $480. '51 Henry J, | 300*; (88) $1,030*. '50 (88) sedan, $745*, 
$330; Specia' sedan, $580. | $740*. '49 (76) sedan, $590. 

MERCURY — '52 Monterey conv., $1,495°*. PLYMOUTH—’53 Cambridge sedan, $1,310; 
‘51 Custom sedan, $1,035. '50 Custom! Belvedere, $1,665, °52 Cranbrook sedan, 





| 

| - 
sedan, $725. '49 Custom sedan, $580. 
NASH—’52 Rambler club coupe, $1,025. '49 
48 (600) sedan, $390. 


OLDSMOBILE —,'53 (98) Holiday, $3,050* 
(ps); (88) $2,645*. '51 (98) sedan, §$1,- 


$400. 





all of them are here to stop you before you turn the page 


These five pairs of icy Russian eyes, illustrated a typical 
story in PARADE, the Sunday Picture Magazine. 

More than 11 million people stopped when they saw this 
picture .. . just as you have now. 

These people live up and down every street in the 43 key 
markets where Parade is known as the “brightest part of the 
Sunday newspaper.” 

They make PARADE the best read publication in print. 
And they give advertisers more than twice as many readers 
per dollar of ad cost as any of the big weekday magazines. 

That’s why PARADE’s impact on Sunday makes sales 
Monday through Saturday. 


*Second from top— Beria—now out of the lodge! The others, top to bottom, 
are Malenkov, Molotov, Bulganin, Kaganovich. 
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$1,030. ’51 Cranbrook, $955. '49 Specfal 


Deluxe conv., $515. 

PONTIAC—’53 Chieftain (8) Catalina, $2,- 
495* (ps). '52 Chieftain (8) Catalina, 
$1,565. '51 Chieftain (8) sedan, $1,230*, 
$1,090. '48 SL (8) sedan, $345*. 

STUDEBAKER — ’53 Starliner coupe, $1,- 
705*. '51 Champion conv., $765. '50 Com- 
mander sedan, $540. '47 Champion sedan, 
$150. 


N. PLAINFIELD, N. J. 


| (Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 21.) 


(Uncertain buyers making market 
prices spotty. Sold 72 cars out of 114 
offerings.) 


BUICK—'51 Special sedan, $970. ’50 Super 
| sedan, $910*, $750. '49 RM conv., $710*; 
| sedan, $700*, $660*. 

| CADILLAC — '51 coupe deVille, 
| (60) Special sedan, $2,525*. 
sedan, $1,020*, $1,010*. 


CHEVROLET °53 (210) sedan, $1,450. 
*52 Bel Air, $1,380; SL Deluxe sedan, 
$1,125, $1,085; SL Special sedan, $910, 
$875, $840. '51 SL Deluxe sedan, $900, 

| $870, $810, $795, $790; SL Special sedan, 

$780, $770, $765. '50 SL Deluxe sedan, 
$810*, $740, $710, $700. ‘49 FL Special 
sedan, $540. '47 FM sedan, $300. 


| CHRYSLER—’51 Imperial sedan, 
’50 Windsor sedan, $720. 

DeSOTO—’51 Custom sedan, $990. '50 De- 
luxe sedan, $640. 

| DODGE — °52 Coronet 

| $1,380*. 

| FORD—’52 Custom (8) sedan, $1,200, $1.- 
140, $1,110. ’51 Deluxe (8) sedan, $775. 
’50 Custom (6) sedan, $710. '49 Custom 
(8) sedan, $610, $585, $410. '46 (8) se- 
dan, $260. 

LINCOLN — '53 Cosmopolitan sedan, §2,- 


(Continued on Page 43, Col. 2) 


$2,810* ; 
"48 (62) 


$1,180". 


Diplomat, $1,460*, 








To the 5473 
New Car Dealers 
in PARADE Cities 


Below are the 
automotive advertisers 
using PARADE 

in 1953 to back up their 
dealers with the extra 
selling power of 
advertising in full 
showroom color. 


Chrysler Corp. 
Chrysler (Inst.) 
De Soto 

Dodge 
Plymouth 


Ford Motor Car Co. 
Mercury 


General Motors Corp. 


Chevrolet 
Oldsmobile 
Pontiac 


Hudson Motor Car 
Hudson Cars 


Nash-Kelvinator Corp. 
Nash 


ACCESSORIES 


AP Parts Corp. 
Miracle Power 


Hastings Mfg. Co. 
Casite 


Simoniz Company 
Simoniz Wax 
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Dodge Dealer Blair Retires 


After 38 Years in Business | 

Steve Blair, Dodge - Plymouth 
dealer in Pocatello, Id., has retired 
after 38 years in the automobile 
business. 

Blair first entered the automotive 
field in 1915 when he became asso- 
ciated with a brother, Preston A. 
Blair, in Preston A. Blair Co., Idaho 
Falls. In 1921, the corporation 
opened dealerships in Pocatello and 
Blair, and has been the Dodge 
dealership in Blair ever since. Blair 
was associated with his son, Jack 
and Ralph Fry, in the Pocatello 
dealership. 





OVER 2,000 Shops 


ARE INCREASING PAINT SHOP PROFITS 


WITH | @Quiek 
ned 
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See us 
at the 
N.A.D.A. 
Show. 


e 
172-174 
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IN YOUR SHOP 


More Dry Quick baking equipment is in 
use in auto paint and body shops than all 
other makes combined, and the reason is 
not hard to find. It’s because Dry Quick 
Baking Panels bake both spot and all-over 
jobs faster, producing smoother, wrinkle- 
free finish with less operating cost and 


with no bulbs or sockets to 


Let us show you with an actual demonstra- 
tion right in your own shop with your own 
personnel how the Dry Quick Infra-red 
equipment will double your volume and 
profits with no increase in shop space 
or overhead. No claims; no prom- 


ises. You see what the Dry 


Baking Panel will do before you 
buy it. Remember—you can do 
it for as little as $100 down. 


‘S|. BAKING EQUIPMENT 


Phow, ov Wie COLLECT 


FOR A DEMONSTRATION 


On West Coast: Dry Quick Sales Co., 4710 Crenshaw Bivd., Los Angeles 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 


Attorney at Law 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: If a person is 
authorized to liquidate a business, 
can he be held personally liable if 
he fails to obtain the highest price 
obtainable? 


According to a late higher court 






























replace. 


Quick 
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NO REPLACEMENT 
EXPENSE 


| decision, the answer is yes. 

For example, in McGrath vs. 
Dubs, 257 Pac. (2d) 899, the testi- 
mony showed facts as follows: In 
Jan., 1949, Frank McGrath and 
Edmund Dubs and his wife, Clara 
Dubs, formed a corporation 
known as McGrath-Dubs Motors 
Inc., for the purpose of selling 
automobiles, 


Dissension soon developed and in 
November of the same year they 
entered into a written agreement 
for the liquidation of the business 
and division of the assets. 

By the terms of the agreement 
all the assets of the corporation 
were turned over to Edmund Dubs, 
and he agreed to liquidate the busi- 
ness not later than Jan. 15, 1950. In 
other words, the business was to be 
liquidated just one year after the 
business was started. 


By the terms of the liquidation 
agreement Frank McGrath was 
to be paid $2,000.00, Clara Dubs 
$5,000.00 and Edmund Dubs $10,- 
000.00. The excess obtained upon 
liquidation was to be distributed 
fifty percent to McGrath and fifty 
percent to the Dubs. 


* * * 


Suit Follows 


oo suit was filed by McGrath 
against Edmund Dubs and tes- 
timony was given that although the 
business had been operated only 
one year the total assets amounted 
to $64,215.63 and the liabilities 
amounted to $15,637.25, leaving cap- 
ital and surplus of $48,578.38; that 
after returning to McGrath $2,000; 
$10,000 to Edmund Dubs, and $5,000 
to Clara Dubs there remained for 
division a profit between Frank 
McGrath and Dubs the sum of 
$31,578.38, of which Frank McGrath 


was entitled to one-half or $15,-| 


789.19. 


McGrath alleged that Dubs sold 
the business at a relatively low 
price, although the business could 
have been sold and liquidated for 
its full value. 

McGrath asked the court to order 
Dubs to pay to him $15,789.19, which 
would have been realized had Dubs 
liquidated the business at its full 
value instead of selling it in its 
entirety at a low price. 

In holding in favor of McGrath, 
the higher court said that the evi- 
dence was sufficient to justify the 
decision against Dubs. 

* * ok 


Children Protected 


ers a higher court held 


that all operators of motor ve- 
hicles which attract children must 
use a high degree of care to safe- 
guard children against injuries. 

For example, in Audette vs. 
Lindahl, 42 N.W. (2d) 717, it was 
shown that a five-year-old boy 
was struck by an automobile 
when watching its operations on 
a street. Although the lower 
court held the owner of the auto- 
mobile not liable for injuries to 
the boy, the higher court reversed 
the verdict, saying: 

“Operations of this kind are at- 
tractive to young children, and 
their presence is reasonably to be 
anticipated.” 

The court also explained that in 
view of the probability that small 
children will be on hand to witness 
special operations of motor vehicles, 
as when a wrecker is being at- 
tached to a wrecked automobile, 
the operators of such wreckers are 
legally obligated to exercise a 
“high” degree of care to protect 
children from injury. 

* om * 


Must Safeguard Car 


A SacuEe court recently held 
that a sheriff, automobile 
dealer, or other person who takes 





R. I. Oldsmobile Dealers Put 


Lanphear on NADA Group 


Harold A, Lanphear, president 
of Lanphear Motor Car Co, (Olds- 
mobile), Providence, and treas- 
urer of the Rhode Island Auto- 
mobile Dealers Assn., has been 
named by Oldsmobile dealers of 
the State as their representative 
on the new national Oldsmobile 
advisory committee of NADA, 











possession of an automoible under 
a replevin suit must exercise “or- 
dinary care” to maintain the auto- 
mobile in good condition, otherwise | 
he will be held liable personally. | 
For illustration, in Wortham 
vs. Mathews, 250 Pac. (2d) 428, | 
the testimony showed these facts: 
The county sheriff took posses- | 
sion of a 1936 Ford car, under an 
execution, filed by an automobile 
dealer to satisfy a judgment. 
The sheriff held the automobile | 
for several months. The automobile 
was exposed to weather conditions 
through the winter. Its motor and 


battery froze, and it was otherwise 
damaged. 

The higher court held that the 
owner of the automobile may re- 
|cover damages from the Sheriff, or 
whoever negligently caused damage 
to the automobile, The court said: 

“Where property has been taken 
lin replevin, it is well settled that 

the property must be returned 


‘in substantially the same condition 
fand of the same value as when 
| taken.” 





The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AU TO- 
| MOTIVE NEWS | WANT ADS! Are you? 












HERE IT IS! 
10 TON 


MANTEL 





@ The New Manzel 10 Ton 
Hydraulic Arbor Press is 
engineered to meet a va- 
riety of needs in manufac- 
turing plants and automo- 
tive service stations. Long 
ram stroke and unusual 
depth and width of throat make 
straightening, material testing, be 


ARBOR PR 


it adaptable to 
nding, bearing, 


WZ 


or bushing work, and many other uses. 


The press is portable... 


or can be permanently mounted on bench, 


column, or wall. Power unit operates 3 times faster. Ram is self- 
| retracting. Accessory equipment include the tonnage gauge and a 
set of 6 extension inserts, including adapter. 


WRITE TODAY FOR 
COMPLETE 
INFORMATION 


315 BABCOCK STREE 











JOBBER 
INQUIRIES 
WELCOME 


att 


T, BUFFALO 10, N.Y. 
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Sales Conditions in Various Arene a 





Auto Market Reports 


Buick, 215 (1,572); 
Mercury, 113|no September sales were: GMC, 21; 
83 (1,136); 
Dodge, 


Indianapolis 

New-car sales in Marion County 
(Indianapolis) in September slack- 
ened as most franchised dealers 
started cleanup campaigns. 

Preliminary figures for the 
month show that a total of 2,168 
new units were sold, compared to | 
2,901 for August. The September 
figure, however, is well ahead of 
the 1,453 new cars sold during the 
same month last year. 

Total sales for the first nine 
months of 1953 were 22,790 units, 
compared to 15,919 for the same| 
period a year ago. 

During September, Ford outsold 
Chevrolet, 562 to 479. Chevrolet, 
however, still leads for the first 
nine months, 5,443 to 4,351. | 

September sales for other makes | 
(with nine-month totals in pa- 
rentheses) are as follows: Plym- 








... the Kit that 


Write us collect fo 


| (649); 


| were: 


outh, 221 (2,876); 
Pontiac, 145 (1,657); 
(848); Oldsmobile, 
Studebaker, 70 (752); 
DeSoto, 47 (618); 
42 (533); 
39 (648); 
17 (153); 
3 (404); 
(23); Kaiser, 
(8); Jaguar, 


Austin, 2 (2); 
2 (106); 
a. Gad)s 


Chrysler, 


Packard, 41 (564); 
Lincoln, 20 (184); 
Willys, 10 (219); 


and Mercedes Benz, 1 (2). 

Cars which had no sales in 
September have the following 
totals for the first three quarters: 
Volkswagen, 5; Rolls-Royce, 3; 
Rover, 2, and Sunbeam-Talbot, 1. 

Truck sales for the month (with 
nine-month totals in parentheses) 
Chevrolet, 


Ford, 102 (736); 
70 (820); International, 
Reo, 17 (28); 
7 (89); 


3 (37); and Mack, 1 


NATIONWID 


WAREHOUSE STOCK of DARUBU KITS! 


leads to repeat sales 


because it guarantees 
customer satisfaction! 


r immediate delivery 


Darubu Rear Wheel Assemblies for Cadillac 
(50 to ‘54), Lincoln-Mercury ('54) and 
Buick (‘53 Roadmaster and Super) 





Darubu, Ltd. 


9017 Santa Monica Boulevard 
Los Angeles 46, California 
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Dodge, 7 (198); 
Studebaker, 3 (57); 
(5). 


E 


Nash, 
Hudson, 
Cadillac, 
Henry J, 2 
Hillman, 1 
MG, 1 


(16), 


(369) ; 
White, 
Willys, 
Nine 















Find Out How Easy It Is To 


ett a” OF GAS FUMES ‘ 


witht & ere 








AND APPROVED 


SYSTEM 


6 SYSTEMS TO SUIT YOUR NEEDS 


BOTH OVERHEAD AND UNDER- 


FLOOR 


FOR PRESENT BUILDINGS OR 


NEW CONSTRUCTION 


COMPLETE—NOTHING ELSE TO 


BUY 


GUARANTEED IN WRITING 


Designed and engineered to meet your ex- | 
act requirements. Overhead systems are priced | 
from $206.25, depending on the number of 
inlets. Every ‘““NATIONAL" System is complete 
with motor and blower unit, necessary ducts, 
tubes and car service extensions to carry ex- 
haust gas from car tailpipe to outside of 
building. There is a qualified “NATIONAL” | 
man near you. 


“NATIONAL” invites you to write for free literature. 


There is no 


The NATION 


obligation. 
AL SYSTEM 


OF GARAGE VENTILATION INC. 


Latins 


Dept. 106, 330 North Church Street, Decatur, Illinois 








Largest Manufacturer of Exclusive Garage Ventilating Equipment 
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month totals for trucks which had 


Divco, 21; Plymouth, 6; Diamond 
T, 3; Autocar, 1; Chrysler, 1; Nash 
1, and Pontiac, 1. 

Truck sales for the month totaled | 
246, compared to 97 for the same 
month a year ago. Total for the| 
first nine months was 2,394, com- 
pared to 1,847 for the same period 
of 1952.—(C. L. Kern.) 

* * 


* 





Baltimore 


New-car sales in Baltimore for 
September totaled 2,121, a decline} 
of 10 percent from the August total 
of 2,362. 

For the second straight month, 
Ford and Mercury sales increased 
in the face of the general loss. | 
Chevrolet, however, still held first | 
place, with 582 sales. Ford chalked | 
up 519. 

Other new-car sales were as 
follows: Plymouth, 225; Buick, 
130; Mercury, 129; Pontiac, 102; 
Dodge, 81; Studebaker, 75; Olds- 
mobile, 58; Nash, 50; Chrysler, | 
45; DeSoto, 40; Hudson, 19; Lin- | 
coln, 18; Packard, 15; Cadillac, 9; | 
Kaiser, 9; Willys, 8; Henry J, 3, | 
and miscellaneous, 4. 

New-truck sales were topped by 
Chevrolet, with 105, followed by 
Ford, 50; Dodge, 46; International, 
29; GMC, 11; Mack, 9; Autocar, 4; 
Willys, 3; White, 2, and Brockway, 
Federal, Studebaker and miscel- 


laneous, 1 each.—(Kate Savage.) 
* * * 





Minnesota 


New -car registrations in Minne- 
sota during September totaled 9,998, 
according to the Minnesota Auto- 
mobile Dealers Assn, Chevrolet con- 
tinued to stay in front, followed 
closely by Ford. Third place went 
to Plymouth. 

A breakdown of the total showed 
the following: Buick, 833; Cadillac, 
38; Chevrolet, 2,545; Chrysler, 202; 
DeSoto, 226; Dodge, 308; Ford, 2,- 
413; Henry J, 6; Hudson, 58; Kaiser, 
31; Lincoln, 46; Mercury, 728; Nash, 
128; Oldsmobile, 408; Packard, 84; 
Plymouth, 1,001; Pontiac, 669; 
Studebaker, 207; Willys, 49, and 
miscellaneous, 18. 

While dealers and the public were | 
both looking forward to the arrival 
of new models, factory zone officials 
said that money generally had be- 


come a little looser in the territory | | 


and people were starting to buy| 
|more readily. 

| Business was said to be picking | 
up especially in the rural areas, | 
jand zone offices said prospects 
|looked good for at least through 
| November. —(Donald M. Lyons.) 


* 


Dallas 


Ford bested Chevrolet, 878 to 866, 
in a nip-and-tuck battle for Sep- 








tember sales leadership in Dallas. 
They were followed by Buick, 
50; Mercury, 228; Plymouth, 200; 
Pontiac, 152; Oldsmobile, 138; 
| Dodge, 108; Chrysler, 39; Nash, 37; 
Studebaker, 34; Cadillac, 32; Pack- 
ard, 29; Lincoln, 27; Kaiser, 15; 
DeSoto, 9; Willys, 8; Henry J, 2; 





| ground and truc 





Hudson, 2, and miscellaneous, 9.— 
(Ruby Fenoglio.) 
* ” 


Cleveland 


Continued mild weather is help- 
ling hold car sales high in the 
|Cleveland area, Turnover of new 
units climbed to 1,403 for the week 
ended Oct. 18. Used-car sales 
totaled 1,481. 

The Federal Reserve Bank 
noted that new-car transactions 
are about “one-third over a year 
ago,” while used-car sales are up 
about 25 percent. 

Leonard Fuerst, clerk of courts, 
|reporting on sales for September, 
noted new-car sales were 6,125, as 
against 4,120 for the same month 
a year ago. Here is the breakdown 
of sales by make: 

Buick, 426; Cadillac, 36; Chevro- 
|let, 1,496; Chrysler, 187; DeSoto, 
147; Dodge, 304; Ford, 1,478; Henry 
J, 9; Hillman, 12; Hudson, 45; 
| Jaguar, 1; Kaiser, 34; Lincoln, 29; 
| Mercedes Benz, 1. 
| Mercury, 402; MG, 5; Morris, 1; 
| Nash, 109; Oldsmobile, 259; Pack- 
lard, 61; Plymouth, 508; Pontiac, 
| 323; Siata, 1; Studebaker, 215; Sun- 
| beam, ts Volkswagen, 1; Willys, 34. 
| In’ used cars, September sales 


were 19,470, as ‘cgeiend 17,316 for 
September a year ago. 

New-truck sales for September 
were 500, or about 109 more than 
a year ago. Here is the sales break- 
down by make: 

Autocar, 4; Chevrolet, 148; 
Diamond T, 2; Divco, 2; Dodge, 35; 
Ford, 194; GMC, 6; International, 
62; Mack, 6; Studebaker, 5; White, 
23; Willys, 13. 

Used commercial sales for Sep- 


tember were 1,066, about 50 less 
than a year ago. — (Sanford 
| Markey.) 


* 


Fort Worth 


September new-car sales in Fort 
Worth totaled 1,216. Ford led with 


* 


| 424, followed by Chevrolet with 353. 


Other sales were: Buick, 105; 
Oldsmobile, 78; Plymouth, 67; Mer- 
cury, 53; Pontiac, 34; Dodge, 31; 
| Studebaker, 27; DeSoto, 13; Chrys- 
ler, 11; Lincoln, a3 Cadillac, 5; 
Packard, 5, and Willys, 3.—(Ruby 
Fenoglio.) 


* 


Wisconsin 


September sales of new cars 
dropped sharply throughout Wis- 
consin from the month before, ac- 
cording to figures released by the 


* * 
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Wisconsin Automotive Trades Assn. 

Dealers in Milwaukee County 
sold 2,408 cars, a drop of 1,200 
from August, or 33 percent, Sales 
outside the county reached 6,526, 
about 25 percent fewer than in 

August. 

However, sales both for the 
month and the year so far exceed 
last year’s, 

During the first nine months, 28,- 
793 new cars were sold in Milwau- 
kee County, or 41 percent more 
than a year ago, and 71,150 in the 
rest of the state, a gain of 40 per- 
cent.—(John E. Hubel.) 

* * * 


Pittsburgh 


New-car registrations in Pitts- 
burgh increased slightly last week 
in the face of a general decline of 
business, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

The index of general business fell 
to 183.3 of the 1935-39 average from 
184.4 the previous week, The figure 
was the lowest since mid-July. In 
the comparable week a year ago, 
the index stood at 195.7. 


Steel production was up a shade 
to 98 percent of practical capacity, 
while department store sales de- 
clined.—(Leon M. Leffingwell.) 





EASY INSTALLATION 


The Perfection Hydra-Power End Gate 
is designed for easy installation on any 
truck or trailer—and to save mounting 
time and costs. It has a large and ready 
market because its use reduces labor 


costs, employee accidents and cargo 

damage. Ramp-type platform - gate 
STOPS automatically at crack available in three sizes to meet all re- 
ear ear any ine ‘Senween quirements. 


floor. Gate 
rides level —even under un- 
balanced loads. 


Superior Features of the 


Perfection Hydra-Power 





LIFTS and holds a real load 
of 3,000 Ibs. max. Sturdy lift 
frame desi - to prevent dis- 
tortion and sway of platform. 
Platform is well braced to give 
maximum rigidity. 





End Gate 


@ ONE hydraulic cylinder (operating 
from truck motor) performs all oper- 
ations of lowering, raising, and 
closing the platform-gate. 


@ Operating controls are conveniently 
located at the rear of truck platform; 
also can be o 
itself—either by foot or hand. 


@ The 6” hydraulic cylinder with 11” 
stroke permits ample hydraulic power 
to lift maximum loads easily. 


rated from the gate 


‘@ Precision-honed cylinder walls, and 
the use of patented hydraulic seals, 
eliminate by-passing of oil and “creep- 
ing” of platform. 


@ Safety devices prevent accidental 


dropping of gate, and assure a safe, 


HYDRAULIC power quickly 
closes the rugged end gate. 
Self-locking devices hold plat- 
form-gate in raised and closed 
positions without use of posts 
or chains. 


uniform lowering speed—always 
under control. 


For literature—write Dept. A-113. 


Engineered, Manufactured, and Guaranteed by 


THE PERFECTION 


STEEL BODY CO. 


GALION, OHIO 
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In the Letterbox 


(Continued from Page 4) 


we. But we are sure that 5,000 or 
more bankrupt dealers means more 
jobless people than the few people 
laid off at the car plants. 

Our problem lies at the pro- 
duction level and must be solved 
there. 

Now dealers are not so selfish 
as to think this concerns only 
the factories. No! The en- 

lightened dealers are ready, will- 
ing and anxious to sit down with 
the factories to a sincere, honest 
and all-embracing discussion, to 
arrive at the best and least pain- 
ful production solution, 


The present insane production 


Car registrations el states are 
released here weekly, as com- 


piled by R. L. Polk representa- 
tives in state capitals. 


race must end in a terrific eco- 
nomic debacle for the factories and 
dealers. 

That this is not apparently 
understood or admitted by some 
factories is the prize conundrum 
|of the times. 

If these factories believe they 
can again, after the grand smash, 
|build their dealer organizations 
back to present size and quality, 
they are less realistic and less 
modern in their thinking that I am 
ready to believe, 

What can the man think, who 
might be a future dealer recruit, 
about the business of retailing 





CHRYSLER 


Plymouth 
TOTAL 











motor cars when he reads the 
present-day advertisements that 
shriek “Help! I’m_ sinking!” or 
listens to the sales lures put out 
by retailers today? 


Does anyone think he is likely 
to step into this crazy snake pit 
for an illusory profit or future? 


There are many other great in- 
dustries in America that have 
similar production, advertising, dis- 
tribution and retailing functions; 
some much older than ours, The 


textile and food industries, as 
examples. 
Does anyone remember any| 


reckless or seemingly uncontrolled 
production or sales race among 
them? And, what is important, 
these manufacturers and their re- 
tailers are looked upon as sound 
businessmen in every community. 
This quickly reminds one that 





Chevrolet 
Oldsmobile 
GM TOTAL 


the harm being done to our in- 
dustry is not alone financial but 
that the motor car dealer’s repu- 
tation is being lowered in the 
public’s eye. He is being compared 
to the horse trader who, as every 
one knew, operated upon the basis 
of “let the buyer beware.” 


It is now a late hour to re- 
verse this wild millrace of cut- 
throat retailing, but it can be 
done if most factories will take 
heed and allow some humility to 
guide their actions and listen to 


Cole Moves to Detroit 


DETROIT.—Cole Automotive 
Products Co. has moved its office 
and factory from Chicago to new 
and larger quarters at 2040 Fifth 
St., Detroit. Cole produces truck 
mirrors, safety lights and reflectors. 


K-F TOTAL 


Allstate 








the automobile dealers’ state and 
national associations knocking at 
the door for a chance to do some 
honest figuring and talking about 
this grand automobile business. 

If, and God forbid, this voice in 
the wilderness is not noticed by the 
motor moguls then, as sure as 
tomorrow’s daylight, our industry 
will be harnessed to many state 
regulations that will cover factory 
behavior, as is already in effect in 
several states. 


We Americans know that bu- 
reaucracy carries a blight and it 
will blight our industry if selfish- 
ness, thoughtlessness and a dis- 
regard of common business princi- 
ples are allowed to rule this great 
automobile business of ours.— 
JoHN O. Horspaver, manager - di- 
rector, Louisiana Automobile 
Dealers’ Association, New Orleans. 


New Passenger Car Registrations, 41 States for September, 1953-1952 


Studebaker 
Overland 

Domestic 
Miscellaneous 

Foreign 
Miscellaneous 


Willys- 










































































26 States Previously "53) $576) 4703) 9027) 20963| 40269) 49035) 1270] 13174) 63479| 16985| 1411) $1885) 9640) 12437; 91358! 193) 581| 774, 8| 126] 56 18823) 3532| 2200) 5943| 1159| 18) 403] 2I1148 

Reported for September '52| 3601| 2936] 7436] 13696] 27669] 28299) 1294] 6334) 35927] 12122| 4479} 32577| 8176) 10156] 67510| 802) 1376] 2178] 44! 274 165 3339) 4650| 2082) 3758) 1669] 76] 613] 149954 

Alabama 53, 64) 46) 134) 429/73) «196, —«*18) 234) 448) 402) B14) 132) 189,97) 21) 37) +«20),~«SN|—=«* | | 5| 4263 
a poe ‘52; 62} + ~—-50} ~—s«s55| 3111 ~—s578| ~~] ~—s 24] 145) = 785} 2571 += 57] ~—s832]—sté2| = 203' = Stt] = 6} S19) S35 4 6 45| 59] 41| 74] 34 | 5] 3179 
Connecticut "53, 223) (150) 368) 721) 1462) 1480, 45) 457, 1982, 435, 45, 1305, 312, 392; 2489, 13) 21, 34 10 6, 04, 146) +78) +«179)~=—«45) | 41) 6556 
5 + "52! 147|_—_— 94] 315} 429] 985] ~——898| —S4i_—175| _—=*ti27|_—«402|_—=is47|_—=—=«976| 269} _—2308}_—2102)_—S 38} 67) _105) 15} 15) 137|_—«(127|_—83|_—48| 7. 4, 62| 4967 
Maine 53, 72) 68) (27) 274, 541) 465) 16, 142; 623, 166) 6) 602; 61) 129, 986, ‘JI 4 5 r a a =a So oe | 3| 2387 
‘52; 39) ~=—«-23| ~=—93| S144] = 299] ~=—s22t| ~—st7], S42} =~ 280} =—:106} ~S 26] ~=—s287) ~—s 80)_—Ss 105} ~S 604} =), sa) 3 2 31] 34) 13} 30} 47] | _3|_(1378 

Maryland "53, 170| 148) 287; 742) 1347, 1509)  56| 446) 2011, 474) 27, 1659) 218; 390, 2768, 10, 15, 25 ; 5) 4) 59, 118; 57) 174) 48) | 13) 6629 
52) 123] —«80|_—«209|_—-493|_— 905) = 933) 29] 166) 1128) = 350, = B4|_ 1203, 233) «370 = 2240, S47, S73, 120 7 6| 142; (139) ~—60)_—s*18)—— i] 20) _ 4951 

Missouri "53, 207| 276| + 477| +1498, 2458, 2889; 74, 704, 3667, 766, 66, 3099, 484, 653, 5068, 9 14) 23) ; 4 | 4%| 263) 5) 323) 38; +t) 3) W979 
Bi 52) 182} —(150|_—342|_—«744|_—«*i418|—«1309|~—50} «322, —«*1681| 559/174) ~—«1790|~—«356) 447, 3326) S48, 508 7 95| 341; 118) +180) ~—«58j_—SsS 3} 7326 

New Mexico 53; 52) +22). +«59| +«48) ~=SC8t| +—=«369| +22) «sto +~=«dS 1] ~=«S3| +=] ~=SCAB | ~Sii]SCia|sC(‘éimé;;«CO#~*CYY;#CO#*~«<SS};~CS*«*SS | 2 | 7; 26) 10) 62) 14] | 1 1687 
‘52; 3t|_—23|_—S0}_—s9|_—223]_—201|~—st7|_—75) 293) 122) 28, = 282) 69) 102) ~——3 a. sl ae ae 28} 31) 24) 438) 284 1288 

Ohio "53, 727| 654) 1320) 2046) 5547, 6494, 131, 1613, 8438, 2328, 149; 7296| 1004) 1659, 12436 38) 94; 132) tli  26|  2| 247) 475| 368, 689) 175)  2|  41| 26789 
52/505] _375| _—*985|_:1965| 3830) +~—«3932|—«:159| 734, ~— «4825, «1476; 486) ~—«4508| (1023/1251, 8744) ~—«92|_—=«172|—«2 30, 5; __-382|_—«575| 253, ~—«487|_—«229) = B| = 34)_19666 

Oregon "53, 108) 101| 184) 494) 687) 1701) 49) 261; 2011; 330) 52) 1128) 254) 220, 1984) 9] 415)  24| oe 4, 48; 126; 42) ‘141 49) | 32) 5351 
‘52; 109] 85|_—«*177|_—=«303)_—— 674) 45) 36} 210, —S 891) 296) 108, =— 848) 219] 287) 1758) 2} S657, S| S38) Sst) 837,184) |_| | 49) 4127 

Pennsylvania "53; 1131 1048) 2014) 4717) 8910) 8664) 269) 2029, 10962) 3118, 289, 9443) 1753; 2322; 16925, 71, 138) 209) | 66| 6| 336) 713) 609; 1034) 303; 2) 107) 40182 
52} 544| 445| 984] 2130| 4103/3716] 159) 744) «4619 «(1596| 556] —4360|_‘1136| 1277; 8925, «143) 299) «442 19; 10) ~=—«361| 545] 315] 424) «256 3) _49|_ 20071 

South Carolina 53) 70/4) 193) 462) 789/978) 21) 265) 264) 338) 13/1339) 137) 200, 2027) = a i | 22) O77 24) 90) 08 8| 4275 
a ‘521 55] 53] 142} =—305] += 555] = 583] += 2| 122] = 726} 237] = 56} = 709] —«159] tt} = s1372) = t9] S28} 3 2) 3973) 43] 9482 17| 3024 

South Dakota "53, 45| +26) + +68|. 196| 355, 433) 14) 16) 563) 124) 9) S42) 77) 66) Ole) 2 5 CO | inn itaeg i =e 
___ 52) 28} 6] 74] 156] 274] 276] —sto|,S 68] = 354] 85} ~— 28} 316} =|}, 592) Ss 2), Bt Ge] 2} oa} 0] i} |__1365 
Tennessee "53, 126, 155| 270, 930, 1481, 1693; 30) 432 2155) 572, 32) 269, 225) 394) 3392) 9) 10) 419) | 29; 68] 29) 100) 26) | 6| 7385 
be 52] +78| + 77) ~+«217| +4801 ~—s852| 99] = 24] 67] 82] = 332; = 79} ~—«:1369| +223) ~=—«320)_~=S—2323| += 32) S25] 7] 6 3} 75) —«107|_—S SI] S33] 32 4 6| 4844 

Vermont 53). 32). ~«IN| += 48|~=«d23) =a) SC* 2; 46) +247) «97; ~~ +# 4; +~«#«2236) ~«42)”~=C*«T|~SC*« 2| , , @ 1 7; 24) +14) +29) ~*I2j ; 2) +980 
_ 52) 10 8] 44] 89} ~—siSt] ~—s103], Ss 4] S23} ~—130}, = 58] ty}, S53} 34] S7] tal Ss  : 2 3 in oF 6| 17] 9) 4| 6% 

Virginia "53, 195) 164) 326) 1025) 1732) 2165) 66) 501) 2732) 643) 54) 2356) 336) 561, 3950) 19) +419) 38 [ @ 1; 94 9) 78) 531) 32; | 29) 9320 
52; 145} 109] -276| + 672|_—«*1202|-—«1349| ~—«56|—232|~—«21637| +—-463/ ~—«154)~—«1428| 336; + 402| «2783/71, 6} 37st} ttt att stat]~—66] 201,69) 28] 507 

Washington 53,86 (104,207,495, 92) 1213) 43/273) S29) 242) 13) N04) 216) N62) s737|—— 32,2 | 10) 4) 46) @8| 60) 137) 27] | 27| 4581 
ores ‘52; +137] 102] ~—«-222):«=«330)_ = 791} =~ e2t| = 43}—s«194) = 858} 264) =| = 34} 208| +276) ~—s473|—S st] 69) | 17; 29) 113} 196) 80} 153] 65 5} 31] 389% 

41 States Reported "53, 6884, 7760| 15131| 36063; 67838| 80483, 2126| 21012| 10362I| 77173 2194, 85804, 13979, 19898, 149048, 402, 954, 1356, 19) 263, 86) +2912) 5790, 3715) 9947, 2013, 24) 723) 347355 

To Date for September '52| 5796| 4626] 11721| 22366] 44509] 44693) 1997] 9753) 56443] 18725] 6565] 52272] 12745] 15873} 106180| 1361| 2346; 3707; 82) 417) 263) 5153| 7256| 3321| 6082, 2787} 115| 924] 237239 

Year "53|117389| 91702|224358|442514| 875963| 762020, 32110 Veraag 983395 |346181 | 76836) 1001 101 | 243708 |297670| 1965496 9599/ 20089/ 29688, 622) 5375, 2461/ 52721| 114600) 59634) 122265) 35468, 1335) 14370/4263593 

To Date '52| 85951| 66322] 183265/317878| 653416| 484514| 19966| 125498| 629978|220472| 64036| 588314| 154077| 187147| 1214046| 23270| 29495| 52765| 1152| 5387| 3649| 60204/103090| 50600|114974| 29249; 3393| 11333/2933236 

















New Commercial Car Registrations, 37 States for September, 1953-1952 
















Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 








Autocar 






































International 
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Studebaker 
Willys- 
Overland 
Miscellaneous 




















Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 




















































































































14 States Previously ‘53 | | 40) 1360 1348) 1446 7| Ny 3| 4| 64| 348; 139 322) ss AN|s«17234/'53 14 States Previously 
Reported for September 52 | 63 62| 1838 21| 2547 3} 1322) 1865 6} 58 2 9} 52| 499 146 432 54) 13635) '52 Reported for September 
Colorado "53 3 5) 68 303 %| #7 1 4| 2). 207 7) 39 |  884)'53 Colorad 
‘52 | if $i 1'e| | 748 7] wl sla | 333] sal 38] 2} gts or 
Connecticut *53| 22 3) 60 | 183 | 76 89 | 17; | 3) 14) 13) 16| | 707 | ‘53 Connecticut 
52 1 1} 151 | 9| 4| $2 4| 100! =. 79\ 9) 3] 36] bls | 563|'52 
Georgia ‘53 2| 825) l 2| | 147] 725| 71 104) | ta 7; 43) +24) ~«20) | 2163)"53 Georgia 
52 800) | 1| 1] 185) | 330 159} 183 ; ow 1 2} 75 5} 131 1] 1777)'52 
Idaho 53 | 153 i 60 176) | 63) 9%) 7| 3] 2, 09 2; +30 631 | 53 . Idah 
52 | | 159 | 10 | $4 2} 107 | 78} = 99} 5 | | 2} 2 6] 45] 619|'52 1a 
Louisiana ‘53 | 744) | 3 | 146 690| | 179 110) | 4 l ce W{|23] 1947|°53 | Louisiana 
ee 52| 558| 4| 163 331 | 178) 193 4 2} 55) 7; 23] | 1519|'52 
Maine 53) | 163 2 3] 53) | 163 61 51 6 l 1 7 8) 29) | 548 | ‘53 Maine 
52| | 119 1] 49} 90 | 98) 114 | 10 2 6} 2% 7/10! 1 524 | '52 
Maryland "53 4 1; 285 1; 104 2) 20 42| 105 —_—: | 2) 16 8 3) 795|'53 Maryland 
‘52 | | 5| 242 | \ | 118 3] -% | 73] 90| s| i] 28] tO] i] 702\"52 oe 
Minnesota 53 497 7| 3) 143] | 497 1} 101; 180) 1 6 7; | 3). 7 2| 1529) 53 7 Mi t 
4 '52| | | 503 | 4 1a| 187] mai | 114} 220} 6 \ 8} 66 io} 23! 4| 1397 |'52 vere 
Montana 53) 232| 56) 246 | 78; 16 1 1 2). 7 7; 35) 79153 Montana 
‘52 | | | 210} | | | 87 | i 67) NS 6| 2 4) 40| 7; 52| | 729 |'52 cual 
New Jersey 53) 7; +19) ~«+592 | 8) t4| 135 1| 628 1) 164) 165 38 2| 3) 33) += 44)—~Ci«‘ 1) 1891) 53 New J 
52) 8} 14) 312 5| 17] 172 2| 231 123} 165 | 26 5 10} 16} soi 40| 7} 1164)'52 een 
New Mexico "53 282 2 47 196) , 47) | 1 16) 3 5| 697/53 New Mexico 
‘52 | | tes | | 3 104 | 63] 4a | 4% | 2] sa | 485|'52 oe pee 
New York "53; 30). ~~«34|~«21053 23; +15) 374) +29) +1106) 1) 267, 429 105 | 26) 44) 54) 95) | 3686) °53 New York 
‘52| 9| $I | 1078 | 41 12| 585 7| 784 2} 291| 5341 | 94) 2;  60| 100! 92) 92) 35) 3889)'52 oe 
North Dakota 53 187 7 178 42; 118) l l | 15] l 8 | 585\'53 North Dakota 
‘52 | 123 | | | 3 go} i} 23} tt 15 i} 12 | 397)'52 eee 
Ohio 53] 8 1) 1178 12; 21| 303 13| _1302| | 287) 413) | 38 2). 21) +56). ~-79)~~=«S7] 3771 ‘53 Ohio 
‘52| 13} | 1062 | 10} 31] 404) 2| 460) 3} 284) 398) | 22| | 3 18} 130} 59} 62) 10) 2972,'52 7 
Oklahoma 53) 1 691 | 73) 642 | 1) 197) 19% 1 1 1 6). 27 9 12 1859) ‘53 Oklahoma 
52 \ | 448 | | 168] | 220) 4, 145/210 | 2| | | 3] ‘54l 21 22) | 1306 | '52 = 
Oregon 53 3 397| $ 5| 107) 1) 351 3) 135, 102) ~+10 6) 5) te; 4 7 1} 1235)'53 Oregon 
52) 4) | 277 | 12| 2} 150| 4} 155 | 112} 174) i8| 15} s| 5| 20 13} 119) 30) —‘1116|'52 = 
eotaaa 2 oy [es Tire trae re e Pe pa a 2 OO oS ee 
j | | | | | | | | | 
South Carolina 53) | 315 l 2; 75 323 98 64) l 7 17) 7 5 141353 t ina 
52; | S10 | 2} i us} | gi si | of | af | of al al | ‘MBS South Cerolina 
South Dakota "53 137 | | | 34 7 | 3 62| 12| 1) 10 407 | ‘53 South 3 
‘52 | |‘ =| of | OS OT el OT Ol oe || | | 3 | 3 | ait '52 ae 
Vermont 53) 3) 7) 1 2). 17 45) [ al 1 2 6 ae 2| 243)'53 Vermont 
‘52 | 56 | 93 24 i 241 - 18| | 2 2; 3 | tel 4} 474) "52 ae 
Virginia 53) 5 431 13) 122) 495 | 106) 127 13 l 5) 39, +10 19) | 1385)'53 Virginia 
or : "52 2) 462 I 2| 6} 161] 1] 230} | 129] 151 | 22| ee eee ee) 3} 1316|'52 es 
ashington 53 294| | 3 ‘| 95) 270) a 5} 10) 6) 4) 10) 33 7| 948)'53 Washington 
oa ‘52 | 251 | 2 2| 125 | 168] | 4 iss} oto i] 221 71 391 2| 886 1"52 ashington 
Wisconsin sl | Fo | 5 a | al = 1 je | a | | | 2 3) z 6} 1115) '53 Wiscons n 
a a | | | | | | 4 11} 6 | 6|  1302|'52 
37 States Reported "53 80; 68) 15945 | 198)  157| 3737; 84) 15058] 22) :«3857| +4486) +39) +428, +13) 12) 168) 913) 460) 906) 30) 46661)'53 37 States Reported — 
_ Date for September = = 83 | 12809 4| 178] 177) 5126) 46) 7413 17} 3790} 5435} 43) —«352| 7| 26} ~=—212| 1432] 487) «1185) +159} 38743/'52 To Date for Saplember 
ear ‘ 1 1465|243473| 28} 2518] 1745| 63156) 760|175060| 268) 62978| 72527| 598; 5103) 134)  345| 2636) 16049) 9029) 13261) 553| 674948|'53 Year 
To Date 52| 1084 11601184099) 224} 2519} 2083] 73510) 616 126498 | 361| 55245| 67272) 525} 5271| 170 369 2336| 20551} 8073] 13904) 1725| 567595|'52 To Date 
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Correspondent George Glaser Writes... 


Auto Letter from Europe 


yp ayy Germany.—F ord 
Motor Co. has increased its 
ownership in Ford of Cologne from 
52 to 62 percent, and it is expected 
that this will lead to a stronger 
competitive position of the German 
Ford plant. 

The firm has declared a dividend 
of 3 percent, which was criticized 
by stockholders who declared that 
the social benefits given employes 
were too high in relationship to the 
dividend. 

An interesting development on 
the technical side is a protective 
lock switch brought out by Bosch 
in Stuttgart, Germany. 

The switch prevents the starter 
from being operated as long as the 
flywheel is turning, and it even 
stops for a second after the last 
movement of the flywheel before 
allowing the starter drive gear to 
engage again. 

Bosch also has released a 12-volt 
miniature built- into - the - flywheel 
starter for the Lambretta scooter. 

+ * * 


Phoenix Up from Ashes 


RISING from the ashes of war 
bombings, Phoenix Rubber 


Works in Harburg, Germany, has 
a + = 





Metal-Rubber Springs 


Phoenix, of Harburg, Germany, com- 
bines rubber with metal spring elements 


for truck trailers. 
S s+ @ 


rebuilt its plants. Of particular in- 
terest seems the firm’s line of trail- 
er rubber-with-steel springs which 
seems to open new vistas in this 
field. 

Maybach of Friedrichshafen, 
Germany, is still considering a re- 
turn to the automotive field. The 
firm, which was formerly con- 
nected with the Zeppelin enter- 
prises, used to make what was 
called the German Rolls-Royce. 


engines for railroad equipment and 
automatic transmissions. 


In France, the government is un- 
derstood to consider the return of 
a number of nationalized plants to 


The following advertised-delivered prices 
include the retail list price suggested by 
the factory, provision for Federel taxes, 
and suggested delivery and handling 
charges. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that may be passed on to the retail buyer. 
ALLSTATE — Four—2-dr. sed., $1,399. 
Six—2-dr. sed., $1,561.18. (Sold only by 
Sears, Roebuck & Co. stores in certain 


areas.) 

AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; conv., 
$1,945; A-40 sports conv., $2,295. Austin- 
dealey 100 sports conv., $2, 985. (Delivered 
at U. 8S. ports.) on 

-dr. 


BUICK—Special Deluxe sed., 


$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4- dr. Riviera, $2,696. 17; Riviera 
cpe., $2,610.56; conv., $3,001. 59; stat. 
wag., $3,429.73. ter — 4-dr. Rivi- 
era, $3,254.36; Riviera cpe., $3,358.05; 
conv., $3,505. 56; stat. wag., $4,030.73; 
Skylark sports car, $5,000. (Dynafiow 


standard on Roadmaster models, optional 
at $192.50 on all others.) 

CADILLAC — Series 62—4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; coupe deVille, 
$3,994. ‘57; conv., $4,143.72. Series 60 Spe- 
einl—4-dr. sed., $4,304.88. Series 75 — 8 
pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matie stand- 
ard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag.. 
$2,123; 8-pass stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1.820; spt. 
epe., $2,051; conv., $2,175. Corvette—conv., 
$3,513. (Powerglide standard on Corvette, 
optional at $178.35 on Two-Ten and Bel Air 
models. ) 

DeSOTO—Powermaster 6—4-dr. sed., $2,- 
385.75 (8-pass., $3,281); cl. cpe., $2,364; 
Sportsman, $2,634.25; stat. wag., $3,107.75. 











| Monuay. 


At present it is producing diesel | 


private ownership. Among them is 
the large Renault plant which has 
been under government manage-| 
ment since the end of World War 
II. 


* * * 


France Lacks Service Data 


PEAKING of France, observers 
point out that there is a lack 
of service instructions in the French 


* * * 





Protective Lock Switch— 


Bosch, of Stuttgart, Germany, has de- 
veloped a protective lock switch which 
prevents the starter from being operated | 
as long as the flywheel is turning. 





Used-Car Auction Prices 


language, and that a shipment of 
such information would be wel- 
comed by the independent trade. 


And finally a personal item which 
|will be of interest to auto racing 
fans: Tazio Nuvolari—perhaps the 
greatest of all race drivers of our 
time—went to his last ride. His 
first car was buried with him. 

Nuvolari enjoyed a popularity 
which is seldom equaled. He 
fought many a battle with his 
great rival and friend, Rudolph 
Carraciola, who is now living in 
Switzerland and at present recov- 
ering from an accident two years 
ago, 

To end these observations on a 
personal note, European automotive 
circles are talking much these days 
about Franco Scaglione, who is gen- 
erally called the Picasso of auto 
styling. Such famous designers as 
Farina or Bertone are known to 
turn to Scaglione for ideas which 
| they translate into practical forms. 





(Continued from Page 39) 


875*. '52 Cosmopolitan sedan, $2,270*. 
’47 sedan, $230. 
MERCURY — '52 sedan, $820. °51 station 


wagon, $860*. ’49 sedan, $550. 
NASH—’53 Statesman Country Club sedan, 
$1,540. '49 (600) sedan, $390. 
OLDSMOBILE—’53 (98) Holiday, $2,870*. 
’50 (88) conv., $890*. °49 (88) sedan, 
$600. '47 (76) sedan, $240*. 
PACKARD—’51 (200) sedan, $995*. 
PLYMOUTH—’52 Cambridge sedan, $860. 
’50 Deluxe sedan, $740, $710. '49 Special 
Deluxe sedan, $635. 
PONTIAC—’52 Chieftain (8) sedan, §$1,- 
300*. ‘51 Chieftain (8) sedan, $1,185*. 
50 SL (6) sedan, $690. °49 Chieftain 
(8) sedan, $720*. '46 sedan, $210. 
STUDEBAKER—’51 Champion conv., $810; 
sedan, $760. '48 Land Cruiser, $330. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 20.) 
(35 cars sold out of 70 offerings.) 


BUICK—’50 Super 4-dr., $675*. 
CADILLAC—’51 (62) club coupe, $2,500*. 


CHEVROLET—’53 (210) 4-dr., $1,270. '50 
SL Deluxe 4-dr., $815. ‘48 FL 4-dr., 
$325, $285. '47 FL 4-dr., $400, $385. °46 
FL 2-dr., $375. °41 Deluxe 2-dr., $120, 
$105. °39’ Deluxe 2- dr., $160. 

DODGE—'50 Meadowbrook 4-dr., $500. ’49 
Meadowbrook 4-dr., $610. ’'38 Deluxe 4- 
dr., $105. 

FORD—’52 Custom (8) 4-dr., $1,115*. °51 
Custom (8) 4-dr., $690, $675. '50 Custom 
(8) 4-dr., $555. °46 Deluxe 4-dr., $295. 
’41 Deluxe 4-dr., $180, $155. 

KAISER—’47 Deluxe 4-dr., $160. 

OLDSMOBILE—’50 (88) club coupe, §$1,- 
050*. '39 Deluxe 2-dr., $195. 

PACKARD—’32 Deluxe 4-dr., $110. 

PLYMOUTH—’51 Cranbrook’ 4-dr., $685. 
'48 Deluxe 4-dr., $130. 

PONTIAC—’52 Chieftain 4-dr., $1,140*. '51 


Chieftain 4-dr., 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Prices are for sale of Oct. 19.) 
(Today’s market reacted to the current 
mild downtrend of car prices. Clean used 
cars sold steady, new 1953s lower, some 
selling under dealer cost. 108 cars sold 
out of 140 offerings.) 
BUICK—’52 Super sedan, $1,485*; 
$1,475*. °51 RM Riviera, $1,260*; Super 
sedan, $1,020*; Super Riviera, $1,300*. 


$885*. 


Riviera | 


’50 RM sedan, $840*; Super sedan, $760*; 


Special sedan, $730*; Special Deluxe, 
$820. ’°48 Special sedan, $400. ‘46 Super 
sedan, $250. 


CADILLAC—’49 (61) sedan, $1,280*, °48 
(62) sedan, $770*. °41 (61) sedan, $150. 

CHEVROLET—’53 Bel Air sedan, $1,800*, 
$1,740*, $1,715*, $1,700", $1,690, $1,660; 
(210) station wagon, $1,975*; (210) 
sedan, $1,590. °51 FL Special sedan, 
$800; SL Deluxe sedan, $1,000*, $990*, 
$850; SL Special sedan, $610. '50 SL De- 
luxe conv., $850; sedan, $530. 

CHRYSLER—’50 Windsor sedan, $610. 
Windsor sedan, $505*. 


DeSOTO—’49 Custom sedan, $700*. 

DODGE—’53 Meadowbrook suburban, §$1,- 
900*. '51 Coronet Diplomat, $1,050*. °50 
%-ton pickup, $500. °49 %-ton pickup, 
$460; Coronet sedan, $460. ‘48 Custom 


"48 





conv., $360. 
FORD — '53 Crestline conv., $2,225*; 
Custom (8) sedan, $1,675. ’52 Main (8) 


sedan, $1,020. '51 Custom (8) Victoria, 

$1,000; sedan, $880*, $810, $800; Deluxe 

(8), $800, $750. '50 Deluxe (6) sedan, 

$595; Custom (8) sedan, $700, $610. 

’47 sedan, $140. 

LINCOLN—’47 conv., $100. 

MERCURY—’52 Sport coupe, $1,400. ’51 
coupe, $965*. '50 sedan, $670. '49 Sport 
sedan, $650*; coupe, $430. °48 coupe, 
$390. '47 sedan, $310, $300; coupe, $330. 

NASH—’49 (600) sedan, $240*. °47 (66) 
coupe, $235. 

OLDSMOBILE—’50 (88) sedan, $810. '46 
(98) sedan, $250*. 

PLYMOUTH — ’52 Cranbrook club coupe, 
$1,000. ’51 station wagon, $1,125; Cran- 
brook sedan, $580. ‘50 ‘Special Deluxe 
sedan, $660; Deluxe sedan, $700*, °46 
Special Deluxe sedan, $310. 

PONTIAC—’53 Chieftain (8) sedan, §$2,- 
211*. '52 Chieftain (8) sedan, $1, 400*; 
Catalina, $1,635*. "48 Torpedo (8) conv., 
$530*, $390*; SL (8) sedan, $560*. 

STUDEBAKER "51 Champion conv., 
$725*; Commander sedan, $825*, $720*. 
’50 Champion sedan, $630. 49 Champion 
sedan, $360. '47 Commander sedan, $155; 
club coupe, $300*. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Oct. 20.) 
(Prices firm on clean cars. Average cars 
@ little down, Sold 103 cars out of 139 
offerings.) 
BUICK—’53 Super Riviera 2-dr., $2,325*. 














Current 


Fire Dome V-8—4-dr. sed., $2,673 (8-pass. 
$3,558.75); cl. cpe., $2,651.50; Sportsman, 
$2,922.50; conv., $3,144.25; stat. wag., $3,- 
381. (Tip-Toe Shift optional at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
optional at $236.50 on V-8s only.) 
DODGE—Meadowbrook Six — 4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8—4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., to be announced; 
4-dr. 3-seat stat. wag., to be announced. 
Coronet V-8—4-dr. sed., $2,244.50; cl. cpe., 
$2,223; spt. cpe., $2,380.25; conv., $2,513.- 
75; 2-dr. stat. stag., $2,517; 4-dr. 2-seat 
stat. wag., to be announced; 4-dr. 3-seat 
stat. wag., to be announced. Royal V-8— 
4-dr. sed., $2,372.75; cl. cpe., $2,349; spt. 
cepe., $2,503; conv., $2,632. (Gyro-Matic 
optional at 


other models except Coronet Six station 
wagons. ) 

FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus, cpe., $1,537.33; 


stat. wag.. $2,018.90. Customline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8 — 4-dr. sed., 


$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 
(Fordomatic optional at $184 on all mod- 
els.) 

FORD OF BRITAIN—Prefect 4-dr. sed., 
$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-d. sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 
Six 4-d. sed., $1,890; Zephyr Six conv., 
$2,425. (Delivered at New York port of 


entry.) 
HENRY J — Corsair Four — 2-dr. sed., 


$130.10 on Meadowbrook Six | 
and V-8. PowerFlite optional at $189 on all | 





$1,399. Corsair Deluxe Six — 2-dr. sed., 


$1,561.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 
utility, $1,836.75. Super Jet — 4-dr. sed., 
$1,954; 2-dr. sed., $1,932.75. Jet-Liner— 


4-dr. sed., $2,056.60; 2-dr. sedan, $2,045.85, 


Wasp—4-dr. sed., $2,256.11; 2-dr. sed., $2,- 
209.43; cl. cpe., $2,256.11. Super Wasp—4- 
dr. sed., $2,465.84; 2-dr. sed., $2,413.28; 
cl, cpe., $2,465.84; Hollywood, $2,704; conv., 
to be announced. Hornet—4-dr. sed., $2,- 
768.86; cl. cpe., $2,741.99; Hollywood, $2,- 
987.75; conv., to be announced. (Hydra- 
Matic optional at $178.03 on all models in 
Jet category. (Borg-Warner automatic 
transmission optional at $178.03 on all 
other models. ) 

JAGUAR—Mark VII 4-dr. sed., $4,255; 
Mark VII 4-dr., sed. with automatic trans- 
mission, $4,450; hardtop, $3,875; modified 


hardtop, $4,075; conv., $3,975; modified 
conv., $4,175; open sports, $3,345; modified 
open sports, $3,545. (Delivered at U. 8. 


ports of entry.) 

— Carolina —4-dr. sed., §$2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Mi -dr. sed., 
$2,619.63; club sed., $2,596.76. Dragon— 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 


LINCOLN — Cosmopolitan — 4-dr.  sed., 
$3,522; spt. cpe., $3.625. Capri—4-dr. sed.. 
$3,766; ‘‘hardtop’’ $3,869; conv., $4,030.50. 
(Hydra-Matic standard on all models.) 
MERCURY — Custom — 4-dr. sed., $2,- 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey —4-dr. sed., $2,332.50; 
hardtop, $2,451.50; conv., $2,609.50; 8- 
pass. stat. wag., $2,825.50. (Mere-O-Matic 
optional at $189.81 on all models.) 
MORRIS and MG — Morris Minor—4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford — saloon, $2,150; stat. 





Prices on New Cars 








The Christie Racer was capable 
of doing 70 miles per hour back 
in 1904. 


"51 Super 4-dr., $1,160. ‘50 Super 
sedanet, $840; Special sedanet, $590; 
Super 4-dr., $905; Special 4-dr., $775. °48 
RM 4-dr., $340. °'47 Special sedanet, 
$245. 

CADILLAC—’52 (62) 4-dr., 
(62) 4-dr., $1,810*. 

CHEVROLET—’53 Bel Air 4-dr., $1,725, 
$1,660; (210) 2-dr., $1,450. ’52 SL De- 
luxe 2-dr., $1,100; SL Special 2-dr., $1,- 
005, $1,000, $975, $915. °51 SL Deluxe 
4-dr., $1,055, $905, $900, $825. ‘50 FL 
Deluxe 2-dr., $655, $600, $550; SL De- 
luxe 4-dr., $755, $635, $500. 49 FL 
Deluxe 2-dr., $595, $510; 4-dr., $655, 
$510. °47 FM 2-dr., $270. 

DODGE—’53 Meadowbrook 4-dr., $1,310*; 
Coronet (8) 4-dr., $1,850*. °50 Coronet 
(6) 4-dr., $610. °49 Coronet (6) 4-dr., 
$550, $425. °48 club coupe, $410. °47 
coupe, $255. ’°46 club coupe, $190. 

FORD—’52 Custom (8) club coupe, $1,085. 
’51 Country Squire station wagon, §$1,- 
010; Custom (8) 4-dr., 2 at $865. °50 
(6) 2-dr., $575; 4-dr., $605; (8) 4-dr., 
$650; 2-dr., $645, 2 at $700. '49 Custom 
(8) 4-dr., $455; 2-dr., $475, $435, $490. 
’46 club coupe, $320. 

HUDSON—’47 4-dr., $130. 


KAISER — '53 Henry J, $835. 


$3,000*. ‘50 


‘48 Kaiser 


Deluxe 4-dr., $230, $150. 
MERCURY — ’52 Monterey 4-dr., $1,500; 
station wagon, $1,450. ‘51 (8) 4-dr., 


$975, $885. ’49 (8) club coupe, $615. 


NASH—’49 (600) 4-dr., $360. '46 (6) club 
coupe, $170. 


OLDSMOBILE—’52 oF 4-dr., $1,775*. '50 


(98) conv., $1, ——_- (6) club, $375. 
'47 (98) 4-ar., $37: 

PACKARD—’50 club sedan, $420. 

PLYMOUTH—’53 Belvedere 2-dr., $1,650*. 
*52 Cranbrook 4-dr., $1,080. °51 Cran- 
brook 2-dr., $755. '49 Special Deluxe 2- 
dr., $450. 

PONTIAC—’53 (8) Catalina, oe $1,- 
850°. ‘52 (8) 4-dr., $1,500*. '5i (8) 
Catalina, $1,365*; 2-ar. 1, 065. "50 (6) 
2-dr., $575, $550; 4-dr., $590. '49 (8) 
2-dr., $485. 


MISCELLANEOUS — '53 Chevrolet %-ton 
eae $1,120. '53 Ford %-ton pickup, 
1,045. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Oct. 22.) 

(Market holding steady, Newer, cleaner 
cars in demand, Sold 66 cars out of 120 
offerings.) 


BUICK — ’'52 Riviera 2-dr., $1,560*. °47 
Super sedan, 2 at $300. 
CADILLAC—’53 (62) conv., $3,965*. 


CHEVROLET—’53 (210) sedan, $1,535. ’52 
SL Special sedan, $1,065; SL Deluxe 
sedan, $1,110. '51 SL Deluxe sedan, $965, 
$840. '50 SL Deluxe sedan, $720. "48 SM 
sedan, $465, 2 at $320. "47 FL sedan, 
$350, $335, $175. 

CHRYSLER—’46 Windsor sedan, $280. 

DODGE—’49 Wayfarer sedan, $450. 

FORD—’53 Custom (8) sedan, $1,860*, $1,- 
465; Main (8) ranch wagon, §$2, 000; $2,- 
225*; F-150 pickup, $1,275. ’52 Main (8) 
sedan, $1,180; Custom (8) sedan $1,180. 
’51 Custom (6) sedan, $960; Deluxe (6) 
sedan, $885. °50 Deluxe (6) sedan, $745. 
“49 Custom (8) sedan, $575, $630, $555; 


wag., $2,385. MG/TD — standard conv., 
$2,115; Mark II conv., $2,360. (Delivered 
in New York City.) 


NASH—Rambler Super — Suburban, §2,- 


002.60. Rambler Custom — Hardtop, §2,- 
125; conv., $2,150; stat. wag., $2,118.90. 
Statesman Super — 4-dr. sed., $2,178.35; 


2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador.) 


OLDSMOBILE—Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., §2,- 


395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop, 
$3,021.75; conv., $3,228.84; Fiesta sports 
ear, $5,715. (Hydra-Matic standard on 
Fiesta, optional at $178.35 on all other 


PACKARD—Clipper—4-dr. sed., $2,598; 
2-dr. sed., $2,544; Sportster hardtop, $2,- 
805. Clipper Deluxe — 4-dr. sed., $2,745; 
2-dr. sed., $2,691. Packard—Cavalier 4-dr. 
sed., $3,244; Mayfair hardtop, $3,278; 
conv., $3,486; Patrician 4-dr. sed., $3,740; 
Caribbean conv., $5,210; formal sed., $6,- 
531; executive sed., $6,900; corporation 
lim., $7,100. (Ultramatic standard on Pa- 
triclan and formal sed., optional at $199 
on all other models.) 


PLYMOUTH — Plaza—4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl sed., $1,535; cl. cpe., $1,842.50; 
spt. cpe., $2,064: conv., $2,220; stat. wag., 
$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag.. 
$2,288. (Hy-Drive optional at $145.80 on all 
models. ) 


| models. ) 
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Custom (8) club coupe, $630; Deluxe (6) 
sedan, $450, $415. 

HU DS ON — '’51 Hornet sedan, $920, '49 
Super (6) sedan, $360, $315. 


KAISER—’53 Manhattan sedan, $1,460. 
MERCURY—’49 sedan, $525, $515. 


NASH — '51 Ambassador sedan, $900. 
Ambassador sedan, $310. 
sedan, $215. 


OLDSMOBILE—’51 (88) Holiday club 
coupe, $1,205*. 


PACKARD—'50 Custom sedan, $510, 


PLYMOUTH—’52 Concord sedan, $935. '51 
Cambridge club coupe, $800. '50 Deluxe 
suburban, $720. ‘49 Deluxe sedan, $440, 
$495, $425, $530. °47 Special ‘Deluxe 
a $305. °46 Special Deluxe sedan, 


PONTIAC—’51 Chieftain (6) coupe sedan, 
$940; Chieftain (8) sedan, $1,030, $820. 
*48 Streamliner (6) sedan, "$460, $370. "41 
Torpedo sedan, $120. 


STUDEBAKER’ 53 Champion sedan, §$1,- 
335*, '51 Commander sedan, $650. 


PHILADELPHIA 


(Harold B,. Robinson Auto Auction. Sale 
every Tuesday. Prices are for sale of 
Oct. 20.) 


(Prices good with brisk bidding, Sold 

132 cars out of entry of 183.) 

BUICK —'51 Special sedan, $1,040. ’50 
Super conv., $710; Special sedan, $660, 
$610. '49 Super sedan, $570. '47 Super 
sedan, $290. 

CADILLAC—’53 conv., $4,400*. 

CHEVROLET — '53 (150) sedan, $1,360*, 
$1,260, '52 SL Deluxe sedan, $1,150, $1,- 
130, 2 at $1,110, $1,100, $970; SL Special 
sedan, $960, $925, 2 at $890, $845. ’°51 SL 
Deluxe sedan, $920. '50 Bel Air sedan, 
$975; conv., $860. 49 SL Deluxe sedan, 
$475; FL Special sedan, $610, $580. '48 
FL aerosedan, $450; FL sedan, $520. °47 
FM sedan, $320; %-ton chassis, $200. °46 
FM sedan, $330. 


CHRYSLER — ’52 Windsor sedan, $1,275*. 
’48 Windsor sedan, $430. 


DeSOTO—’50 Custom sedan, $915, $860. ’49 
Custom sedan, $630, $610. 


DODGE — '52 Meadowbrook sedan, $1,110. 
’49 Coronet sedan, $680. ‘48 Custom 
sedan, $400. '46 Deluxe sedan, $200. 

FORD—’'53 Main (8) sedan, $1,250, $1,230. 
‘52 Victoria, $1,090. ‘51 Custom (8) 
sedan, $875. '50 Deluxe (8) sedan, $550, 
$560, $495. °49 Custom (8) club coupe, 
$590, $450, $410; Deluxe (8) sedan, $310; 
Deluxe (6) sedan, $460. ‘47 (8) "sedan, 
$350, $215. °46 sedan, $400, $350; (6) 
sedan, $200. 


HUDSON—’48 Wasp sedan, $435. 


LINCOLN—’49 Cosmopolitan sedan, $490, 
$400. 


MERCURY — ’51 sedan, $925. 
coupe, $225. 


NASH — ’'51 Statesman sedan, $700; sta- 
tion wagon, $810. '46 (600 sedan, $175. 


OLDSMOBILE — ’51 (88) sedan, $1,295*. 
"48 (76) sedan, $240. 


PLYMOUTH—’53 Cranbrook sedan, $1,575, 
3 at $1,560, 4 at $1,555, 3 at $1,550, 2 at 
$1,545, $1,540, 4 at $1,535, 2 at $1,530, 3 
at $1,525, $1,520, $1,515, $1,490; Cambridge 
sedan, $1,380, $1,340, $1,330, $1,310, $1,- 
285, $1,180. '52 suburban, $1,000; Cam- 
bridge sedan, $910, $870, $860, $840, 
$770. '51 Savoy, $900; Cranbrook’ sedan, 
2 at $780; Cambridge sedan, $760. 50 
Special Deluxe sedan, $875. "49 Special 
Deluxe sedan, $770, $560, $480. '48 Spe- 
cial Deluxe club coupe, $595, $460. 

PONTIAC—’51 Chieftain (8) sedan, $1,150. 
*50 Chieftain (8) sedan, $800. '49 SL (8) 
sedan, $630. 

STUDEBAKER—’51 Commander club 
coupe, $725; Champion sedan, $560. '50 
Champion sedan, $590. 

MISCELLANEOUS—’53 Austin conv., $820. 
’51 Henry J sedan, $370. 


"48 
46 Ambassador 


'47 club 


Indianapolis Ford Deal 


Established by McKay 


Ray McKay, Inc., is a new Ford 
dealership at 1703 E, Thirty-eighth 
St., Indianapolis, former site of 
John Ramp, Inc. (Packard). 

Ray McKay, former employe of 
Walker Motors in Detroit, will head 
the new firm. Hi Dawson, operator 
of another Detroit Ford dealership, 
will be secretary-treasurer. 


PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. Ohief- 
tain 6 Deluxe—4-dr. sed., $2,118.53; 2-dr 
sed., $2,060.28; conv., $2,444.21. Ohieftain 
8 Special—4-dr. sed., $2,089.62; 2-dr. sed., 
$2,031.45. Chieftain 8 Deluxe—4-dr. sed., 


$2,193.51; 2-dr. sed., $2,136.32; conv. §2,- 
517.66. Catalinas— Deluxe 6, $2,304.30; 
Custom 6, $2,370.43; Deluxe 8, $2,379.99; 


Custom 8, $2,446. Station wagons—Two- 
seat Special 6, $2,449.61; three-seat Spe- 
cial 6, $2,505.15; two-seat Deluxe 6, §2,- 
589.61; two-seat Special 8, $2,524.61; three- 
seat Special 8, $2,580.15; two-seat Deluxe 
8, $2,663.61. Grain finish on all station 
wagons, $80 extra. (Hydra-Matic optional 
on all models at $178.35.) 


ROOTES—Hillman Minx—4-dr. sed., $1,- 
699; California hardtop, $1,899; conv., 
$1,899; Hillman stat. wag., $1,949. Humber 
—Hawk sed., $2,399; Hawk touring lim., 
$2,699; Super Snipe sed., $3,295; Super 
Snipe touring lim. $3,595; Pullman lim., 
$5,110. Sunbeam - Talbot ‘albot — Sed., $2,699; 
conv., $2,899; Sunbeam Alpine sports 
conv., $2,999. Rover—sed., $2,899. (Deliv- 
ered at U. 8. coastal ports.) 


STUDEBAKER—Champion Custom — 4- 
dr, sed., $1,767.40; 2-dr. sed., $1,735.12. 
Champion Deluxe — 4-dr. sed., $1,862.83; 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Champion Regal—4-dr. sed., §$1,- 
949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
$1,954.55; $2,115.80, 


pass. cpe., $2,212.91; $2,374.16; 
Land Cruiser 4-dr. sed., $2,315.64. (Aute- 
matic Drive optional at $231.24 on Cham- 
pion, $243.08 on Commander. ) 
WILLYS — Aero Lark — 4-dr. sed., $1,- 
727.15; 2-dr. sed., $1,640.99. Aero 
4-dr. sed., $1,856.95; 2-dr. sed., $1,792.33. 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 


$1,963.50. Aero Eagie—Hardtop =. $2,- 
157.18. Station wagons — 4-cyl., $1,862.70 
(four-wheel drive, $2,304.55); ‘ae rhe 


949.23 





OE eA 


ern me EE eee 


a a ae 


eatanat Seer Ade RRR Rae eae eee 


Pee 


44 AUTOMOTIVE NEWS, NOVEMBER 2, 1953 _ 








CIO Rep Wins U. S. Tire Contest— 


Al Stutz (left), U. S. Tire distributor in Detroit, presents the grand prize in the Royal 
Master mileage contest to Harold Johnson (right), a ClO international representative. 
Johnson guessed the tires had a total of 81,980 miles on them. They actually had 
81,614 miles of wear. The prize was an all-expense trip to California for Johnson 
and his wife (center). He is shown in the hospital where he is recovering after an 
operation. 


On the Financial Front 


were $49,056,410 and net profits 





General Tire & Rubber Co. has 
announced that net sales for the 
first nine months reached a record 
$153,842,551 on the impetus of the 
greatest third-quarter sales in the) 
company’s history. 

Exclusive of the sales of General 
Teleradio, Inc., radio and television 
subsidiary, General sales increased 
13.6 percent over 1952, when the 
previous nine-month record was set. 
General’s profit was $5,505,856. This 
is 23.7 percent greater than last 


ings this year were $734,615 and 
sales were $19,160,802. 


+ 


Is $2,378,625 


facturer of trucks, engines, power | 


lawnmowers, children’s wheeled} 
goods and playground equipment, 
reports for the nine months ended 
vos Sept. 30, a net profit of $2,378,625 | 
General’s equity in the earnings | after taxes. 
of General Teleradio for the first) ‘pig ig equal to $4.35 per share on 
nine months was estimated at $850,-| the 546,898 shares outstanding, and 
000. |compares with net earnings of $2,- | 
| 623,182 for the first nine months of | 
1952. 


* nd + 
Motor Wheel 9-Month Net Joseph S. Sherer jr., Reo presi-| 
|dent, said the 1953 earnings were | 


Advances to $2,375,811 

Record sales of $66,840,001 in the| based on nine months’ sales of | 
first nine months of the year re- | $109,291,842, as against $113,154,504 | 
sulted in net earnings of $2,375,811|for the first nine months of last 








were $1,988,267. Third-quarter earn- | 


for Motor Wheel Corp. 
In the same period of 1952, sales 





HOLMES Junior Makes USEFUL 
Pick-up and Service Unit! 





The wrecker has two speeds of 

operation with controls on each 

side for maximum safety and 
ease of operation. 


HOLMES 





The Junior Model is well 

adapted for work in congested 

city areas. It is fast, easy to han- 

dle in traffic and very econom- 
ical to operate. 





year. 
Earnings for the third quarter of 


Desirable for use on winding 

ramps. Built low and easy to 

maneuver into any place a pas- 
senger car will go. 


The new Holmes Junior Wrecker, when mounted 
on a light pick-up truck, has many practical uses 
around any shop or service station. This versatile 
little service unit is especially suited for handling 
the average car and rendering all types of service 
away from the shop. The wrecker has a capacity of 
3 tons which is ideal for fast pick-up, towing or de- 


livery service. The Junior Model 


is available either 


hand or power operated for mounting on any 1% to 


11% ton truck, using the service 


body that comes 


with the truck. The delivered price of the Hand 
operated model is only $330—Power operated model 
$495. See your jobber or write factory for details. 


ERNEST HOLMES CO. Chattanooga, Tenn. 





1953 were $718,400, compared to 
$702,182 for the third quarter of 
1952. Sales for the 1953 third 
quarter amounted to $32,198,000, as 
against $34,100,000 in the same 
quarter last year. 

* ca * 


American Airlines Income 


Shows Gain for 9 Months 


Net income of American Airlines, 
for the first nine months 


* * 
9-Month Reo Net ro to $10,987,017, or $1.54 per 


share of common stock. Net income 
for the comparable period of 1952 


Reo Motors, Inc., Lansing, manu- | Was $9,762,759, or $1.35 per share. 


Net income for the third quarter 
of 1953 was $4,328,867, or 62 cents 
per share, compared with $4,663,241, 
or 67 cents per share, for the 1952 
quarter. The reduction in profit for 
the third quarter was due princi- 
pally to the cost of increased serv- 
ices and a lower load factor, the 
company said. 

* ed * 


National Cash Register 

With sales showing a 17.2 percent 
increase, net profit of National 
Cash Register Co, for the first nine 
|months of 1953 amounted to $8,142,- 
|921 after taxes, an increase of 13.6 
|percent over the $7,164,763 profit 
|for the same period of 1952. Sales 
for the first three quarters of 1953 
totaled $190,708,540, compared to 
$162,690,207 for the same period last 
year. 





* * * 


National Automotive Fibres 


J. R. Millar, board chairman of 
National Automotive Fibres, Inc., 
has reported consolidated net profit 
of $2,599,402 for the nine months 
ended Sept. 30. This compares with 
a net profit of $1,402,272 for the 
corresponding nine months of 1952. 
Consolidated net sales for the nine 
months ended Sept. 30 totaled $68,- 
840,899, compared with $51,178,790 
last year. 

* * * 


Gamble-Skogmo Cited 


In the 13th survey of 5,000 annual 
|reports conducted by Financial 
World, Gamble-Skogmo, Inc., 
Minneapolis, was judged as having 
the best annual report in the auto 
supply store industry for the fourth 
year. The bronze Oscar of Industry 
trophy was presented to B. C. Gam- 
ble, chairman of the firm, at the 
annual awards banquet in New 
York. 


* * * 


Inland Steel 


Inland Steel Co., Chicago, has re- 
ported record production, shipments 
and sales for the first nine months. 
Net income was $24,049,317, or $4.91 
a share. Produced were 3,353,358 
tons of steel ingots, with mill ship- 
ments of finished and semifinished 
steel totaling 2,771,786 tons. Sales 
reached $438,729,096. 


* * x 


| Allegheny Ludlum 
| Allegheny Ludlum Steel Corp., 
Pittsburgh, has reported sales of 
| $58,226,523 for the third quarter and 
|net earnings of $2,038,776, or $1.18 
|per share of common stock. Sales 
|for the first nine months totaled 
| $192,545,891 and earnings totaled 
| $6,300,421, or $3.64 per share. 
| * * cd 

Hastings Mfg. 

Net earnings of Hastings Mfg. 
Co., Hastings, Mich., for the first 
nine months were $306,393, the com- 
|pany reports. Net earnings were 
| $347,121 in the corresponding period 
of 1952. The earnings were equal to 
|29 cents per share of common 
| stock, compared with 32.9 cents last 
year. 





The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personne! data. 
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Chryslers Bow With 235 HP 


(Continued from Page 1) 

heen stepped up to 195 horse- 

power. 

The Windsor nameplate has been 
dropped for 1954, but the Windsor 
Deluxe will sell for approximately 
the same price, Chrysler said. - 

New features include more body 
chrome, redesigned upholstery, one- 





Four-Barrel Carburetor— 


This device is said to enable the engine 
to inhale a greater charge of air at wide- 
open throttle conditions. 

* . o 
piece wraparound rear windows, 
antiroll front suspension, plus re- 
styled grilles, bumpers, taillights) 
and headlights. 
* > * 
eer Chrysler's fully} 
automatic transmission, is 
standard equipment on all 1954 V-8s 
and optional on the Windsor De- 
luxe. | 
Power brakes are standard on 
New Yorkers, the Custom Im- 
perial and Windsor Deluxe eight- 
passenger sedan, and Town and 


major engine modifications, re- 
sulting in the increase from 180 
to 235 brake horsepower. The 
torque has also increased from 
312 to 330 pounds-feet. Among 
the revisions: 


wheelbase of 133% inches, and the 
Crown Imperial a 145%-inch wheel- 
base. 

Eighteen solid colors and 28 two- 
tone color combinations are avail- 
able. 


2, 1953 


designed “shear type” engine 
mountings with high vibration 
damping ability. 

“A smoother, more ‘solid feel’ ride 
is provided by a stiffer frame, re- 
designed front and rear body 
mountings, new rear spring mount- 
ings, and added insulation for the 
cowl and underbody, the firm 
claims. 

PowerFlite consists of a new 
torque converter and two-speed 
planetary transmission with an 


45 


overall torque multiplication ratio 
of 4.47:1, said to be the highest 
in the industry for passenger-car 
drive-range operation. 

The safety-selector lever on the 
steering column has only four shift 
positions: reverse, neutral, drive and 
low. 

PowerFlite weighs as much as 
100 pounds less than competitive 
designs, and uses the fewest num- 
ber of major parts by a consider- 
able margin, it was said. 








Country, and are optional on | 
other Windsor Deluxe models. 
Power steering, standard on the 
Crown Imperial, can be installed at 
extra cost on all models except the 
Windsor Deluxe without Power- 
Flite. 
* + ” 
HE 1954 Chrysler is offered in 
five series with a total of 20 
body styles. The Windsor Deluxe, 
New Yorker and New Yorker De- 
luxe all have a 125%-inch wheel- 
base; the Custom Imperial has a 


Mattson Succeeds 
Johnson as Head 


Of Safety Group 


WASHINGTON. — Retirement of 
Pyke Johnson as president of the 
Automotive Safety Foundation and 
the naming of Joe 
O. Mattson, of 
Long Beach, 
Calif., to succeed 
him was an- 
nounced last week 
by Gen. Levin H. 
Campbell jr. 
chairman of 
ASF’s board of 
trustees. 

Johnson will 
continue to serve 

Pyke Sehasen the foundation in 
a consulting capacity, it was stated. 


A former Denver newspaperman, 
Johnson is best known for his long 
service with the Automobile Manu- 
facturers Assn., joining that organ- 
ization as Washington representa- 
tive in 1918 and becoming executive 
vice-president in 1939. 


Mattson at one time was director 
of the California Department of 
Motor Vehicles, leaving that post 
to join AMA in 1940, and then mov- 
ing to ASF in 1942 at the time 
Johnson succeeded Paul G. Hoff- 
man as president of the organiza- 
tion. 








The Windsor Deluxe group in- 
cludes six models—six-passenger 
sedan, club coupe, Newport 
“hardtop” coupe, convertible 
coupe, Town & Country wagon 
and eight-passenger sedan. Last 
year there were seven models of 
Windsor and Windsor Deluxe 
combined, New Yorker models 
are available in six - passenger 
sedan, club coupe, special New- 
port club coupe, Town and 
Country wagon and eight - pas- 
senger sedan; and New Yorker 
Deluxe models in six-passenger 
sedan, Newport club coupe and 
convertible. 

The Custom Imperial is avail- 
able in six-passenger sedan, New- 
port and six-passenger Town 
limousine models. The Crown Im- 
perial is available in either the 
eight-passenger sedan or limousine 
model. 

x * + 

HE 235-horsepower engine, with 

“hemispherical combustion 
chamber” is the “most advanced, 
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| Performance Chart— 


This graph shows the gross brake horse- 
power and torque of Chrysler's 235-horse- 
power V-8 engine. 

. » 


most powerful automobile engine 
in the industry,” Chrysler said. 

Previous power leaders were 
Cadillac with 210 horsepower and 
Lincoln with 205. Neither of these 
firms has yet announced 1954-model 
horsepower ratings, but they are 
expected to be up. 

To get more air into the Chrysler 
engine and use it more efficiently 





ee ct 


Inside of New V-8— 


The 235-horsepower power plant fea- 
tures a “hemispherical combustion cham- 
ber" (dome atop pistons). Six major 
engine modifications were made to hike 
the horsepower from the former 180. 

* * * 


for more power, the redesigned 
FirePower uses an enlarged, wide- 
open intake system and a free-flow- 
ing exhaust system. 

In the New Yorker FirePower 
V-8 engine, the brake horsepower 
has been increased from 180 to 195 
by enlarging the valve and port 
diameters. 

New Yorker Deluxe and Im- 
perial models have adopted six 


















Germany. 


The apparatus consists of an alcohol meter fitted to an electric cord 
that is attached to a car’s dashboard. Before the driver can start the 
car, he must breathe into the meter. 

If the alcoholic content of his breath is too high, the auto will not 
start. If the breath is only moderately alcoholic, the gadget will en- 
able the driver to proceed at a speed of not more than 35 miles an 


hour. 


This device is one of the 100 new inventions and numerous unusual 
automobiles that will be exhibited Feb. 20-28 at the second annual 


World Motor Sports Show in New 


Car’s Allergic to Drunks 
NEW YORK.—A device which prevents a person from driving if he 
is drunk has been invented by 


Alfons Siedenhans, of Munich, 


York’s Madison Square Garden. 


1. Four-barrel carburetor is said 
to enable the engine to inhale a 
greater charge of air at wide-open 
throttle conditions, 


2. Larger carburetor air cleaner | & 


provides more filter area and im- 
proves air flow, it is claimed. 

3. Intake manifold size is in- 
creased and secondary pair of 
risers added. 

4. Exhaust and intake valves and 
ports are larger. 

5. Exhaust manifold outlets have 
been enlarged. 


6. A dual exhaust system using] : 


two mufflers is said to reduce back 
pressure and to improve silencing. 
+ * x 


i. Chrysler exterior styling| > 


features a lightness of line be- 
ginning with the grilles formed of 
heavy chromed horizontal bars. 
Grille treatments vary for all 
models but retain a family re- 
semblance, 

The directional lamps are in 
the chrome frame below the 
headlamps. The lamp lenses fea- 
ture arrows set into the plastic 
lenses, 

The front and rear fender mold- 
ings and door moldings extend in 
a tapering spear more than half 
the car length. 

New stone shields have a swept- 
back curvature. 

* & > 


covers of light-reflecting design. 
Side nameplates of gold or chrome 
provide identification of all models. 

The “K” rear door outline intro- 
duced in 1953 is continued. Rear 
passenger visibility is said to be 
improved since the rear pillar no 
longer cuts down through the line 
of vision. 

The separate tail, backup and 
stoplights are combined into one 
large, vertical unit emphasizing 
maximum visibility. Thick bands 
of chrome that surround and 
hold lamp lenses do not block off 
light, it is claimed. 

All models have new deck lid 
crests and deck lid lifts. 

New fabrics and color coordina- 
|tion highlight the new interiors. 
Each body color has color-related 
| interior trim. The instrument panel 
|}and garnish moldings are painted 
to match the overall color scheme. 

* * * 


|g ‘*HRYSLER’S seats introduce 
“the bolstered seat design.” On 
the New Yorker Deluxe, for ex- 
ample, the bolster material is 
| medium-dark, contrasting with the 
pastel-shaded seat cloth. Dark welt 
strips outline the bolsters and form 
“box sections” on the seat back. 
Both front and rear seats on De- 
luxe models have reclining center 
arm rests. 

The instrument panel is de- 
signed for style, convenience, and 
safety. The large double-dial in- 
strument cluster has improved 
lighting. Continued use of foam 
rubber padding is said to be an 
aid to safety. Flush-type recessed 
knobs and controls are recessed. 
An inverted U-shaped housing 
forms the instrument cluster 
standing out from the rest of the 
panel and overhanging the cluster 
face to minimize reflections, The 
cluster face is of burnished 
aluminum. 

The conventional type gauges for 
oil pressure and amperes have been 
replaced by indicator lights. If 
either oil pressure or battery cur- 
rent should reach a low point, a 
red light flashes on the instrument 
panel. 

In the instruments, including the 
radio and clock, only the numerals, 
pointer and dial graduations glow. 
The rest of the panel is completely 
dark to ease eyestrain. 

+. * . 


penoved control, stability and 
riding comfort on turns is 
achieved, Chrysler said, with new 
high - roll- center front suspension 
which is said to reduce body lean 
on turns. 

Smoother operation at low speed 
is said to be obtained by newly- 








LL models feature new wheel]: 






New Yorker Deluxe Models— 


The 235-horsepower V-8, PowerFlite automatic transmission and power brakes are 
standard on all models in this series, all of which have a 125'-inch wheelbase. 





Safety, Visibility Emphasized— 


The double-dial instrument cluster of the 1954 Chrysler features edge-lighting, with 
numerals, pointers and dial graduations glowing brightly against a dark background. 
Flashing indicator lights warn of low oil pressure or low battery current. A foam- 
rubber safety pad, covered in pleated vinyl, is set off by burnished aluminum insets 
and recessed knobs. 





Interior of New Yorker Deluxe— 

Chrysler's “bolstered seat design,’ which forms the “box sections’ on the seat 
backs, is in dark material, contrasting with the light-shaded seat cloth. Both the front 
and rear seats have reclining center arm rests. 





Windsor Deluxe Becomes Price Leader— 

Chrysler has eliminated the Windsor series but will price the Windsor Deluxe models 
at approximately the same level. These models are powered by the six-cylinder, 119- 
horsepower Spitfire engine. 
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Dealers See Profit Periled 


Conn. Blasts Razzle-Dazzle Sales 


(Continued from Page 6) 


dealers, Moore suggested enlarg- 

ing the “dealer council” idea. 

Beside the problem of pro- 
duction and _ factory-dealer_ re- 
lations, Bell touched on a number 
of other projects in which NADA is 
active. 

The legal staff of NADA is work- 
ing on possible changes in the Taft- 
Hartley Act, he said, and NADA 
has pledged itself to “strenuously 
oppose” any proposals in the next 
Congress to keep excise tax levels 
at the present rates. 

The Connecticut dealers echoed 
this sentiment in another  reso- 
lution, 

The resolution requested Con- 
necticut’s congressional repre- 
sentatives “to seek a more 
equitable apportionment of the 
Federal excise tax to the end 
that automobiles and trucks shall 
be taxed on an equal basis with 
other manufactured products and 
not taxed as a luxury item.” 

Used cars also came under dis- 
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cussion. They got a pat on the back 
from Moore, who said “used cars 
brought the dealer into being” after 
factory salesrooms refused to be 
bothered with handling used cars. 
Moore said, however, that used cars 
also are “most responsible for 
breaking dealers.” 


But Howard B. Cates, Pottstown, 
Pa., came to their defense. In a 
speech entitled “Used Cars — A 
Business or a Problem,” Cates 
made the point that used cars are 
good business, if the dealer can get 
a fast turnover. - 

Highway problems came up dur- 
ing an address by Connecticut 
Highway Commissioner G. Albert 
Hill. 

“If we apply imagination,” Hill 
said, “we can increase the capac- 
ity of our highways without 
spending a penny.” 

He cited a Massachusetts law re- 
stricting trucking on Sunday as an 
ideal way to increase highway 
capacity during the heavy travel 
hours. The Massachusetts law bans 


interstate trucking between 8 a. m. 
and 8 p. m. on Sunday, and in intra- 
state 
Saturday to midnight Sunday. 


A business: session heard a report 
from President William E. Mason 
(Dodge-Plymouth), Stamford, who 
urged CATA to elect more of its 
members to the State Legislature, 
where they can work profitably for 
the automotive trade in Connecti- 
cut. 

Other resolutions adopted during 
the business session included com- 
mendations to NADA for engaging 
Bell, to Commissioner Hill and to 
Connecticut Motor Vehicle Com- 
missioner Charles F. Kelley. 

Also supported were resolutions 
urging members to return question- 
naires to NADA; a suggestion that 
all manufacturers bring out new 
models on a uniform date, prefer- 
ably in early fall; a_ resolution 


trucking from midnight 
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Connecticut Dealers Pick Leaders— 
Among officers elected at the convention of the Connecticut Automotive Trades 


Assn. were (from left) Carl R. Lane, West 


Hartford, executive vice-president; William 


E. Mason, Stamford, president, and Albert C. Hine, Hartford, first vice-president 


Other vice-presidents are Harry H. Brown 


jr, New Haven; Maurice F. Wagner, New 


Haven; Lester N. Gauvin, Hartford; Louis T. Dobey, Bridgeport; Floyd Magee, Water 


bury, and Roger J. Soulen, East Hartford. 


* * * 


favoring the passage of a bill to| ation urge all Connecticut dealers 


allow the State to collect tolls on 
highways constructed with Federal 
funds; a resolution that the associ- 


| 


to do everything possible to scrap 


unsafe, used cars, and see that they 
stay off the highways, and a reso- 
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Cleaner Air Oil-passing greatly reduced due to lack of 
high vacuum on suction stroke—again, the result of 
patented automatic inlet valves. Carbon formation prac- 


tically eliminated. 


Cooler Operation Cylinder head and block completely 
water-cooled. Valves are held open when compressor is 
idling to permit air at atmospheric pressure to pass in 


ADVANTAGES 


More Efficient Patented automatic in- 
let valves—built into cylinder head— 
permit full suction and compression 
sitoke to be utilized. Less power re- 
quired per cubic foot of air. 


and out to cool compressor. 


Simpler Installation Governor connected directly to cyl- 
inder head, eliminating use of remote control, fittings, etc. 


GO 


MIDLAND 





AND 





BIG MODEL 12— 
aC ame a eg 
System—provides 
ample air pres- 
sure and volume 
ei) ae od led 
air need. 






Those who know 


Power Brakes 


CHOOSE MIDLAND 


See your nearest Midland Distributor 


or write 


AND STOP 


SAFELY! 


THE MIDLAND STEEL PRODUCTS CO. 
3641 E. MILWAUKEE AVE. * 
Export Department: 38 Peal St., New York, N. Y. 


DETROIT 11, MICH. 


* * * 


lution urging that new franchises 
be granted only in areas where 
existing dealerships are to be re- 
placed or where a survey shows 
a proven sales potential by reason 
of clearcut population increases, 
and then only after due notice and 
consultation with existing 
franchised dealers in the areas af- 
fected. 

The business meeting ended 
with election of officers. Re- 
elected president was William E. 
Mason, and reelected vice-presi- 
dent was Albert C. Hines jr. 
(Pontiac), Hartford. 

Other vice-presidents are: Repre- 
senting new-car dealers, Harry H. 
Brown jr. (Cadillac - Oldsmobile), 
New Haven; finance, Lester 
Gauvain (GMAC), Hartford; 
maintenance, Maurice Wagner, 
(body shop), New Haven; jobbers, 
Louis T. Dobey, Bridgeport; used 
cars, Floyd Magee, Waterbury, and 
trucks, Roger J. Soulen (GMC), 
East Hartford. 

Executive board members _in- 
clude: Gerald J. Palmer, (Chrys- 
ler-Plymouth), Hartford; John L. 
Mazilauskas (Dodge - Plymouth), 
Naugatuck; Fred C. Noble, (Chrys- 
ler-Plymouth), Stamford; Peter 
Barberino (Pontiac), Wallingford; 
and John M,. Rehl (Pontiac), 
Bridgeport. 

Elected to fill two board vacan- 
cies were: F. Stanley Petersen, 
(Pontiac), New Haven, and Theo- 
dore C. Mallon (Chevrolet), Nor- 

wich. 





Allstate 


(Continued from Page 2) 


mittee of NADA filed an objection 
to Sears’ entering the auto 
business, 

| Dealer reaction ran all the way 
from “let’s sit back and see what 
happens” to “Kaiser will lose many 
dealers if he carries this program 
on—including me.” 

How the Allstate would be 
|serviced was one of the questions. 
|For the most part, Kaiser-Frazer 
dealers said they would turn down 
Allstate service business. 

Many dealers at the time 
thought that the additional cars 
sold by Sears might lessen pro- 
duction costs and make the 
Henry J less expensive. 

This was Sears’ second attempt 
at selling automobiles. In 1908, the 
company marketed a Sears Motor 
Buggy, but retired with reported 
losses of $20,000 in 1912. 


Super Motors Remodels 


Super Motors, Inc. (Hudson), 
Elkhart, Ind., is remodeling its dis- 
play room. 


PAY (4 


TIRES 


SELL YOUR BEST RURAL 
CUSTOMERS THROUGH 


Country 


in Automotive Advertising 
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Where Automotive Ownership 


Is Greatest 
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Road Revolution On, 
ATA Delegates Told 








Top sensation 
across the nation! 


(Continued from Page 2) 


Industry (ACT) declared that 
using trucks to haul mail on all 
routes up to 300 miles would save 
the Postoffice Department more 
than $100 million a year. 

ACT announced its program for 
an overall transportation policy for 
U. S. mails as its first major 
project. 

+ > 

HE statement was made public 

by Dave Beck, president of the 








For a Big Change 

in your future... 
join the 
Kaiser-Willys team! 


Kaiser’s great new $62 million 
expansion program opens 
the door to a glowing 3-D 
future for quality dealers 
under the super-powered 
Kaiser franchise— 

the fairest franchise 

in the field. So for a big 
change in your future, 

take a new look at Kaiser, 
the car with the big change. 
Write, wire or phone 
Kaiser-Willys Sales 

Division, Toledo, Ohio. 


©1953 Kaiser Motors Corp., Willow Run, Michigan 














Ww istory id paint cleaner. 
sree yn Ry eal. does aceoust 
30 days approval. 5 gals. (25 cars) $4.18 gal 


ZIPP-REME CHEMICAL CO. 
GREENSBURG, PA. 








IT'S ABOUT TIME 
A practical keyboard for the automobile 
dealer's office. This beautiful oak keyboard 
with blonde frame is just what you have been 
waiting for. Accommodates keys for all years 
including a miscellaneous and truck section. 
No lost keys, no more digging for the right 
key. Lasts a lifetime. Extra year plates in- 
cluded without extra cost. Mail coupon to- 
day! Only $11.95 plus postage. 





| vo: WILLIAMS ENGINEERING CO. 
| 2219 Lake Shore, Escanaba, Mich. 
| Mail Parcel Post (prepaid) 


l TINY cana estuks te pleihadaanieateemaniinciegdiniansiaitiaibis 
Address 
j ( ) Check enclosed 


| « ) C.0.D. 
| Distributor inquiries invited 













ACT. 

Beck predicted that trucks 
could move mail faster and more 
efficiently, save millions of 
dollars and achieve the Post- 
Office Department’s goal for full 
integration of the postal trans- 
portation system. 

The committee pointed out that 
while mail is delivered from Lon- 
don to New York overnight, many 
small towns in the U. S. only a few 
miles apart are four or five days 
apart by mail. 

oe * + 
ta Postoffice Department 

“hasn’t yet scratched the sur- 
face of what motor trucks can do 
to improve transportation of mail,” 
John C. Allen, assistant postmaster 
in charge of transportation, told 
the delegates. 

Current Postoffice studies point 
to a greater utilization of trucks 
and planes in postal service, he 
said. Those studies, he said, are 
intended to find the transporta- 
tion media which can do the best 
and most economical job. 
Postmaster General Arthur E. 
Summerfield told the delegates that 
shifting mail assignments between 
trains, trucks and planes will con- 
tinue. 

Summerfield took a prominent 
part in convention ceremonies in- 
volving issuance of the special 
stamp commemorating the first 50 
years of the American trucking 
industry. 

It was estimated that the record 
of 623,000 sales of first-day covers 
was broken by the sale of truck- 
commemorative covers at the con- 
vention. 

Beck, who also appeared as a 
convention speaker, slapped at anti- 
labor laws. He warned that legisla- 
tion such as the Taft-Hartley Law 
may drive labor into concerted po- 
litical action, although he said he 
hoped such a step could be avoided. 
Beck also said he was opposed to 
union “feather-bedding.” 

oe ed x 

S A PRELUDE to the con- 

vention, Gordon E. Dean, re- 
tired chairman of the Atomic 
Energy Commission, addressed 1,- 
000 businessmen at a_ luncheon 
sponsored by the Los Angeles 
Chamber of Commerce. 

In discussing atomic energy, he 
warned that Russia must be 
made to understand that the 
western world will use every 
means at its disposal to check 
any Russian aggression. 


AFL Teamsters and chairman of|*® 





Turning to applications of atomic} 
energy, Dean said he felt that 
atomic-powered autos are out of| 
the question, “probably . forever.” | 
The heavy shields, plus the amount 
of nuclear fuel needed to make a 
reactor operate, are the major) 
obstacles, he said. 

*~ x * 

He then paid special tribute 

to trucks and trailers. Thanks 
to them, he said, “there are com- 
munities with local markets wher- 
ever roads intersect; and merchan- 
dise 60 or 160 miles from the city 
is just as appealing as that in the 
center of the city.” 

“Whatever the growing pains,” 
he said, “let’s not forget that 
motor transport is here to stay.” 
Dean is a director of Fruehauf 

Trailer Co. and a vice-president of 
Lehman Brothers, an investment 





banking firm. 
+ * * 
N THE convention kickoff ad- 
dress, John L. McCaffrey, presi- 
dent of International Harvester Co., 
predicted that 1954 will find sales- 
men “back in the saddle.” 

“There isn’t a thing in the 
United States that is wrong with 
anyone financially, company or 
otherwise,” he said. “We’ve got 
money, we’ve got credit and 
we’ve got needs for everything. 
“The only thing that we haven’t 
revived is salesmen and it’s your 


job and it’s my job... to see what 
kind of a sales organization we’ve 
got.” 


Convention attendance was esti- 
mated at a record-breaking 3,500. 
Next year’s convention will be held 
at New York’s Waldorf-Astoria. 


Detroit's United Foundation Torch Drive 


Detroit Ford Dealers Pitch In— 





was richer by $67,656 last week when the 


city's Ford dealers surpassed their 1952 contribution by 10 percent. Chairman Jerry 
Bielfield (center) accepts pledges from Lew Brown (left), Floyd Rice and Roy O'Brien. 


Thirty-seven dealers participated. 





N. Y. Dealers Rip Makers 





Association Charges that Overproduction Leads 


To ‘Vicious’ 


ALBANY. — Certain auto makers 
have been encouraging “bonus-day” 
sales and other “new and vicious” 
merchandising gimmicks, directors 
of the New York State Automobile 
Dealers Assn. charged last week. 

In a resolution, the directors 
blamed an eruption of unsound 
selling practices on overproduc- 
tion and factory determination to 
unload an oversupply of cars at 
the expense of dealers. 

The long and sharply worded 
resolution was directed to NADA, 
appealing to the national organiza- 
tion to “immediately concentrate” 
on the problem of eliminating price- 
cutting sales and convincing facto- 
ries that production “must be real- 


Miami Association 
Seeks Local Rates 
For Advertising 


MIAMI.—Ad@dvertising problems 
were discussed at the October meet- 
ing of the Miami Automobile Deal- 
ers Assn., particularly the efforts of 
authorized dealers to obtain the 
local rather than national rate for 
new-car advertising. 

Frankie Watts, of Waco Motors, 
submitted a list of cities where that 
goal has been achieved. President 
Bob McGahey named a committee 
to study the problem. 

State and national convention 
problems also were aired. Miami 
expects to send a large delegation 
to the state meeting at Daytona 
Beach Oct. 25-27, and it will play 
host to the national convention in 
January. 

J.H. McDonald, of Atlanta, Plym- 
outh regional manager, and P. T. 
Ransom, of Sarasota, south Florida 
regional manager, were guests at 
the meeting. They came to Miami 
to work out details for Plymouth’s 
exhibit at the national convention. 

John F, Zeder, chairman of the 
state convention committee, urged 
dealers to go to Daytona, stressing 
the special clinics to be held for 
new and used-car salesmen. 


Dresslar-White Closes 


Dresslar-White Co. (Chevrolet), 
32-year-old Nashville dealership, is 
being liquidated. O. W. Dresslar 
and J. Clark White, partners, han- 
dled Ford and Willys before switch- 
ing to Chevrolet in 1932. Both have 
served as directors and regional 
vice - president of the Tennessee 
Automotive Assn. 


Sales Tactics 


istically geared to consumer de- 
mand, and not dictated by factory 
desires to excel.” 


Some factories have “attempted 
to evade responsibility for their 
actions by giving lip service to the 
cause of their dealers,” the resolu- 
tion charged. 

But a commendation was made 
in the same resolution to “those 
certain automobile manufacturers 
who have already faced the pres- 
ent automobile market situation 
with honesty and realism and 
have, accordingly, curtailed pro- 
duction to coincide with consumer 
demand.” 


The resolution climaxed a two- 
day meeting of 79 directors and 
members’ of 10 committees, called 
ito plan the association’s 1953 - 54 
| program. 
| The first draft of a resolution on 
| factory-dealer relations was turned 
;}down by the board of directors on 
the grounds that it failed to reflect 
the seriousness of the situation and 
did not fully express the 2,100- 
member group’s concern over the 
problem. 


A special committee, representing 
dealers handling all makes of cars, 
was appointed and ordered to re- 
draft the resolution in accordance 
with the feelings of the board. 

The resolution then was adopted 
unanimously in its more vigorous 
form, and it was ordered that copies 
be sent to all automobile manufac- 
turers and to all association mem- 
bers, as well as to NADA. 


Optional Features 
In High Demand 
By Olds Buyers 


LANSING.—Euthusiastic accept- 
ance by customers of optional 
equipment is one of the highlights 
of the 1953 selling season, J. F. 
Wolfram, general manager of Olds- 
mobile, said last week. 

Fifty-four percent of the buyers 
of 1953 Oldsmobiles since the first 
of the year have ordered power 
|brakes, he said, while 52 percent 
have chosen tinted glass; 40 per- 
cent, power steering, and 30 per- 
cent, Autronic-Eye headlight 
control. 

“At their present rates of accept- 
ance, power brakes and power 
steering are approaching the auto- 
matic transmission in their swift 
climb to favor amcng motorists,” 
said Wolfram. 

















RED, GREEN, BLUE, 
GRAY PLAIDS 


exciting addition to the 
Con- 
vertible Tops! Dealers from coast 
to coast are making big extra profits 
by featuring ARO KILTY, available 
in a variety of intriguing plaids. 


Tops for all models, 1928 to now. 


ARO STORM KING © ARO DE LUXE 
ARO REGAL © ARO ARISTOCRAT 


A 
ARO family of replacement 





ARO Plastic PROTECT-A-TOP 
A heavy duty plastic cover that 
provides real protection against sleet, 
snow, rain, sun, dirt, soot and 
puddie splashing . . . a money- 
maker at a reasonable price. 


Write or wire for money making deal 


ARO TOP SALES CO. 


1089 Commonwealth Ave., Boston, Mass. 


World’s Largest and Oldest Makers 
of Replacement Convertible Tops 





Stocks of ARO Products are 
carried by leading WHOLESALE 
TRIM JOBBERS, including 


ABELES-LEWIT CO., Inc. 

310 W. 68th St., New York City 
AUTO TRUNK DISTRIBUTORS, Inc. 
1133 Atlantic Ave., Brooklyn 
EDWIN A. BECK CO. 

373 Halsey St., Newark, N. J. 
1615 So. Wabash Ave., Chicago 
BOETHING & LINDSEY 

1223 So. Hope St., Los Angeles 
KEYSTON BROS. 

755 Mission St., San Francisco 
2021 Amador St., Fresno 
LINDSEY & HALL 

1036 So. Hope St., Los Angeles 
SAVARESE FABRICS. Inc. 

2513 14th St., N.W., Washington D. C. 
SCOVEL & SONS CO. 

1133 Post St., San Francisco 
TEXAS TRIM, Inc. 

2208 Liveoak St., at Pearl, Dallas 


ARO TOPS 


are made exclusively of 


HAARTZ FABRICS 


—the unequalled fabric used for 
90% of new car equipment 





The Perfect Gift 


It's New — Different 
For FORD, OLDSMOBILE, 
CADILLAC and PACKARD 
DEALERS 


For Holiday delivery, order before 
Nov. 15th 


QUICK-OUT — Pat. 164057 


A scientifically designed ash tray of vitre- 
ous china, decorated with authentic re- 
production of an early car of Your Make 
in colors. Dealer Name in gold if desired. 
Gift boxed. A $1.50 retail value. Sample 
and prices if requested by official on 
firm letterhead. 


WAGAR INDUSTRIES 


4495 W. 210 St., Cleveland 26, O. 
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STOC-THK-(T 


inforced metal 
eyelets — Hang 
s from either 
in- 
4 ation. 
TAGS & RINGS 
a2 PRICED AT 
1 oeeeee $17.00 
500. 7. . * * * 8.75 
250...... 4.50 


Enclose Check with Order. 
Shipments Prepaid. 
Free Used Cer Systems & Aids 
Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 
Ste. “A”, Box 1037, Cleveland 2, Ohic 


9 SYSTEMS 
TO CHOOSE FROM! 


! 


disappearing heavy duty—4” 
(for trucks and buses). 


9. Overhead heavy duty—4” 
(tor eoks end tasked. 


Write for our new Illustrated catalog. 


“The World's Finest Exhaust System" 


ENGWALD CORPORATION 
357 Lafayette Ave., Brooklyn, N. Y. 





SWOOSH IT ON WINDSHIELDS 
— COUNT 10- 


FROST DISAPPEARS 


Now in’ its second year of success. In 
plastic squeeze flask at new low retail 
price—$1.00. ‘Refills sell at 60c each. 
Also in gallon containers with plastic dis- 
penser for garages and service stations. 


ORDER NOW FROM YOUR JOBBER 





LAS-STIK MFG. CO., HAMILTON, O. 


If jobber can't supply, order direct 
from factory. 





The Price, Plastic, Petrol Story... 
London Show Accents 


Small-Car Demand 


By Arthur E. Jones 
Staff Correspondent 

LONDON. — Record’ crowds were 
attracted by the display of more 
than 30 new models at the Inter- 
national Motor Show here, which 
was opened by the Duke of Edin- 
burgh. 

On the first day, there were 
more than 1,000 visitors from 
abroad, Though most of the 
interest was concentrated upon 
the new British cars, there were 
big crowds at the stands of the 
U. S. auto manufacturers. 

This was the first postwar show 
in London where there were no 
controls on the sale or buying of 
cars. It exemplified the tremendous 
change that has come over the 
market from the stage, just three 
years ago, where British manu- 
facturers were talking in terms of 
taking 20 years to meet the demand 
for their cars, such was the length 
of customer waiting lists. Now the 
car firms are trying once more to 
win customers. 

With petrol prices high, the 
main competition has switched to 
the small-car market here. Ford 
rocked the market with the last- 
minute introduction of a 30- 
horsepower Ford Popular at a 
price of $825. A tax of $345 is 
added to all sales in Britain. 
This is the cheapest car on the 

British market today, and has been 
designed as a two-door sedan— 
similar to the old Anglia model. 
Ford says it already is turning out 
the new model at the rate of 250 a 
day. 

Also in the new Ford line were 
a new Anglia and a new Prefect, 
both with four-cylinder engines de- 
veloping 36 horsepower. Both are 
designed on the same lines as the 
Consul and Zephyr Six. In a higher- 
priced line, Ford brought out a 
Zephyr Zodiac, with basic price at 
$1,800. 

In the small-car market, too, 
was the Austin A30, which has 
been redesigned and priced at 
$1,000 plus tax. The model has an 
overhead-valve engine developing 
30 horsepower. Also among the 
small cars was the Standard 
Eight, selling at $20 more, and 
the Morris Minor. 

Crowds kept the cars almost out 
of sight. 

There seems to be no doubt that 
1953 will go down in British auto 
history as the year that the battle 
reopened for the “baby” car 
market. 

Price is also becoming more im- 
portant in the higher-price 
brackets. Many firms showed 
models that have been on the high- 
ways some time, but with lower 
price tags. 

For example, Austin had the 
Princess models marked down 
better than $300. Rootes Group 
knocked off $180 from the Humber 
Super Snipe, $90 from the Humber | 
Hawk and $120 off the Sunbeam- | 
Talbot 90. 

These price reductions are also 
aimed at the export markets, where 
competition for British cars is be- 
coming keener. Britain still must 
sell most of its output abroad, and 
many firms are tackling the 
problem either by bringing down 
prices, or by offering new models 
in the luxury and sports class. 

A couple of late surprises came 
into the “catch the export 


New Day 
Date for Brand Names Event 


Put Off to Apr. 28 


NEW YORK. — A new date has 
been selected for Brand Names 
Day, according to Henry E. Abt, 
president of Brand Names Foun- 
dation, Inc. It is Apr. 28. 

The annual conference originally 
was set for the second week in 
April. Abt said the change was 
made to avoid conflict with retail- 
ing and business activities planned 
during Easter week. 

The 1953 Brand Name Retailers- 
of-the-Year awards will be pre- 
sented to 125 of the country’s out- 
standing retailers on Brand Names 
Day at a dinner in the Waldorf- 
Astoria Hotel. 


market” class. One is the new 
Singer SMX, an open four-seater 
for export only. An outstanding 
feature of this model is its polyes- 
ter resin bodywork, reinforced by 
fiber glass. 

Another model bringing plastics 
into bodywork is the Jowett Jupiter 
R4 sports, in which laminated 
plastic has been extensively used 
to give lightness to the car. It sells 
at $1,635. 

Jowett had to stop production on 
its Javelin model because it could 
not obtain supplies of sheet steel 
for bodies and other metal work. 
The company now has turned to 
plastics, Other smaller auto firms 
may be forced to take similar 
action soon. 

The sports-car market in the 
United States is a lucrative one for 
the British industry, and another 
new model shown which the maker 
hopes will do good business comes 
from the Austin-Nuffield group, the 
MG Magnette. This MG sedan has 
a 1%-liter engine developing 60 
horsepower. Lifting the bonnet 
means raising the radiator grille 
with this model, which is priced at 
$1,935. 

A new version of the MG Midget 
—the TF Midget—also was dis- 
played. Engine output has been in- 
creased to 57.5 horsepower by rais- 
ing the compression ratio and using 
twin carburetors. Larger valves are 
fitted to cut out valve bounce at 
high speeds. Price is $1,650. 

Among the American-built cars 
shown, plenty of attention was 
attracted by Ford’s X-100 “Car 
of Tomorrow.” Large crowds 
were fascinated by the car’s 
numerous gadgets, and they ap- 
preciated the chance of seeing 
some of the U. S. products even 
though few have any hope of 
owning them. 

Spectators seemed impressed 
with the Studebaker stand. Right- 
hand drive was installed in some 
of the models to give added interest 
for the British visitor. 

All U. S. makers were repre- 
sented at the show, and, consider- 
ing that the American display was 
almost entirely for prestige, it can 
be said the U. S. manufacturers did 
well to present such a good cross- 


section of the industry with the! 


latest models. 


Some business was done by over- | 


seas representatives able to import 
American cars. On the first day 
of the show, there were buyers 
from more than 60 countries at- 
tending. 








Introducing Two New British Fords— 


Two new models are being introduced by Ford Motor Co., Ltd., of Dagenham 
England. The Prefect (above), is expected by March, and the new Anglia (below), is 
scheduled to arrive in this country about Dec. 15 of this year. Both are light cars, 
seating four persons. The Anglia weighs 1,618 pounds and the Prefect weighs 1,670 


Both wheelbases are 87 inches. Each car 


and a 10-cubic-foot luggage compartment. 


has an engine developing 36 horsepower 





Milwaukee Dealers Score 
Misleading Advertising 


MILWAUKEE.—The board of di- trick 
rectors of the Milwaukee County | aways. 


Automobile Dealers Assn, has 
adopted a resolution condemning 
all dealer advertising that offers 
overallowances, cash _ discounts, 





Drouth Cuts Travel 


In East, AAA Says 
WASHINGTON.—The nation- 
wide drouth is hitting recrea- 
tional travel, on the eve of the 
hunting season, the American 
Automobile Assn, reports. 
Tinder-dry conditions have 
caused Connecticut to close all its 
state forests and several wood- 
lands in Virginia have also been 
put off limits to hunters, hikers 
and campers. Hunters are already 
barred from national forests. 








How Italian Maker Is Turning Ford Coupes 


Cisitalia-Ford Coming 


Into Sports Cars with Aluminum Bodies 


(Continued from Page 2) 


(The engine and frame modifica- 
tions Ford can do as well and 
less expensively in the states.) 

The Cis-Ford is much lower and 
also shorter, due to the reduced 
overhangs both at front and rear. 
In its new form, the Cis-Ford looks 
more compact, and in the lines of 
the coupe body (the only body type 
to be made) smoother and much 
faster. 

This comes from the very low 
height of the hood behind the oval- 
shaped radiator grille (the grille 
has chrome rods mounted to form 
diamonds). The thin posts at the 
curved one-piece windshield are 
very narrow and at the driver’s 
side rather than in front of him. 

* 7 * 
HE two-color models are hand- 
made from aluminum sheets. 
The body, which weighs 500 pounds 
less than the standard Ford coupe 
body, has two large doors, with 
wide-vent windows. The rear win- 
dow is of the wrap-around type, 
offering excellent view to the rear. 

Italian-made tail and brake lights 
in one chromed cover also house 
the bulb for the directional signal. 
License plate light is mounted on 
the trunk lid. 

Interesting is the complete ab- 
sence of chromium at the body’s 
side; only the hood is decorated 


with a tiny ornament surrounding 
the functional air intake to the 
two carburetors. 

The interior is of the luxury 
class. Two-tone leather upholstery 
is used over Italian-type race- 
car-style seats, offering three per- 
sons easy place on the front 
bench. 

Turning over the split backrest 
to the front, three more passengers 
can crowd into the rear seats, with 
only little leg room offered. The 
driver’s place is dominated by an 
Italian racing-type steering wheel, 
made of wood-rimmed aluminum 
plates. Two large instruments with 
magnifying-glass covers house the 
standard Ford gauges, though with 
newly designed indicator-scales. 





Auto Stocks 
Oct. Oct 








28 21, mgt Lew 
Chrysler 66% 66% 96% 638% 
GM 59% 58% 69% 535% 
Hudson 10% 10% 17 9% 
Kaiser 3 3 5% 3 
Nash 17% 18 2534 16% 
Packard 4% 4% 634 a 
Stude. 24% 24 438%, 21% 
Average 26.49 26.46 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 





sales schemes and “give- 

The resolution also was highly 
critical of some factories, which 
were described as more interested 

in producing a “maximum 
volume of cars rather than in the 
welfare and continued reputable 
position of their dealers and the 
public good.” 

Dealers who violated the 
Standards of Accurate Automobile 
Advertising, previously adopted by 
the association and the Milwaukee 
Better Business Bureau, also were 
depreciated. 

Predicting possible dire results to 
the auto industry, the resolution 
censured such wild advertising, 
“since it represents to the public, 
even if not true in fact, that sales 
are made willingly at a financial 
loss to the automobile dealer; and 
such advertising is thus, in princi- 
ple if not in practice, a violation of 
the Wisconsin statutes defining 
loss-leader and tiein gifts as un- 
fair trade practices.” 

The board indicated that it 
recognized the important function 

of competition, but then added 
that current blitz-sale advertising 
created unfair competition and 
thus tended to result in deceptive 
dealer practices, confusing the 
buying public and misleading the 
unwary. 

Concluding the resolution was a 
request that “all manufacturers of 
automobiles discourage rather than 
encourage advertising that might 
be deceptive, misleading or unfair 
to the public, or economically un- 
sound for its franchised repre- 
sentatives.” 





Ford Announces 
4 Appointments 


DEARBORN. —S. W. Ostrander, 
Ford Motor Co. vice-president and 
group executive, has announced the 
appointment of J. K. Sutherland as 
his special assistant. Sutherland 
had been general manager of 
Ford’s steel division since 1945. 

K. D. Cassidy, formerly general 
manager of the manufacturing 
services division, succeeds Suther- 
land. 

Other appointments were G. O. 
Keutgen as executive assistant to 
the steel division’s new general 
manager, and K. E. Scott, formerly 
controller of the manufacturing 
services division, as general man- 
ager succeeding Cassidy. Keutgen 
formerly was assistant to the 
manufacturing vice-president. 
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New-Car Poll Tops Output Estimates. . . 





3,673,000 Plan to Buy in °54 


(Continued from Page 1) 


wheels and engines. They were 
second to independent shops on 
body work and to service stations 
on oil changes and lubrication. 

As usual, the dealer’s role in re- 
placement and service varied with 
the age of the car. On new and 
year-old cars, dealers took care of 
42 percent of replacements — oil 
filter cartridge, spark plugs, bat- 
teries, mufflers, carburetors. 

On 1951 cars, they got 34 per- 
cent of the business; 1950, 25 per- 
cent; 1949, 23 percent; 1948, 18 
percent; 1947, 17 percent, 1946, 15 
percent and prewar, 10 percent. 

On repairs and service, dealers 
had 51 percent of the business on 
‘53 cars. By years this declined to 
32, 28, 25, 20, 16, 15, 11 and 8 per- 
cent. 

With regard to new-car demand, 


comparison with past Crowell-| 


Collier surveys is interesting. In 
1947, the survey indicated a demand 
for 9,000,000 cars in 1947 and 1948 
from car-owning families alone. At 
that time, buyers were looking for 
prices to decline. (They went up a 
good bit instead.) 
~ + * 
1. 1951 Crowell-Collier survey 
indicated there would be 1,828,- 
600 car prospects in June-Decem- 
ber, 1951; 4,147,800 in 1952 and 2,- 
408,400 expected to buy in 1953. 

Prospects in the 1953 survey were 
divided by income groups in this 
manner: In under $2,000—3 per- 
cent; $2,000 to $3,000—10 percent; 
$3,000 to $5,000—44 percent; $5,000 
to $7,500—24 percent, and $7,500 or 
more—19 percent. 

Of the car-owning families, 10.9 
percent own two cars, .9 percent 
own three cars and .1 percent own 
four or more cars. 

Eight percent of the multi-car 











| COVERED WAGON TOP 





FOR STAKE TRUCKS 


@ EASY TO INSTALL 
@ EASY TO HANDLE 
@ FULL CARGO PROTECTION 


® Steel tubing framework consists 
of bows and slats across top— 
ruggedly constructed — remov- 
able for crane loading. 


@ Heavy duty canvas top is both waterproof and mildewproof. 
| @ Roll-up split curtain in rear with heavy duty zipper in center for 


easy loading. 


®@ Unbreakable glass window behind cab for clear vision. 
When ordering, give make of truck, width, length and height preferred. 


D&M TRUCK TOP CO. 


MANUFACTURERS OF TOPS FOR PICK-UPS AND STAKE TRUCKS 


12186 PETOSKEY AVE. 


= ante 





DETROIT 4, MICH. 


___ TELEPHONES: WEBSTER 3-1613 or VERMONT 8-2535 __ 








AMAZING 
VALUE 


Here is an amaz 


for this item, delivered 


postpaid. 
We also pack this in 100 ib. bales. Approx. 2,500 
yds. at $65, delivered. Will ship bales open account 


to rated concerns. 


American Sanitary Wiping 


7 MARKET STREET 


PATERSON, N. J. 


| CHEESE CLOTH 


FOR POLISHING CARS 


buy in cheesecloth for polishing 
and waxing cars. 125 yds. of gauze cut to size of 
about 1'/. yds. ready to use. Send check for $5.50 


Cloth Co. 





We handle all grades of wiping cloths — Inquiries Invited 











SALES UP! WHITE DISTRIBUTOR 
IN BILLINGS, MONTANA, EXPANDS 






7,000 sq. ft. of shop space 
and expanded parts depart- 
ment means more White busi- 
ness in Billings. 


One of the White 3000's in 
operation in the Billings area. 


BILLINGS—Now White has the 
finest truck headquarters in 
the “Midland Empire” servin 
Montana, ree Idaho an 
North Dakota! Billings White 
Truck Co. has a new home and 
business is good! 

General Manager Ed Ahlquist 
reports two-shift service opera- 
tions to handle increased transient 





business. Truck sales are up, too! 

“The White Franchise is 
the best in the industry,” Mr. 
Ahiquist reports, “because it’s 
geared right to today’s needs 
and truck operators know and 
appreciate it.” 

It’s the same story from coast 
to coast of White Leadership... 
in action! 


THE WHITE MOTOR COMPANY « Cleveland 1, Ohio 


families are in the under $2,000- 
a-year group, 9 percent in $2,000- 
$3,000; 8 in $3,000-$5,000; 13 in $5,- 
000-$7,500, and 31 in the $7,500 or 
more group. 

Prospects said they were at- 
tracted by economy, 51.5 percent; 
performance, 37.7 percent; appear- 
ance, 24.5 percent; construction, 
22.9 percent; comfort, 19.8 percent; 
reputation, 15.2 percent; depend- 
ability, 10.6 percent; special 
features, like automatic trans- 
mission, power steering, etc., 6.5 
percent; safety, 3.8 percent, and 
other, 5.2 percent. 

* * 7 

7_ oo group mentioning economy 

was broken down into 30.5 per- 
cent mentioning low operating cost, 
10.4 good gas mileage, 7.5 percent 
low purchase price, 6.8 low upkeep, 
5.7 repairs inexpensive, easy to do, 
5.4 resale value, 3.6 best buy for 
money, 1.6 doesn’t use much oil. 

Under performance, 13.6 said the 
car was easy to drive, 9.2 made 
general reference to performance, 
8.4 good, well-built motor, 4.2 ac- 
celeration, fast pick-up, 3.3 lots of 
horsepower, 2.8 roadability, 1.8 fast 


Obituaries 


Clyde Guschewsky 
And H.E. Majer, 
NADA Directors 


WASHINGTON.—Two NADA di- 
rectors, Clyde F. Guschewsky, of 
Wyoming, and H. Ernest Majer, of 
Washington State, died last week. 

Mr. Guschewsky, 55, died at his 
home in Lander. Mr. Majer, 61, 
died in Spokane. 

A dealer since 1936, Mr. Gus- 
chewsky owned Fremont Motor 
Co. (Ford-Mercury) in Lander. He 
became an NADA director in 1951, 
and last year was chairman of 
NADA’s auditing committee. He 
had planned to retire as director 
at the expiration of his term in 
January. 

Mr. Guschewsky was president 
of the Wyoming Automobile 
Dealers Assn. in 1950, and was the 
first president of his local dealer 
group. He had been associated with 
the automotive industry since 1914, 
and for 11 years taught auto me- 
chanics in a vocational school. 

Mr. Majer, who opened his Ford 
dealership in Spokane in 1923, had 
been an NADA member for 21 
years. A director since 1951, he also 
had served on NADA’s business 
management committee and last 





year was a member of the con-| 


vention committee. 


He was president of the Wash-| 


ington State Automobile Dealers 
Assn. for two years and president 
of the Spokane association for five 


years. 
* * x 


George Emory, Bride 
Killed in Pa. Collision 


ERIE, Pa.—George B. Emory, 39, | 


Ford dealer in nearby Girard; his 
wife, and a sister-in-law, Mrs. 
Joseph J. Frampton, were killed 
Oct. 23 in a headon auto collision. 

The Emorys, who were married 
Sept. 19, had returned from a 
Hawaiian honeymoon only a few 
days prior to the crash. 

Before moving to Girard, Emory 


was the owner of a dealership in 


Youngstown, O. 
x * * 
James T. Pace 


OVERTON, Tex. — James T. Pace, 
Overton auto dealer, died Oct. 


57, 
12 after a 


heart attack. He was a native of Salado, 


Tex. 
* * * 


Clem Heinz 

LA GRANGE, Ill.—Clem Heinz, 49, Ford 
dealer and NADA area chairman, died of a 
heart attack Oct. 22 as he was leaving his 
home to go to his office. Mr. Heinz had 
been active in affairs of the Chicago Auto- 
mobile Trade Assn, 
* * * 


James M, Buckley 

LOUISVILLE.—James M. Buckley, 66, 
partner in the auto sales firm of Calvert & 
Buckley for the past 25 years, died Oct. 25. 
Mr. Buckley had been City Commissioner, 
served 30 years on the City Council and 
was mayor of Maysville for four years. 

* Ok + 


J. H. Held 
KENYON, Minn.—J. H. Held, 65, as- 
sociated for many years with his father in 
the Held Chevrolet dealership, died here 
after suffering a heart attack. Held also 
was village treasurer and former village 
clerk, 








on the road, 13 easy to park, 1 
steers well. 

Under appearance, 24 percent 
said they liked the lines, design, 
8 percent said they like the in- 
terior, and .6 percent liked the 
finish, or color schemes. 

On construction, 10.2 percent said 
the car stands up well, 6.4 percent 
said the construction is good, 5.7 
percent said they liked the heavier 
construction and 2 percent said it’s 
a small car. 

At the time of the survey, 7 per- 
cent of the owners had 1953 models, 
10 percent 1952, 14 percent 1951, 17 
percent 1950, 12 percent 1949, 8 per- 
cent 1948, 7 percent 1947, 4 percent 
1946, 2 percent 1942, 7 percent 1941 


and 15 percent 1940 or earlier. 
* * * 


NEW section in this year’s 
survey, which was conducted by 
William R. Simmons & Associates 
Research, Inc., is on the adequacy 
of highways. Sixty-nine percent of 
the car owners feel that the roads 


Sames Changes Name 


Austin Hemphill who last May 
took over Sames Motors (Ford), 
Alice, Tex., has changed the name 
of the firm to Austin Hemphill 
Motors, and has appointed Bob 
Clarkson as sales manager. 





HEILOADER 


HYDRAULIC TRUCK TAILGATES 


49 


and highways in the areas in which 
they live are inadequate. This feel- 
ing is strongest among those living 
in or near large cities. 

Widening of highways is the need 
mentioned by most drivers. 


Americans are willing to accept 
the idea that taxes of some kind 
are necessary to pay for highway 
improvements, according to the 
survey. Twenty-three percent sug- 
gested gasoline taxes; 17 percent, 
state tax or state funds; 14 percent, 
better use of present taxes; 10 per- 
cent, a general tax or income tax, 
and 9 percent, an auto tax or 
license fee. 

Exclusive ownership of cars 
bought new is 65 percent among 
families with incomes of $7,500 
or more, 57 percent among fami- 
lies with incomes between $5,000 
and $7,500, 46 percent among 
families with incomes of $3,000 to 
$5,000, 28 percent among families 
with incomes of $2,000 to $3,000, 
and 20 percent among families 
with incomes under $2,000. 

The average car-owning home 
contains 1.7 drivers—1.1 male and 
.6 female. Among multi-car families 
the average number of drivers goes 
up to 2.4 compared with 1.6 in 
single car families. 


CUT DELIVERY 


COSTS UP 


| Loading and unloading time cut 


to seconds 


{7 One man alone can handle 


loads up to 2000-Ibs. 


\ Merchandise damage claims re- 


duced 


\)@ Personnel injuries from lifting 


are eliminated. 
j@ Fully automatic closing 


Jj TRUCKS CAN MAKE MORE DE- 


LIVERIES PER DAY 


MORE actual hauling minutes 
and miles for each truck per day! 
That’s the result of time saved with 
Heiloader Elevating Tailgates on 
your trucks. There’s no waiting 
for additional help at loading or 
delivery points. Bulky freight can 
be loaded-or unloaded quickly at 
any location. The Heiloader does 
all the work, quickly and safely. 

Customers appreciate speedier 
. You will like the 
increased business and lower de- 
livery costs made possible by 
Heiloaders. Find out how Heiload- 
ers pay for themselves in a short 
time. Write today for details or 
see your nearest Heil body and 


deliveries . . 


hoist distributor. 










EHEILco 


Dept. 59113, 3059 W. MONTANA ST. . 
Factories: Milwaukee, Wis. —Hillside, N. J. 

Sales Offices: New York, Union, N. J., Washington, D. C., Atlanta, 

Cleveland, Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, 

Los Angeles, Seattle; Rio de Janeiro, Brazil. 


1a?) 


Simply pushing the lever lowers 
or raises the heavy load safely. 
Torsion spring control stops gate 
instantly if lever is released. 
Gate locks at floor level with 
dual safety latches. The simple 


hydraulic mechanism requires 


only one cylinder for all oper- 





Heiloader stops and locks auto- 
matically at any elevation for 
leading or unloading at dock, 
curb or ground level. Safety 
valve prevents raising or lower- 
ing if overloaded ond accidental 
closing of loaded gate. Heiloader 
fits all standard trucks. 





MILWAUKEE 1, WIS. 


BH.13 
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But Profit Is Only Half of 750... 





GM’s 9-Month Sales 
Top Any Full Year 


(Continued from Page 1) 


represented about 18 percent of all| were equivalent to $1.31 per share. 


GM sales this year. 


N=®= sales in the third quarter of 
1953 amounted to $2,490 million 
and net income totaled $140 million, 
or 5.6 percent of sales. 

These earnings are after pro- 
vision of $242 million for U. S. and 
foreign income and excess-profits 
taxes in the third quarter. Earn- 
ings on common stock, after de- 
duction of dividends on the pre- 
ferred stocks, were equivalent to 
$1.57 per share. 

In 1952, net income for the third 
quarter was $118 million on net 
sales of $1,695 million, Provision 
for taxes totaled $171 million. 
Earnings on the common stock 


Dammann Widow 
Chairman of Bear; 


Day Is President 


ROCK ISLAND, Ill.—Directors of 
Bear Mfg. Co. have elected Mrs. 
Will Dammann as chairman of the 
board. 

Victor B. Day, former executive 
vice-president, was elected presi- 
dent to fill the vacancy created by 
the death of Mr. Dammann, and 
Lewis B. Arp was elected vice- 
president. 

Day, a native of Davenport, Ia., 
joined Bear as assistant to the 
president in 1936. He was elected 
secretary-treasurer in 1939 and ex- 
ecutive vice-president in 1947. 

Arp, also a native of Davenport, 
started with Bear in 1925 as a 
shipping clerk. He assumed re- 


sponsibility for production in 1933 
and took on the additional duties 
of purchasing agent in 1944. He was 
elected to the board in 1941 and 
became general manager in 1951. 


coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 


Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com- 
partments — 12 Ox. Serviee Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 





POSITIVE REAR DOOR 


_ SAFETY LOCKS 


$1.57 
Per PAIR 


REMOVE 
HANOLE— ; 
INSTALL SAFETY IE 


100% EFFECTIVE—Cannot Fail 
Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear Doors 
are Always Locked From Inside, but 
can be opened from outside as usual. 
No Mechanical Changes To Make. 
Handle can be replaced if desired. No 
Delicate Parts to Break and Cause 
Failure. Mounted on Attractive Dis- 
play Card. 

This New Design HOUSER’S 
SAFETY DOOR LOCK No. 302 and 
No. 304 will fit more than 95% of all 
cars built in U. S. A. 

IMMEDIATE DELIVERY 

If your jobber cannot furnish order 
direct. Write today for free catalog of 
over 200 HOUSER service items. 


HOUSER a or 


DAT mir 





For the first nine months of 1952, 
net income was $387 million on net 
sales of $5,564 million. Provision for 
taxes totaled $729 million. Earnings 
on the common stock were equiva- 
lent to $4.32 per share. 

Unit sales of U. S, and Cana- 
dian-built vehicles in the third 
quarter of 1953 were 84 percent 
above the like period last year 
and about 15 percent below the 
alltime record for quarterly sales 
set in the second quarter of 1953. 
Unit sales for the first nine 
months were 62 percent above 
1952 and closely approached the 
peak volume of the first nine 
months of 1950. 


The report noted that third- 
quarter production, both in 1953 
and 1952, was affected by unusual 
circumstances. Last year the steel 
strikes severely restricted output. 


This year GM production was af- 
fected by the Aug. 12 fire that de- 
stroyed the manufacturing plant 
of the Detroit transmission division 
at Livonia, Mich, This plant was 
the source of Hydra-Matic trans- 
missions for the Pontiac, Oldsmo- 
bile and Cadillac divisions, GMC 
Truck & Coach and several other 
car manufacturers. 


It is believed that perhaps the 
biggest effects of the Livonia fire 
are not fully reflected in the nine- 
month report, and that the impact 
on dollar sales and net income will 
appear strongest in the fourth 
quarter. 


The report observed that for 
each $1 of net income in the first 
nine months of 1953, GM set aside 
$2.56 for U. S. and foreign income 
and excess-profits taxes, state and 
local taxes, and social security 
taxes. 


Sales of civilian and defense 
products by GM in the third 
quarter and the first nine months 
of 1953 and 1952 compared as 
follows: ‘ 


In the third quarter of 1953, 
civilian sales totaled $2,034 


million, and defense sales, $456 
million, for a total of $2,490 
million, For the same period of 

1952, civilian sales were $1,348 
million and defense sales $347 
million, for a total of $1,695 
million. 

Nine-month sales for 1953 were: 
Civilian, $6,533 million, and defense, 
$1,398 million; total, $7,931 million. 
In the 1952 period, sales were: 
Civilian, $4,538, and defense, $1,026, 
for a total of $5,564. 

Net working capital last Sept, 30 
totaled $1,388 million, compared 
with $1,191 million on Dec. 31, 1952, 
and $1,281 million on Sept. 30, 1952. 


Sligh to Address 


Science, Industry 


Dinner Thursday 


DETROIT. — The Seventh Na- 
tional Men of Science and Industry 
Dinner will be held here Thursday 
(Nov. 5) at the Sheraton-Cadillac 
Hotel. Charles R. Sligh jr., presi- 
dent of the National Assn. of Manu- 
facturers will be the speaker. 


Among guests of honor will be 
Charles F, Kettering, of General 
Motors; Dr, Alan T, Waterman, 
president of the National Science 
Foundation; Sir Hubert Wilkins, of 
the Department of Defense; Allen 
B. Crow, president of the Eco- 
nomic Club of Detroit; Col. M. C. 
Demler, vice-commander of the 
Wright Air Development Center; 
James J. Nance, president of Pack- 





ard; John S. Coleman, president of | 


Burroughs Adding Machine Co.; Dr. 
George Rieveschl jr., 


& Co., and Dr. William F. Waldeck, 
director of research and develop- 
ment for Wyandotte Chemicals. 


Some 40 companies as well as| 


more than 40 independent scientific 
laboratories will participate. Some 
of the companies are Chrysler, 
Ford, GM, Packard, Shell Oil, Dow 
Chemical, Ethyl Corp., Interna- 
tional Nickel, American Steel and 
Wire, Bendix Aviation, Briggs Mfg., 
Bohn Aluminum, Detroit Controls, 
Detroit Edison, Rockwell Spring, 
Giffels & Vallet, Houdaille-Hershey, 
Owens-Corning Fiberglas, Wolver- 
ine, and Minnesota Mining & Mfg. 

The American Council of Com- 
mercial Laboratories, sponsor of 
the dinner, is an association of 63 
independent scientific laboratories 
which serve industry and govern- 
ment. 





Chassis, Front-End Business 
Is Sold by Sealed Power 


MUSKEGON, Mich. — Sealed | 


Power Corp., Muskegon, has sold 
the front-end and chassis parts 
phase of its business to Moog In- 
dustries, Inc., St. Louis. 

The transaction, effective imme- 
diately, as part of an expansion pro- 


gram by both companies. Sealed | 





Car Exports Slip 
To 3.1 Percent 
In Nine Months 


DETROIT.—Despite higher pro- 
duction, U. S. car makers in the 
first three quarters exported only 
3.10 percent of their output, com- 
pared with 4.34 percent in the cor- 
responding period of last year, the 
Automobile Manufacturers Assn. 
reported last week. 


AMA estimated that 149,916 cars 
were shipped abroad through Sep- 
tember of this year, out of a factory 
sales total of 4,827,449. The figures 
for last year were 131,574 cars ex- 
ported out of a total of 3,024,892. 


Only 2 percent of factory sales 
in September were to foreign mar- 
kets, compared with 2.41 percent in 
August and 2.99 percent in Septem- 
ber, 1952, AMA said. 


Truck exports for the first nine 
months totaled 102,844 units, or 11.35 
percent of factory sales numbering 
941,879. Last year 122,277 trucks 
were exported, or 14.37 percent of 
the total of 850,406. 

Trucks sent abroad in September 
represented 11.35 percent of factory 
sales, as against 11.39 percent in 
August and 11.56 percent in Sep- 
tember, 1952. 








Power will continue its piston ring, 
piston, cylinder sleeve, valve and 
water pump lines, streamlining its 
operation by specializing in these 
engine parts. Moog will concentrate 
the major part of its expanding 
production facilities on chassis 
parts. 

Terms of the sale provide for 
Moog to take over Sealed Power’s 
entire inventory of king bolts, 
shackles, tie rod ends and coil- 
action parts Jan. 1. Sealed Power’s 
jobber distributors handling these 
items will now be served by Moog. 

In a joint announcement made 
by H. P. Moog, president of Moog, 
and Paul C. Johnson, Sealed Power 
president, it was said that motor 
and chassis replacement parts are 
becoming increasingly important, 
and that today they lead all others 
in automotive jobbers’ total sales 
volume, 

The anouncement explained that 
because of the difference in the 
marketing of each line, it was be- 
lieved that a separate source of 
supply for each was in the best 
interests of the distributor. 

As an “under-the-chassis” parts 
specialist, Moog says it now offers 
a stronger and broader line and will 
back it with an expanded merchan- 
dising staff and vigorous promotion. 

The streamlining of Sealed Pow- 
er’s activities will enable the com- 
pany to concentrate its engineering, 
service and merchandising efforts 
on engine parts, which have been 
the backbone of its operation since 
1911, 


Hogue Named Manager 


R. W. Hogue has been appointed 
sales manager of Bland - Willis 
Cadillac Co., Houston. 


director of | 
chemical research for Parke, Davis | 











Fohrman Gets Packard Deal in Chicago— 


Benjamin Fohrman (seated, right), auto dealer who has been in business in Chicago 
for 42 years, has opened Fohrman-Packard, Ltd., at 2700 W. Madison St. Seated 
beside him is C. F. Sylvester, regional manager. Standing (from left), are Fohrman's 
three sons, Sherwood, Edward and Sidney, and M. A. Saunders, zone manager. 





DETROIT. — The average auto 
dealer is still in a strong economic 
position, Packard has concluded 
from a survey of U. S. market 
growth since 1940. 

Packard bases its conclusion on 
the fact that there has been an 
increase of only 13.6 percent in 
the number of dealers during 
that period, while the potential 
market, or number of house- 
holds, has climbed 31 percent. 
Other aspects of the Packard 

survey show that the auto dealer, 
in relation to his neighboring 
merchants, in other lines, has had 
to suffer far less from increasing 
competition. In other durable- 
goods lines, for example, the 
number of furniture retailers has 
increased 46 percent and appliance 
outlets have gained 65 percent in 
number. 

Auto dealers, however, have en- 
joyed a greater increase in dollar 
sales volume per dealer than other 
principal retailers of durable goods. 

In comparing estimated figures 
for 1953 to sales in 1939, the 
survey found dollar sales per auto 
dealer were up 260 percent, while 
furniture dealers’ sales were up 
198 percent and appliance dealers’ 
sales up 200 percent. 

The auto is playing a larger role 
in consumer spending, too, the 
survey found. Total personal in- 
come is 262 percent greater than it 
was in 1940. Total retail sales have 
climbed 252 percent, But new-car 
sales, dollarwise, have increased 283 
percent. 

More cars are being sold on a 
per-family basis in 1953. In 1940, 
new cars were sold at the rate of 
one for every 10.3 families. In 1953, 
according to the survey, a new car 
is sold for every 8.3 families. That, 
coupled, with the 31 percent over- 
all increase in families, explains the 
dealers’ healthy position. 

Each dealer in 1953 has more 
households as potential buying 
units than eyer before. In 1940, 
there were 88 households for 
every dealer. Now, there are 102, 
and it is estimated that by 1955, 
the number will be 106. Saleswise, 
the average dealer sold 86 cars 





Monsanto Reduces Prices 


On 5 Isocyanate Grades 


ST. LOUIS.—Price reductions 
ranging up to almost 50 percent 
and affecting five different grades 
of isocyanates were announced last 
week by Tom K. Smith jr., general 
sales manager of Monsanto Chem- 
ical Co.’s phosphate division. 


Truckload prices were reduced 
as follows: Tolylene di isocyanate 
distilled, from $3.90 per pound to $2; 
tolylene di isocyanate concentrated 
undistilled, from $2 per pound to 
$1.05; isocyanate di p-p’ diphenyl 
methane concentrated crude, from 
$3.90 per pound to $3.45; isocyanate 
di p-p’ diphenyl methane dilute 
crude, from $1.90 per pound to $1.85, 
and isocyanate di p-p’ diphenyl 
methane purified, from $4.40 per 
pound to $4.15. 


Comparison for Dealers 


Packard Survey Cites Booming Growth 
In Business, Potential Buyers 





| in 1940, but will sell 122 by the 
| end of 1953, 

In summarizing results of the 
survey, Packard indicated that 
Packard dealers may expect a pro- 
| portionately larger slice of the auto 
| market. 

With a 29 percent increase in 
anticipated car sales per dealer, it 
says, there is a planned increase of 
only 11 percent in Packard dealers, 
compared to planned increases of 
as high as 72 percent for com- 
petitive makes. 


Nine-Month Sales 
Of Ford Dealers 
Top All of 52 


DEARBORN. — Americans pur- 
chased more Ford cars in the first 
nine months of 1953 than during 
all of 1952, L. W. Smead, general 
sales manager of the Ford division, 
announced last week. 

Through September, he said, Ford 
dealers sold 815,198 cars, compared 
with a 1952 total of 747,839. 

The same was true of Ford 
trucks, Smead said. A total of 202,- 
236 trucks was sold during the first 
nine months, he said, compared 
with 191,671 during all of 1952. 

“Nationally, the current daily rate 
of sales of new Ford cars and 
trucks is continuing at a level un- 
equaled since the early 1930s,” 
Smead said, “and Ford dealers re- 
port that they also sold more used 
cars and trucks during the first 
nine months of this year than dur- 
ing all of last year.” 





Lot for Cool Chevrolet 


Cool Chevrolet has opened a 
used-car lot at 1709 East Ave., 
Rochester, N. Y. 


PARTS MEN 


FULL-PART TIME SALES 
EARN $100.00 - $200.00 


weekly in spare time selling 
complete line of bolts, nuts and 
automotive clips for large Chi- 


cago distributor. Write Box 


AN-490. 
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PASSENGER CARS 


(U. S, PRODUCTION ONLY) 





Car, Truck Output Estimates 
By Automotive News 




















Week Week dan, 1 Jan. 1 
Ended Same Ended Total to to 
Oct. 31, Week, Oct. 24, Oct., Nov. 1, Oct. 31, 
1953 1952 1953* 1953 1952* 1953* 
CHRYSLER. ............0000000 27; 467 22,081 27,572 112,464 725,463 1,072,527 
2,868 3,918 12,201 92,189 137,656 
2,324 2,063 6,623 74,641 107,035 
6,532 5,980 25,914 195,169 259,904 
10,357 15,611 67,726 363,464 567,932 
29,260 38,895 190,635 799,088 1,316,638 
23,177 30,691 153,840 622,406 1,010,792 
ay. couture -eueienes 26,580 35,165 
ee 8,100\5, 5,808 8,204 36,795 150,102 270,681 
GENERAL MOTORS .. 51,178 50,583 +=53,317 226,662 1,530,062 2,502,079 
TL <ciinviveplevuveusbnbicnvurnens 9,000 7,778 9,958 41,478 273,008 454,069 
IIIS xis cisrttctcecsuserssteaes 1,800 2,340 1,731 6,646 84,739 89,298 
Chevrolet. .................... 30,000: 26,870 30,598 132,872 743,435 1,310,955 
Oldsmobile .................... 3,178, 5,840 3,486 14,393 193,922 285,296 
Ce ee 7,2006 17,705 7,544 31,273 234,868 362,461 
KAISER MOTORS ...... 502 3,824 529 2,460 106,262 60,158 
SIE --achbstuassrbsadiavasveccies neces MEE Scenttonae vache 59,550 19,562 
NI: Tideieevensesdssaseiciivruse 502 1,742 529 2,460 46,712 40,596 
EINE, Saspuvessesssvisesveuis sttnaaian che dae: “wegen PR  -sscusseseem 
REEL sxshnducisiiersasscccsesee MUD .csaxsivintas 884 3,997 64,681 67,401 
I dal atin caasuculavonscnvenveeioh 2,114 4,432 1,857 7,608 120,363 118,379 
IED ~ soutshosscveiviveusone soiuienine en --ectsenads = Suceelea 48,580 73,497 
STUDEBAKER .............. 2,800 6,143 505 8,550 133,142 163,431 
Total Cars, U. S. ........123,557 117,250 123,559 552,376 3,529,132 5,374,110 
*Revised - : 4 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 
Ended Same Ended Total to to 
Oct. 31, Week, Oct. 24, Oct., Nov. 1, Oct. 31, 
1953 1952 1953* 1953 1952* 1953* 
CHEVROLET ...... 200 10,034 919 15,049 264,188 308,690 
II ch rs sss Gotcnsn gcd aenchestadine .-aasaeueneeiae ciiectas (comes ane... senile 
DIAMOND T ................... 150 97 147 654 6,667 6,913 
a. ae 81 39 80 272 2,520 2,596 
DODGE ..... 2,230 4,057 2,225 9,098 136,666 88,112 
FEDERAL ....................... 55 25 61 204 1,354 1,896 
SERS Ee reer 7,425 6,744 8,688 36,545 184,403 272,002 
ee cciactiacsertl 135 2,538 972 4,447 95,371 96,150 
100 2,849 8,504 107,314 104,356 
269 170 797 8,794 9,829 
348 301 1,328 14,472 13,565 
ee: aches 512 48,466 31,347 
93 314 1,139 10,169 12,352 
2,694 2,129 9,066 88,435 74,139 
331 250 1,058 12,393 12,179 
Total Trucks, U. S. .. 13,409 28,799 19,105 88,673 981,420 1,034,126 
Total Cars, Trucks 
REE cia hanusisieutivceaeien 136,966 146,049 142,664 641,049 4,510,552 6,408,236 
Total Cars, Trucks 
IID: ciicincesatcccvtnazacamedon 8,140 8,661 7,466 34,948 $317,980 433,826 
Grand Total 


Cars and Trucks 
U. S. and Canada 


anes 145,106 154,710 


150,130 675,997 4,828,532 6,842,062 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: All U. 8S. 


totals include cars and trucks for military orders. 





Truck Production Dips 
To Five-Month Low 


(Continued from Page 1) 


to maintain production schedules, 
the company said. 

While Ford division last week 
worked only 10 of its 16 plants 
on Saturday, it managed to turn 
out its millionth car of 1953. It 
now has to produce only 176,400 
cars in the next nine weeks of 
this year to break its postwar 
record of 1,187,120 cars set in 
1950. But that still is far short 
of the 1,817,891 built in 1923. 
Plymouth has to produce only 

53,000 more cars to crack its record 
of 621,013 built in 1951, while Chev- 
rolet needs 210,000 to top its 1950 
mark of 1,520,583. 
* * * 

At THEIR present rates of pro- 

duction, Plymouth would sur- 
pass its mark within four weeks, 
Ford in six weeks and Chevrolet 
in seven weeks. 

However, Chevrolet has 
scheduled reduced output before 
new models roll, so its record 





may not be topped. 
be Built so far this year in U. S. 


THE EXTRA-COMFORT 
IN THE NATION'S 


is 





plants were 5,374,110 cars and 1,- 
034,126 trucks, in contrast with out- 
put in the comparable 1952 period 
of 3,529,132 cars and 981,420 trucks. 
Last year was lower because of a 
two-month-long steel strike and 
Government production controls. 
a 7 x 


OTES: Plymouth last week con- 
tinued to schedule overtime .. . 
Chrysler division, which had 
worked six days for two weeks, last 
week dropped Saturday work ... 
Dodge remains the only Chrysler 
Corp. division on one shift . . 
The Canadian auto industry last 
week surpassed the alltime pro- 
duction mark of 432,711 vehicles 
built in 1952. So far this year Cana- 
dian plants have turned out 433,826 
cars and trucks ... Willys and 
Divco begin week-long inventory 
operations today (Nov. 2) ... Near- 
ly 7,000 employes of GM of Canada 
plants in Oshawa will be laid off in 
the next few weeks for model 
changeovers, 


SEAT CUSHIONING 
LEADING CARS 


HOOPER 


‘ HER B 
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But Dealers Feel Squeeze... 





New-Car Sales Figures Hold Up 


(Continued from Page 2) 
improved profit prospects with ’54 
lines. Distress sales of '53s are the 
order of the day. 

Some industry observers believe 
the wave of pessimism engulfing 
dealers may be premature, if not 
unwarranted. Taking a long-range 
view, they say that the auto 
market has at last come to its day 
of reckoning after seven abnormal 
years. 

* * * 
_— present period of hysteria, 

they add, has only hastened a 
period of readjustment which was 
bound to come eventually. By its 
very nature, they believe, any 
hysteria cannot last long. 

On these grounds, they say, 
some settling down can be ex- 
pected shortly after all new 
models are introduced. A “sur- 
vival of the fittest” process is ex- 
pected to extend through much of 
1954, weeding out those dealers 
not suited to highly competitive 
existence. 

The final effect, they believe, will 
be to get the strongest dealers back 
onto sound ground, serving a con- 
tinuing healthy market. 

The market at its present stage, 
however, is the dealers’ prime con- 
cern, They are nearly unanimous 
in complaining about its deterio- 
rated condition. 

an * * 

T’S HIGHLY confused,” one 

dealer in the northwest said. 
“And it’s all our own fault. Crazy 
ads have made the public scared.” 

A New England dealer re- 
ported: “In my 38 years in the 
auto business I have never seen 
anything like present conditions. 





Sales Organization 
Consolidated by 


Maremont Firms 


CHICAGO. — Sales forces of the 
replacement divisions of Maremont 
Automotive Products Co., Inc., Ac- 
curate Parts Mfg. Co., and Re- 
placement Unit Companies, have 
been combined into a single, unified 
sales group, according to Charles 
Klaus, sales vice-president for 
Maremont. 

The consolidation, involved re- 
alignment of territorial boundaries, 
increasing the sales force to 42 
men, and the appointment of two 
divisional sales managers. 

K. W. Maxwell continues as 
northeastern divisional sales man- 
ager, with headquarters in New 
York, and J. F. Flanagan remains 
as midwestern divisional sales man- 
ager, with headquarters at the 
Chicago office of Maremont. 

J. L. Woodhead has been pro- 
moted from district manager of 
the company’s Atlanta territory to 
southeastern divisional sales man- 
ager and will continue to make his 
headquarters in Atlanta. J. Drew 
Ehrhardt, formerly Maremont dis- 
trict manager in St. Louis, was 
promoted to western divisional 
sales manager with headquarters 
in St. Louis. 

Accurate Parts, Cleveland, and 
the Replacement Unit, of Ohio, 
Missouri, and California, are wholly 
owned subsidiaries of Maremont. 


Loewy 


(Continued from Page 6) 

over his foreign colleagues. Only 
a very few cramped, delicate, hard- 
riding and overpriced European 
sports cars, in Loewy’s opinion, 
have managed to achieve the racy 
appearance so much admired by 
sports car fans. 

In America, he said, it will be 
a different story. Thanks to the 

collaboration of research and 

manufacturing engineers, the 
body stylist will design, in ad- 
dition to the present type of cars, 

@ mass-produced, roomy, top- 

quality auto that will have all the 
fleetness and roadability of the 

European sports job, plus rugged- 
ness and comfort at a price that 
the mass market will be able 
to afford. 

Safety, he added, will gain by it, 
the aesthetically-minded customer 
will be pleased, and new reasons 
will exist for more families to own 
a@ second car. 


The market is demoralized—little 
buying.” 

Another, in the south, said the 
market has “stagnated,” and is un- 
affected by advertising programs 
and price cuts. 

“Altogether it is a mess,” another 
said. 

* * 


a 

J, graded dealers cite overpro- 

duction on the part of factories 

as one of the causes of present 

merchandising difficulties. They 

also attack factory sales methods. 

One veteran dealer in the Great 
Plains area said: 

“Currently, our most serious 

criticism of factory policies is the 


factory’s insistence on the dealers 
bailing them out on their over- 
stock of ’53 models and entirely 
at the dealer’s expense, 

“In the mad rush for volume, 
they overestimated. They now want 
the dealers to sell their excess cars 
in a saturated market—straight 
sales at little or no profit, and 
trades which load up the dealer’s 
used-car inventory with potential 
losses, not entirely visible, perhaps, 
but losses just the same. 

“Most of us pay for our own 
mistakes, but the auto factories do 
not regard this rule as applicable to 
them,” he declared. 











SALESMEN 


IT'S NEW! IT'S DYNAMIC! IT'S HOT! 


“HIDDEN TREASURE FOR AUTOMOBILE SALESMEN" 


This Pocket Size 64 Page Book Is a "Must" for You. 
Gives you simple, practical methods of finding prospects and selling them! It shows you— 


HOW TO: 


Prospect by Telephone 5. oo Your Sales Efforts 
Prospect Cold Canvass 6. 
Prospect with Owners Activ 
Sell the Walk-ins 7. increase Your Earnings 
These endo, grovel attiet anetie’ Gen Guanes & Spee Se 
dealers are tremendously important NOW to every salesman and dealer. 
TO INSURE PROMPT DELIVERY — ORDER TODAY 
CHISHOLM SYSTEMS, Box 1352, Palo Alto, Calif. 
Please rush _.._ copies “Hidden Treasure for Automobile Salesmen” 


at $1.00 each. Cash[] Check[] Money back if not completely satisfied. 


pepe 


eee 
Please Print 


NOW! 


DELIVERY COSTS 


Does All Operations — OPEN, 
CLOSE—LIFT, LOWER with only 
ONE CYLINDER 


A powerful freight elevator on the back of 
your truck that lifts or lowers Any kind of load 
Faster in perfect safety to operator and mer- 
chandise. Now Anthony Lift Gates do Ai 
operations faster by eliminating extra time- 
consuming operations. Uses only ONE cylin- 
der and ONE control lever. 


New Brochure shows HOW 
—you can cut your trucking 
costs up to 50%. Send for 
your copy today—no obliga- 
tion. 






























4 MORE 
WAYS TO 





STOP 
MERCHANDISE 
DAMAGE 


SPEED UP 
LOADING 





UNLOAD 
FASTER 


CUT STANDING 
palais 





ANTHONY 
COMPANY 


STREATOR, ILL. © DEPT. 5F 


Patd. & Pats. Pend. 
U.S. and Foreign 





ANTHONY THE WAY TO MAKE TIME PAY 


LIFT <2 GATES 
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A Class in Spray Painting— 


AUTOMOTIVE NEWS, NOVEMBER 2, 1953 








The DeVilbiss Co. is conducting a free school in Toledo primarily for personnel 


interested in learning how to operate and service spray painting equipment. Curtis | 
R. Pipes is supervisor of the training program. 


Difficult to Compare with ’53 T 





Prices Are Realigned 
For 1954 Chryslers 


(Continued from Page 1) 


transmission, for which Chrysler 
says it found little demand last 
season. Of the cars produced from 
Jan. 1 through September, accord- 
ing to the division, only 1.8 percent, 
or in the neighborhood of 2,200, 
carried manual transmissions. 


Thus, prices reflecting such a 
buyer preference would be $2,- 
708.25 for a 1953 Windsor club 
coupe with a _ semi-automatic 
Fluid - Torque transmission, and 
$2,729.50 for a 1954 Windsor De- 
luxe club coupe with PowerFlite. 
For a difference of $21.25, the ’54 
buyer will get a fully automatic 
transmission, plus styling 
features of the Windsor Deluxe 
series. 

On most eight-cylinder models 
cash savings can be shown, 


For example, the 1954 New 
Yorker four-door sedan is priced at 
$3,228.75, including PowerFlite. A 
New Yorker four-door was obtain- 
able last season at $3,184.50 with 
Fluid-Matic as standard equipment, 
but with Fluid-Torque it was $3,- 
324.25, or $95.50 more than the cur- 
rent model. 

- * ” 


LONG with its new prices, 

Chrysler announced that power 
brakes would be available as 
optional equipment at $36.55 on 
those six-cylinder models which 
previously did not carry them. 


Power brakes are standard 
equipment on the Windsor De- 
luxe eight-passenger sedan and 
Town & Country station wagon, 
and on all eight-cylinder models 
except the Crown Imperial, which 
has disc brakes. 


Power steering, at $177.35, is un- 
changed from last season. The unit 
is standard on the Crown Imperial 
and available on all other models 
except the Windsor Deluxe with 
manual transmission. 

e * * 


FOLLOWING is a list of Chrys- 


ler’s advertised - delivered prices 
for 1954, along with basic 1953 


prices: 
WINDSOR 

Model 1954 1953 
4-door sedan .... None $2,492.25(a) 
S-pass. sedan ... None 3,433.00 (a) 
Club coupe ..... None 2,471.75 (a) 
Station wagon .. None 3,288.75 (a) 

WINDSOR DELUXE 
4-door sedan ... .$2,562.00(b) $2,721.00(c) 
S-pass. sedan ... 3,492.25(b) None 
Club coupe ..... 2,540.50(b) None 
Newport ........ 2,830.75(b)  3,025.25(¢) 
Convertible ..... 3,045.75(b)  3,246.75(¢) 
Station wagon .. 3,321.00(b) None 
NEW YORKER 

4-door sedan . .. .$3,228.75(d) $3,184.50(e) 
S-pass. sedan ... 4,368.00(d)  4,369.00(e) 
Club coupe ..... 3,202.00(d)  3,155.50(e) 
Newport ........ 3,503.00(d) 3,522.00(e) 
Station wagon .. 4,024.25(d) 3,932.75(e) 


NEW YORKER DELUXE 


4-door sedan . .. .$3,433.00(d) $3,327.50(e) 
Club coupe ..... 3,406.25(d)  3,298.50(e) 
Newport .... - 3,707.25(d)  3,687.75(e) 
Convertible ..... 3,938.25(d)  3,980.00(e) 
CUSTOM IMPERIAL 
4-door sedan .. .$4,259.50(d) $4,259.50(d) 
Limousine ...... 4,797 .00(d) 4,797.00(d) 
Newport ....... 4,560.25(d)  4,560.25(d) 
CROWN IMPERIAL 
4-door sedan .... (ft) $6,921.50(d) 
Limousine ...... (f) 7,043.75 (d) 
(®) Manual transmission. Fiuld - Matic 


was optional at $130.10 and Fluid-Torque 
at $236.50. 

(b) Manual transmission. PowerFlite 
optional at $189. 

(c) Fluid-Matic was standard equipment. 
Fluid-Torque was optional at $106.40. 

(d) PowerFlite carried as standard 
equipment. 

(e) Fluid-Matic was standard equipment. 
Fluid-Torque was optional at $139.75. 

(f) Price to be announced later. 
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HELP WANTED 


Excellent Opportunity For 
Automobile Finance Man 


If you are between 25 and 35, with about 
five years experience in outside and 
internal collections and credits, there's an 
exceptional opportunity open for you with 
a strong, aggressive regional southern 
finance company. The man we want is 
probably a branch manager or assistant. 
He must be thoroughly capable and ex- 
perienced in selling and servicing without 
recourse automobile finance paper. He 
should be eager to get ahead and have 
an instinctive dislike for red tape. This 
opening is in the $10,000 and up bracket, 
with a future limited only by your own 
capacity for growth. If you think you are 
this man, write in full detail. Your letter 
will be confidential. Our personnel know 
we are running this advertisement. 


3164, 


Address Box 
c/o Automotive News, Detroit 26. 





SALESMEN. Wonderful opportunity for 
ambitious men selling ‘‘precision Fit’’ 
seat covers to new car dealers. Beautiful, 
attractive line. Fabric seat covers offer 
very liberal commissions, steady income. 
Write for information, stating quali- 
fications. Fabric Mfg. Co., Inc., 205 
Thomas St., Newark, N. J. 


SERVICE MANAGER for Buick dealership 
(one of largest—established 30 years) in 
big midwestern city. Real opportunity for 
right man. Write fully. Replies kept con- 
fidential. Box 3122, c/o Automotive News, 
Detroit 26. 


SALES MANAGER—Experienced, exclusive 
Oldsmobile in Florida's largest west coast 
city. Prefer man under 45 with GM ex- 
perience. Box 3153, c/o Automotive 
News, Detroit 26. 

EXPERIENCED CHRYSLER product me- 
chanic over thirty for winter job on 
Florida Gulf coast. Box 3163, c/o Auto- 
motive News, Detroit 26. 


NATIONAL AUTOMOTIVE equipment and 
chemical manufacturer has a few choice, 
protected territories open for manufac- 
turer’s representatives. Outstanding auto- 
motive chemical line (not polishes). Ex- 
cellent opportunity for aggressive sales- 
men. Write full resume. Box 3143, c/o 
Automotive News, Detroit 26. 











EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 


answer! 


AUTOMOTIVE NEWS 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all 
to California. RATES: TWENTY CENTS (20c) 


le at eb a 


automotive industry from Maine 


PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 


10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


UT Melt ie time hae sD ee be 


Add One Dollar 


($1) per insertion for 


use of a box number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


day received. Display ads: $11.20 per column inch, per 


OF PUBLICATION DATE. 


insertion. 


CLOSING: 


SIX DAYS IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





HELP WANTED 





POSITION WANTED 


DEALERSHIPS AVAILABLE | 








A MIAMI, FLORIDA “Big 3’’ dealership 
is looking for a young man in his thirties 
who can really produce car and truck 
sales by keeping salesmen plugging on 
a daily basis. This man should have 
scientific experience in all dynamic auto- 
mobile sales techniques; who can begin 
where all previous volume operators have 
stopped. We do not believe we can hire 
this type of man, because he is already 
profitably employed, unless he needs to 
make a locality change due to climatic 
conditions, We are not interested in a 
man who wants a big salary but one 
who can make his income unlimited by 
the daily production of volume sales with 
profits. Reply to P. O. Box 983, North 
Miami, Fla 





SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with top-rated national concerns for men 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, 
INC. 
7 W. Madison, 


Room 500-K, Chicago 2, Ill. 





EXPORT MANAGER. New York city ex- 
port firm, rated AAA-1, wants man 
capable of establishing and taking charge 
of new department, exporting automotive 
parts. Write Box 3140, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER for large GM dealer- 
ship in southern city. Must have thorough 
knowledge of all phases of service opera- 
tion including control systems; good cus- 
tomer reception; customer follow - up; 
body shop operation; personnel problems. 
In reply, give age, experience and family 
status. Box 3141, c/o Automotive News, 
Detroit 26. 


SALES MANAGER—One of the twin city’s 
largest Ford dealers. Volume merchan- 
diser. Send complete history and refer- 
ences. Must be experienced. Pay plan 
commensurate with job done. Box 3142, 
c/o Automotive News, Detroit 26. 





POSITION WANTED 


el ’ ) 





SALES MANAGER or general manager. 
No. 1 producer in three state areas, early 
thirties, college graduate. Successful 
Chrysler and General Motors’ sales 
management experience, Extensive direct 
sales experience. Making profitable pro- 
ducers out of new salesmen is my special- 
ty. 500 unit per year minimum. Southeast 
preferred. Box 3156, c/o Automotive 
News, Detroit 26. 


MANAGER—GENERAL. Several years’ ex- 
perience of management in Chrysler, 
Chevrolet and International lines. Can 
build and manage entire organization. Am 
a large volume with good profit man. 
Prefer location in south. Am fully quali- 
fied and will consider sales manager or 
truck manager. Write Box 3157, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER with ‘‘Big Three’ 
experience, handling 1,000 car deal. Have 
had all phases factory and retail ex- 
perience. Presently employed but desire 
change for excellent reasons. Have been 
approved for own deal but lack necessary 
capital. Married and prefer midwest. Box 
3158, c/o Automotive News, Detroit 26. 


TRANSPORTATION MAN, 15 years’ gener- 
al carrier and industrial traffic ex- 
perience; graduate Traffic Management 
and Transportation Law courses; licensed 
I.C.C. practioner; student Materials 
Management course. Detroit area. Phone 
Luzon 2-4798 Detroit or write Box 3154, 
c/o Automotive News, Detroit 26. 


GENERAL OR SALES MANAGER, college 
trained business administration, sixteen 
years’ executive automotive factory sales, 
three years retail, five years long range 
personnel, interested also in automotive 
aftermarket national, regional or territo- 
rial, Lots of drive, volume and profit 
minded, good health. Salary and in- 
centive. Box 3145, c/o Automotive News, 
Detroit 26. 











COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS' READERS 
Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suogest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 






























ARE YOU THIS DEALER? 


Somewhere in these fine United States is 
a dealer who lives in a small town where 
there are hills, lakes and streams and 
where the pressures of modern business 
are forgotten. 


If you are this dealer and if you have a 


need for a highly successful young man, 
age 36, to shoulder your responsibilities 
capably and offer the opportunity to be- 
come a part owner of your dealership, 
please write for full particulars. 


All replies will be acknowledged. 


Box 3165, c/o Automotive News, 
Detroit 26. 





TOP PRODUCER READY for sales man- 
ager position! Could you use a man who 
has sold 38 cars every month this year? 
Since joining my present employer, his 
used car sales have doubled last year’s 
sales every month. How? By completely 
reorganizing the used car department; by 
taking the advertising and putting such 
life into it that the whole town is talk- 
ing! If you expect a profit in 1954, you 
need to organize for it right now! Your 
big problem is to move those used cars. 
Get a man who knows used cars thor- 
oughly, who knows advertising, who 
knows how to organize a sales force into 
a go-getting avalanche. Now making 
$11,000 per year. Employer approves this 
ad, is set on present sales manager. Will 
not work for company that opens on 
Sunday, Excellent education, solid 
grounding in auto business except serv- 
— Jay Green, P. O. Box 551, Lexington, 

y. 


NEW OR USED CAR MANAGER, Use to 
very large operation, 2,500 car franchise. 
Experience as used car manager and 
closer for seven years. Furnish best of 
references. Prefer employment in Detroit 
area. Box 3124, c/o Automotive News, 
Detroit 26. 


perience with General Motors and Ford 
dealers. Have personally held all po- 
sitions in retail operations, in large and 
small dealerships. Presently employed as 
general manager of 1,000 car franchise. 
Seeking similar position with volume 
dealer who desires relief from responsi- 
bility and who offers opportunity to buy 
into business from bonuses. Excellent 
character and management ability refer- 
ences. Age 41, married. Box 3155, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER or partner. Can in- 
vest up to $10,000 as an active partner. 
Twenty years’ experience all phases of 
business, past ten years as general man- 
ager with 1,000 car contract General 
Motors dealer. Prefer salary and bonus 
deal. Married, age 45, honest, sober, 
reliable and can operate profitably. Can 
furnish best of references from factory 
and employers. Box 3144, c/o Automo- 
tive News, Detroit 26. 


WELL TRADE 


WILL TRADE CHINCHILLAS for new car. 
Stein, 1914 Albany Ave., Brooklyn, N. Y. 


DEALERSHIPS AVAILABLE a 


DEALERSHIP HANDLING Chrysler-Piym- 
outh in Florida Gulf coast town. County 
seat and fast growing community. 150 
cars per year. Will sell at inventory. Can 
buy or lease building and used car lot. 
Box 3132, c/o Automotive News, De- 
troit 26. 








surface. 


braking. 


winter driver. 


part. 







ONE OF 


909 Fisher Bldg. 


DEALERSHIP FOR 


TIRE CHAINS OUTMODED 
INVENTOR SEEKS U. S. SPONSOR 


A design has been produced for a purely mechanical device which will operate 
automatically to stop any rubber tired vehicle from slipping on ice. The device 
features a series of small abrasive units which do not touch the road surface 
whilst the car is proceeding normally. Upon Deceleration, a mechanical reaction 
causes these abrasive units to insert themselves constantly between tire and road 


The abrasive units will remain in position whilst the vehicle is stationary and 
can remain in position to enable the vehicle to start on ice. Upon acceleration, 
a complementary mechanical reaction comes into play, releasing the units and 
putting them out of action until again brought into play automatically upon 


Operation is 100% automatic, mechanical action is original and is not in use in 
any shape or form in any other mechanical operation in existence, as far as the 
inventor can determine. The device can remain on the car all winter and can be 
put out of action when required by a turn of a screw. 

Production of a prototype is beyond the resources of the inventor. The inventor, 
a British subject, resident of Canada for five years, seeks U. S. sponsor, preferably 
an individual with comprehensive technical facilities and ample finance in order 
that he may produce a prototype in the U. S. Given all facilities, success is 
assured and the resulting product will be an indispensable accessory for every 


The inventor is not a mechanic and knows nothing about cars. Nevertheless, he 
claims to have originated the only possible method of avoiding skids on ice by 
means of a self operating device of which the actual stopping agent is an integral 


JACK LAKELAND 
420 STRATHMORE BOULEVARD, TORONTO, CANADA 


GM DUAL—150-200 car. Best trade area— 


30,000 in Michigan. Established 21 years 
Five service stalls, plus body shop and 
30 car lot on main street, plus Michigan 
trunkline highway. Nearly new equipment 
including two Weaver twin post hoists 
Parts and service will pay overhead 
Have other business that takes most ot 
my time. Will lease building and arrange 
terns. Write Box 3159, c/o Automotive 
News, Detroit 26. 

“BIG THREE’’ in beautiful 
Boulder, Colorado. A thriving city 01! 
25,000 population. Excellent facilities on 
lease and finest personnel. $400,000 gross 
sales in 1952. No blue sky and no truck 


franchise. Write Box 3088, c/o Automo 
tive News, Detroit 26. Replies held in 
confidence. 


FOR SALE—DEALERSHIP handling Lin- 
coln-Mercury. Well established in city of 
75,000. Near Toledo, Detroit and Chicago. 
Can lease building. Owners health reason 
for retiring. A good money maker. Must 
have factory approval. No answers to 
others. Box 3160, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING _Lincoln-Mer- 


cury. Central Ohio. Excellent farming 
and manufacturing’ center. 150 =car 
franchise. Attractive lease and rental. 
Will sell for parts and equipment ap- 


proximately $32,000. Write Box 3161, c/o 
Automotive News, Detroit 26. 


OWNERS ILLNESS NECESSITATES sale 


of agency handling Cadillac. Located in 
thriving Ohio city. Low rental lease. Ideal 
location. Must pass rigid manufacturers 
investigation. Box 3162, c/o Automotive 
News, Detroit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 





SALE handling Lin- 
coln-Mercury for less than inventory 
parts and equipment. Will help finance. 
Will consider trade for income property. 
Sold 158 new cars 1952. Gross sales over 
million dollars. Highest per family pay- 
roll town of 60,000 people in U.S. Trade 
area over 100,000. Wonderful hunting and 
fishing. Modern building. Excellent lease, 
3 years—$400 per month, option renew. 
Copper City Motors, Butte, Mont. 


DEALERSHIP FOR SALE handling Chev- 
rolet. Good Kansas town. Fixed assets 
and parts inventory approximately $30,- 
000. No used cars and no real estate. 
Nine months gross over $300,000. Good 
building and lot. Box 3149, c/o Automo- 
tive News, Detroit 26. 





FOR SALE—SMALL, well established deal- 


ership, handling Buick. Located on main 
highway just outside of town. Will in- 
voice at cost and sell real estate and 
building or will give long lease. Reason 
for selling, age. Box 3150, c/o Automo- 
tive News, Detroit 26. 


AUTO AGENCIES 





Large, medium and small "Big Three’ auto 
agencies 
States. Write for brochure. 


located throughout the United 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 
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DEALERSHIPS AVAILABLE 


DE\LERSHIP, HANDLING Dodge-Plym- 
cuth, in fast growing west Florida near 
trree of nations largest airbases. Ap- 


proximately 120 units. Only Dodge dealer | 


in county of 40,000 population which is 
steadily increasing. Excellent location 
n Main Street, modern service facilities 
icluding body shop and large used car 
st which can be leased or purchased, 
palance buildings leased at exceptionally 
low rent. $600,000 gross sales 1952 show- 
ng good profits. Will sell for less than 
inventory value of parts and equipment 
amounting to about $28,000 or will sell 
ip to half interest to party with 
minimum of $10,000 cash and capable of 
assisting in management. Good reason 
for selling. Factory approval needed in 
case of sale. Write P. O. Box 5534, Jack- 
sonville, Fla. 


)EALERSHIP FOR SALE, handling 
Studebaker, in St. Louis, Mo. Located in 
desirous part of south St. 
main thoroughfare. Oldest Studebaker 
dealer in the city. Modern building, seven 
years old, and modern apartment ad- 
joining property if desired. Latest shop 
equipment and parts well stocked, $15,- 
000 will carry this bargain and must 
be seen to be appreciated. Retiring for 
very good reason. Sales manager now 
employed by the company willing to 
invest part. Osage Sales Co., 3905 S. 
Grand Blvd., St. Louis, Mo. 


SMALL DEALERSHIP — established 1925. 
Handling Kaiser. Can handle Kaiser- 
Willys in 1954. Porulation 38,000. Two 
miles from city—170,000 population. Rent 
$550, Can secure lease. Modern building 
throughout, 17,000 square feet. Parts and 
modern equipment, furniture and fixtures 

- $15,000, Archambault Motors, 277 
Campbell Ave., West Haven, Conn. 


o 





ASSOCIATE WANTED. Large Metropolita 
Studebaker dealer, established since 1939 
with net worth over $120,000, wants as- 
sociate with around $25,000 to invest 
and receive one-half the profits plus ex- 
cellent salary. Present owner wants to 
semi-retire, eventually turning over entire 
business to associate. Net profits after 


salary and taxes since May first this, 


year over $30,000. This is a lifetime op- 
portunity if you will work and have the 
capital. Address Box 3151, c/o Automo- 
tive News, Detroit 26. 


FOR SALE—WELL established dealership, 
handling Nash. 200 car contract. Good 


service business. Desirable leases. Central | 


Illinois city of 85,000—trading area of 
125,000. Will sell for inventory value of 
parts and equipment. Not to exceed $48,- 
000. Box 3152, c/o Automotive News, 
Detroit 26. 

DEALERSHIP HANDLING PACKARD, 
Florida east coast. 
$15,000 a year. 100% 
$6,000. Paul Miller, 
Motors, Melbourne, Fla. 

DEALERSHIP WANTED 

FORMER DEALER in market for ‘‘Big 3’' 
dealership on Long Island, New York. 
Have financial and factory qualifications. 


Packard Brevard 





Replies confidential. Box 3146, c/o Auto- | 


motive News, Detroit 26. 

WANT BUICK OR PONTIAC - Cadillac 
dealership. Prefer N. Carolina coast or 
either coast Florida. Factory approval 
assured. Guaranteed confidence. Expedite. 
Box 3147, c/o Automotive News, De- 
troit 26. 

BIG THREE DEALERSHIP wanted within 
75 miles New York City. Hammond, 54 
Riverside Dr., 
4-6754 





Idle Capital Wants To Buy 
Ford or GM Dealership 


With 400 or more units. 


Have factory approval. 


This is your chance to sell 
your assets. 


Replies confidential. 





Box 3138, c/o Automotive News, 
Detroit 26. 
CHEVROLET TOWN 20,000 up. Prefer | 


old, established, quality dealership. Reply 


in strictest confidence. Am qualified indi- | 


vidual with cash. Box 3148, c/o Auto- 


motive News, Detroit 26. 

WANTED — SMALL GENERAL MOTORS 
or good independent in Florida. Can get 
factory approval. Replies confidential. 





Allied Motors, 416 East Broadway, Louis- | 


ville, Ky. 

“BIG THREE’ DEALERSHIP 
Diego county. George Viner, 6017 Vista 
De La Mesa, La Jolla, Calif. 


BUSINESS OPPORTUNITIES _ 


1000 BUSINESS CARDS — $2.95 postpaid. 
Raised letters in black or blue ink— 
$3.95. Two color in red and blue ink— 
$4.95. Free samples. Scull’s, Dept. B3, 
121 West 25th Ave., Wildwood, N. J. 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 
would 





markets or retirement, 


you like to sell your auto leas- 
ing company? National com- 
purchase stock or 


pany will 
complete assets and take over 
existing contracts. 


Write Box 3080 
c/o Automotive News 
Detroit 26 


Should net easily | 
service absorption. | 


New York, N. Y. WAtkins 


in San} 


AUTOMOTIVE NEWS, NOVEMBER 2, 1953 


BUSINESS OPPORTUNITIES 





In Los Angeles 
AUTO LEASING 


and 
U-DRIVE-BUSINESS 
Finest clientele. All new, 1953 


cars. Successful established firm, 
same locations since 1926. Owner 


'wishes to retire and will consider 


| trade for good income property 
'or sell for cash. 


Box 3137, c/o Automotive News, 
Detroit 26. 


Louis on a} 





DEALER SERVICES 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers, Fast service 
eastern half U.S.A. Talbot's Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





| INVENTORY SERVICE 


| Parts and Accessories Depts. 

Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 


booklet on Parts Department operation sent} Woodward at 13 Mile 


on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freetand Detroit 27, Mich. WE 3-6449 





CARS FOR SALE 


USED CAR 
DEALERS 


WE WHOLESALE 
BUY IN DETROIT 


Save Hundreds of Dollars from 
Automotive News’ Average 


Used Car Prices 


SEE HANSON 
CHEVROLET CO. 


Two Lots and 200 Cars 


14601 E. Warren 
13130 Gratiot 
Detroit—Tuxedo 1-5840 


AUTO AUCTION 


TIM ANSPACH 
"Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 










Vv VACATION & BUY 
| IN FLORIDA 


AT THE SAME TIME! 
Clean, Top-Notch 
Late Medel Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 








| ATTENTION FORD DEALERS 
1953 Brand New Mainliners 
4-door—8 cylinder 
at The Low Dollar 


STEEL CITY MOTORS, INC. 


5835 Baum Bivd. Pittsburgh 6, Pennsylvania 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 











oat | 


ee Grand Rapids 2, Mich. 





CARS FOR SALE 


| ATTENTION—-SOUTHERN BUYERS! Air 
| conditioned car. 1953 Dodge 4-door sedan, 





fully equipped, 1,800 miles. Bud Cofoid 
Motor Sales, Inc., 6121 Northwest High- 
way, Chicago, Ill. Chicago Newcastle 


1-4000. 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


1950 
| Plymouths — Fords —Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD #1700 





Heaters 








ATTENTION DEALERS!!! 
200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Royal Oak, Mich. 
Lincoln 5-100 
“Home of Michigan's Finest Automobiles" 





PARTS FOR SALE 
<2 


oe FREE 


FOR 
GM ILLUSTRATED 


PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 


© Buick 

® Cadillac 

® Oldsmobile 
® Pontiac 

© Chevrolet 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
c.O.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 


Chicago 5, Illinois WAbash 2-1030 
ae eo 











BUICK 
WHOLESALE 
PARTS 


| 
ONE OF THE EAST'S 
LARGEST INVENTORIES 

Same Day Service on Mail Orders or 

Phone Calls —All Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. 57th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 
GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, mo. 








GENUINE HUDSON PARTS 


For All Models 
Shipped Anywhere Same Day 


Authorized Hudson Parts Distributor 


Full discount to all dealers and gorages 


Phone — Wire — Write 
GIL SCHAEFER DIST., INC. 


101 Weston St., S.E. 
Phone 8-1183 








FOR SALE 
ONE PART NO. 3630293 COMPLETE 


Cadillac Motor with Hydra-Matic 
Transmission Never Out of Crate. 


$895 If Taken at Once. 


DRAPER CHEVROLET CO. 
1450 N. Michigan Ave. Saginaw, Mich. 








PARTS FOR SALE 


1953. CADILLAC CONVERTIBLE body 
complete with doors, front and rear 
fenders, bumpers with grille. Interior 


completely burned. No accident. Body not 
warped. Body removed from chassis in 
complete units. Must sell complete $500. 
Anthony Gullo, White Plains, N. y 
| &-1004 





TRUCKS FOR SALE 


| TRUCKS FOR SALE. Three 1952 Chevrolet 

| 2-ton tractors, model 6103 and three 1950 
Whitehead & Kale auto transport trailers. 
For information, wire or write Thompson 
Motors, Inc., 2625 Broadway, San An- 
tonio, Texas 

1949 DODGE 2% TON cab and chassis 
equipped with Holmes wrecker less than 
20,000 miles. King Motor Sales, Lebanon, 
Ohio. 

SHOP EQUIPMENT FOR SALE 


| 30 PARTS BINS 


All-metal with adjustable shelves, drawers 

and dividers, practically new, set-up for 

Packord dealer, also extra shelves, etc. 
Make offer. 

55 Jacksonville, Fla. 

Telephone 3-4624 











|P. O. Box 1 





SHOP EQUIPMENT WANTED 


NEW OR USED LATE model engine dyna- 
mometer, to run-in and test remanu- 
factured passenger type engines. For 
use with short and long block assemblies, 
Ford. Chevrolet, Plymouth, Dodge, etc. 
Contact immediately. Ranco, Ine., 947 
S. Miami Blvd., Durham, N. C. 


MISCELLANEOUS 


USED CAR ORDER BOOKS 


50 Duplicate Sets Per Book 
6 Books $2.25 post paid 
12 Books $4.00 post paid 


(Regular $5.00 per doz.) 
CASH WITH ORDER 
NO C.O.D.'S 


Sample Sheets On Your Request 


| G. CHAMBERLAIN 


Specialty Printer 
Rockford, 


1347 Charles St., Wm. 


Y. WH. | 





53 


= _MISCELLANEOUS 
YOUR ADVERTISING MESSAGE iIm- 





Printed on hundreds of give away 
novelties. Illustrated folder free. Imos 
Dept. AN, 210 Fifth Ave.. N. Y. C. 


ENGINE REBUILDING — Crankshaft 

grinding and metalizing. John P, Hughes 
Motor Co., Inc., 800 Commerce St., 
| Lynchburg, Virginia. 





Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 
Ilustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders In The Industry" 
Since 1939 





REWARD 


INFORMATION LEADING 
TO RECOVERY 


of 1951 Lincoln Cosmo sedan, 
coppertone color, white sidewall 
tires, lowa license No. 77-38008, 
Motor No. 51LP 12843H. 


Phone 
MID-TOWN MOTORS, 


DES MOINES, IOWA 
Collect. 


INC. 
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BROOK PARK 
AUTO AUCTION 


Sd 





CLEVELAND, OHIO 
Every Tuesday at Noon 


e 
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13315 Brookpark i. 


Midway between Chevrolet and Ford + 
2% miles from oirport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [7] 
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scores more easily 





The man with the longest reach scores 
more easily in truck sales. And that’s 
where the INTERNATIONAL Truck Dealer 
has the big advantage. 





He outreaches the others by a wide 
margin — with America’s most complete 
truck line. Every truck operator is a pros- 
pect for the INTERNATIONAL Dealer. He 
offers exactly the right truck, from %4-ton 
pickups to 90,000 lbs. GVW off-highway 
models. He offers the right power, with a 
wide choice of engines — including gaso- 
line, LPG, and diesel. No other line offers 
so many thousands of variations for exact 
job specialization. 





GE ARE ON ee ETT rere re — ORR 









He has the jump on the others, too, with 
the long-established INTERNATIONAL repu- © 
tation for quality. Because he sells quality, © 
he has more satisfied customers. Their loy- 
alty safeguards the dealer’s profits for 
years to come. 











INTERNATIONAL Truck Dealer Franchises 
are available in a few choice locations. For 
details, phone your nearest INTERNATIONAL 
District office. Or write to INTERNATIONAL 
HARVESTER Company, 180 N. Michigan Ave- 
nue, Chicago 1, Illinois. 






ar 











INTERNATIONAL HARVESTER COMPANY - CHICAGO 





PRR. ah 





International Harvester Builds McCormick® Farm Equipment and FARMALL® I 
Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers. 4 






Better roads mean a better America 


INTERNATIONAL TRUCKS 


‘Standard of the Highway” 
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